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When did you last examine your 

expense items carefully? 
* .* *. 

It’s quite timely during these dis- 
cussions of the budget in the na- 
tion’s capital that frozen assets 
would efter the picture—via the 
deep-freeze method. 

* * 


No Excise Relief 


Congressional leaders say there 
is no prospect for reduction this 
year in the $1,200,000,000 of annual 
wartime excise taxes. The possi- 
bility of a deficit in the federal 
budget is said to be the drawback. 

. * * 


Retail Sales Off 


Total sales of retail stores 
throughout the U. S. during July, 
including automobile dealers, dip- 
ped about 1 percent below June, 
after adjustment for seasonal fac- 
tors and the difference in the num- 
ber of trading days, according to 
the Department of Commerce. The 
department said automotive group 
sales totaled $1,885,000 in July, 
_ compared with $1,958,000 in June. 

* * om 


Headline Hunters 
Let’s-try-this-one-for-size seems 
.- be the guiding factor in putting 


. GM Price Reductions 
As Wage Level Holds 


General Motors price and wage 
structures were left unchanged 
Friday following announcement 
of the latest consumer price in- 
dex of the U.S. Bureau of Labor 
Statistics. The index for July 15 
did not fluctuate enough from 
the Apr. 15 level to result in a 
GM pay increase or decrease. 

On the previous 1949 adjust- 
ments in the corporation’s esca- 
lator pay plan, factory list prices 
of GM passenger cars were re- 
duced from $10 to $40. Hourly 
pay cuts for GM _ workers 
amounted to two cents on March 
1 and one cent on June 1, 


f 


the finger on firms for monopoly 
i charges. 
If the little Pretty Pin Co. of 
Podunk was actually thought by 
| the political sleuths to be guilty of 
janti-trust violations, it wouldn’t 
draw the headlines that the “bigs” 
do when they are placed in the 
frying pan. There’s a reason, and 
that’s it, we betcha. 
* * * 
“Inventories Cut 


The gross national product de- 
clined to an annual rate of $256 
billion in the second quarter of 
_ 1949, compared with $262.5 billion 
‘in the first quarter, the U. S. Office 
of Business Economics reported 
last week. 

This decrease of $6% billion was 
attributable to a shift from accu- 
mulation to liquidation of business 
inventories, since other elements of 


demand for gross national product 
showed little change. 


Production 


Automotive News Estimates 
U. S. Cars, Trucks 


143,463 140,952 


1948 


t : 
Week Week Wee 
For complete production totals 
by makes, see tables, pages 1 
and 30. 
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August Total May Set Postwar Peak 


Car Sales Still Booming 


Avavst may shatter the postwar 

record for monthly new-car 
sales, if early returns from various 
cities are any yardstick. 


Optimism prevailed as the trade 
entered into the Labor Day 
windup period of a summer sell- 
ing drive that has run contrary 
to prewar “seasonal” selling 
trends. 

But it may be too good to last 
into the autumn, predict some in- 
dustry sales experts, They expect 
September to lead off a declining 

sales curve lasting until next 
March. 
o - 


ITH three pre-Labor Day 
August days still ahead, how- 
ever, prospects were strong for a 
final month’s accounting surpassing 





July and June and threatening 
May’s 446,251 new-car sales—the 
postwar record. 

New-auto deliveries in Summit 
county (Akron) were at a 1949 crest 
during the first two weeks of 
August, A total of 449 cars were 
retailed the week ended Aug. 13, 
compared with 425 the previous 
week. The Akron rate was ahead of 
May, June and July. 

Cleveland sales during’ the 
week ended Aug. 18 totaled 1,498, 
the second highest week since the 
war. Sales the previous week 
numbered 1,394 new cars. 

In Franklin county (Columbus), 
the Aug. 1-15 period was the high- 
est 15-day period for postwar new- 
car sales. The 1,029 new-car regis- 
trations during that period ex- 


Car Production Estimates 


By Automotive News 
(U. S. PRODUCTION ONLY) 


Week 


Ended Same 
Week, 
1948 
17,519 
2,914 
2,301 
3,416 


8,888 
18,536 
13,655 

612 

4,269 
31,323 

5,053 

1,296 
16,182 

4,124 

4,668 

1,180 

220 
960 
852 


Aug. 27, 
1949 
28,169 
4,066 
2,710 
8,148 
18,245 
26,243 
. 20,006 
948 
5,289 

. 55,749 
9,323 
2,049 
29,101 
7,067 
8,209 


“149 
2,516 


3,550 
5,889 


1,589 
8,258 
280 


Jan, 1 
to 

Aug. 28, 
1948* 
532,649 
78,167 
60,625 
151,405 
242,452 
388,434 
277,474 
20,002 
90,958 
1,040,554 
181,712 
42,096 
518,350 
181,517 
166,879 
123,411 
40,735 
82,676 
22,073 
82,396 
86,716 
60,287 


Week 
Ended 
Aug. 20, 
1949* 
23,479 
906 
587 
8,304 
13,682 
26,288 
19,946 
964 
5,378 
53,639 
9,412 
1,541 
27,036 
7,020 
8,630 
1,755 
2 
1,753 
141 
2,432 
1,280 
3,542 
4,948 
1,224 


Jan. 1 

Aug., to 
1949 
to Date 
109,316 
18,006 
8,773 
32,675 
54,862 
104,647 
79,543 
3,837 
21,267 
211,164 
33,865 
7,096 
109,177 
27,350 
33,676 
5,196 
69 
5,127 
640 
10,314 
1,779 
12,904 
15,878 109,872 136,789 
3,007 16,945 22,400 


Aug. 27, 
1949* 
701,301 

90,240 
68,492 
179,726 
362,843 
678,823 
528,055 
24,215 
126,553 
1,472,666 
267,992 
58,656 
730,091 
193,688 
222,239 
49,187 
6,465 
42,722 
6,877 
104,440 
98,147 
73,927 





122,265 
*Revised. 


Total Cars, U. S.... 
Station wagons and Jeepsters, 


74,481 118,728 


480,845 2,463,337 3,344,557 


(See Truck Table on Page 30) 


Aug. Output Due to Top 
Best Month in History 


By Bernie Thomas 
Associate Editor 


ASH, Kaiser-Frazer and Willys 

began two-week shutdowns last 
week, but other U. S. vehicle mak- 
ers picked up the slack and pro- 
duction held to a blistering August 
pace. 

The nation’s factories appeared 
to have a new alltime high month’s 
production mark all but wrapped 
up, since last week’s U. S. output 
included 122,265 cars and 21,198 
trucks—a total of 143,463 vehicles, 
according to Automotive News esti- 
mates. 

Output the previous week, be- 
fore a model change closed Nash, 
and K-F and Willys suspended 
operations for inventory adjust- 
ments, comprised 118,728 cars and 
22,224 trucks, or 140,952 units. 


Mainly responsible for last week’s || 


upturn was increased scheduling at 
General Motors plants and Stude- 
baker, and the return of Chrysler 


plants to production following a/ 


labor dispute. Chevrolet output of 
cars and trucks in its U. S. plants 





during 1949 topped the million 
mark last Friday. 
* * 


ANOTHER peak production effort 
at Packard also helped to swell 
last week’s output effort. 
With three days left to produce, 
(Continued on Page 30, Col, 1) 


Studebaker Holds Line 


On ’50 Model Prices 

SOUTH BEND. — Studebaker 
is holding the price line on its 
new 1950 passenger cars despite 
styling and engineering ad- 
vances, the corporation § an- 
nounced last week as the new 
models went on _ dealership 
display across the country. 

Advertised-delivered prices, 
identical with those on 1949 
models, start at $1,588.25 for the 
Champion Deluxe business 
coupe. Champion prices range 
up to $2,086.25 for the Regal De- 
luxe convertible, while Com- 
mander listings begin at §$1,- 
987.75 for the Deluxe two-door 
sedan. The Commander con- 
_ verte is priced at $2,467.50. 














| dition of new cars as dealers get | 


ceeded the previous 15-day record 
of 1,016 from July 16-31. Both totals 
were appreciably ahead of June 
and May levels. 

7” + + 

a= dealers in Wayne county 

(Detroit) were moving new cars 
at a rate substantially ahead of 
last month. From Aug. 1-18, county 
sales totaled 9,201 cars, against 
8,061 during the first 18 days of 
July. Detroit sales in July were the 
highest for any month since the 
war. 

Nash added further evidence to 
expectations of a high-flying Au- 
gust. This maker reported alltime 
record retail sales for the Aug. 
1-10 period and a rate nearly as 
high for the Aug. 11-20 period. 

On the basis of these reports, 
sales statisticians were envision- 
ing an August new-car total 
better than June and the pro- 
jected sum for July. 

June sales of 432,470 fell short of 
the May postwar peak, a dropoff 
attributed partly to the recent Ford 
strike, 

7 * + 

Wis 27 states tabulated for 

July, R. L. Polk & Co. is esti- 
mating a final month’s total on a 
par with June. The Polk projection 
was for 431,465 registrations in 
July. 

If this estimate materializes for 
July, sales for the first seven 
months of 1949 would be hoisted 
to nearly 2,600,000 cars. This would 
virtually guarantee August retail- 
ing of the year’s 3,000,000th car. 

May of this year was the fifth 
best sales-wise in motor car his- 
tory. The alltime monthly record 
occurred in May, 1941, the only 
month ever when sales pulled 
ahead of 500,000 for a single 
month, The final total that month 
was 514,478 new-car registrations. 

The trade chalked up its best 
August sales in 1929, when 376,886 
cars moved at retail during the 
month. It was virtually certain that 
the “current (1949) month would 
emerge as the best August in his- 
tory. Last August, new-car regis- 
trations totaled 317,788. 

Stepped-up production schedules 
at some makers and the extra busi- 
ness days were other factors con- 
tributing to a bright August, 1949, 
outlook. 

+ 7 o 
ECOND-HALF registrations are 
off to a flying start, with 400,000- 

plus months indicated for July and 
August. 

There were 2,161,616 new cars 

titled in the first half of this year, 
(See SALES, Page 27, Col. 3) 


THIS WEEK—NET PAID ABC 
36,791 


$8 Per Year, 25c Per Copy 


New-car registrations for six 
months, plus 27 states for July: 
1949 Pos. Make 1948 Pos. 

1—476,312 Chev. 378,790— 1 

2—377,570 Ford 192,324— 2 
8—250,406 Plym. 170,230— 3 
4—193,330 Buick 134,509— 4 
5—152,510 Pontiac 124,274— 5 
6—131,572 Olds. 97,173— 7 
7—116,615 Dodge 111,474— 6 
8— 97,148 Stude. 71,817— 8 
9— 83,901 Mercury 56,160—12 
10— 82,272 Hudson 63,282—10 
11— 70,181 Nash 65,806— 9 
12— 62,722 Chrysler 54,247—13 
13— 52,284 Packard 41,099—15 
14— 50,040 DeSoto 41,735—14 
15— 43,071 Cadillac 29,431—17 
16— 33,850 Kaiser 60,748—11 
17— 21,112 13,590—20 
18— 14,849 13,999—19 
19— 11,873 38,8138—16 
20— 6,462 14,488—18 
21— 3,850 inate, 415—22 
22— 1,651 Austin 4,902—21 

Total All Makes 
2,336,532 1,787,576 

For further details see page 
18, today’s issue. 


We Will Strike 
To Get Pensions, 


CIO Reiterates 


By Mac Gordon 
Associate Editor 


EADERS of the CIO’s two larg- 
4 est unions stood personally 
committed last week to strikes this 

year, if necessary to enforce pen- 
sion and wage demands. 

Both Philip Murray and Walter 
P, Reuther said that shutdowns 
of the steel industry and of Ford 
were inevitable unless pension 
settlements were obtained before 
mid-September. 

Murray, president of the United 
Steelworkers union and of the CIO, 
made his statement in testimony 
before the President’s steel fact- 
finding board. The board is pond- 
ering its wage recommendations in 
the steel case this week. 

* * +. 

EUTHER, UAW-CIO chief, told 

a pep rally of Ford workers 
aged 60 and over that the union 
would not agree to a new Ford 
contract without a pension plan. 
He said the auto and steel unions 
were joined in the pension battle. 

Negotiations between Ford and 
the union again centered on non- 
economic contract issues last week. 
Climactic chips-down bargaining 
over economic demands still was 
being shelved pending issuance of 
the fact-finders’ report on the steel 
case. 

There were developments on 
the hitherto-dormant Chrysler 
front, though, as the union locals 

(Continued on Page 27, Col. 1) 


Monkeyshines Decline 


New Cars Coming Through in Better Shape, 
But ‘Leakers’ Still Plague Dealers 


By George Deery 
Associate Editor | 
HERE’S been considerable im- 
- provement of late in the con- 


them from the factory, but deliv- 
ery preparations still take twice as 
much time as prewar, an AUTOMO- 
tive News survey reveals. 

The condition results in a merry- 
go-round of lost tempers and 
money among dealers, car makers | 
and the customers. 

The answer, dealers and fac- 


In This Issue 


Registrations, Prices 
Used-Oar Auctions 
Production by Makes ..... 





Pages 22-23 
-Pages 1, 30 


tory spokesmen generally agree, 
will be an improvement in the 
quality of factory inspection be- 
fore the car is delivered to the 
dealer and, in a few instances, 
better shop work by the dealer’s 
own staff. 

Improved standards can only 
come from a more cooperative at- 
titude from unions and workers, 
it is felt. 

* + * 

HE SURVEY shows that condi- 

tions are improving, however. 
In plants where the cars come 
through in the poorest condition 
to the dealerships, there has been 
some improvement recently. 

One dealer in the highest-priced 

(Continued on Page 25, Col, 1) 
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Parts Makers Lessen Degree . . . 


Concentration in Auto Industry? 


By William Ullman 

Washington Correspondent 
ASHINGTON.—-Considering net 
capital assets, there is a “some- 
what less degree of concentration” 
in the auto industry than shown 
by the production of cars and 
trucks, Federal Trade Commission 
indicates in a report, “The Con- 
centration of Productive Facilities.” 

It is pointed out that there is 
a large amount of facilities in 
the industry owned by parts 
makers, who sell components to 
the producers. 

The report was given to Congress 
last week. It says that the 113 larg- 
est manufacturers in the United 
States control 46 percent of the 
total capital assets of all manu- 
facturing corporations. 

+ . * 
yo the study was for 1947, 
a special section on motor ve- 
hicles uses the year 1948 because 





of the strikes and shortages that 


The End... 


Can you find the clues? 


4 hs evidence is in (we think) to run a dog-day tale into the ground. 


Was President Truman riding 


presidential Cadillac, “the Queen Mary,” on his visit to the Shrine 


convention in Chicago? 


You will find all the clues needed to solve this automotive 


mystery in the pictures above. 


Just to refresh your memory, our dog-day tale extends back 


to the Aug. 8 issue of AUTOMOTIVE 


of the President at Chicago, identifying the car as a Lincoln. Then 
a General Motors official raised a protest, asserting that the car was 
plainly the Cadillac “Queen Mary.” 


* * 


WE GOT everybody, including the Secret Service, into the argu- 
ment. Now we present the original picture on top; hood views 


of the two presidential cars in the 


the Shrine convention at the bottom. 

The latter picture shows that both cars were there; the only 
thing was that the “Queen” was nosed out of the picture. She’s’ 
trailing the one in which the President is riding. 

Just a hint on the clues: Notice that the Cadillac has crome 
strips on the trailing edge of the front fender, while the car in the 
original photo has none. You can find other differences by studying 
the two cars in the lower photo. Does that settle it? 





disturbed the auto industry in 1947. 

Here is the separate section de- 
voted to motor vehicles: 

The motor vehicle industry pre- 
sents a study in the problems of 
measuring concentration. In some 
studies concentration has _ been 
measured in this field by deter- 
mining the proportion of the in- 
dustry’s output of its principal fin- 
ished products, automobiles and 
trucks, which is produced by the 
largest single company, by the 
“Big Three,” etc. This type of 
measure for the year 1948 is shown | 
below: 

CARS TRUCKS TOTAL 


Pet. of Pet. of Pet. of 

Total Total Total 

SO eb icrcsiecticeds ae 35 39 
Chrysler = 13 19 
ee 19 22 20 
Big three...... 80 70 78 
All others. 20 30 22 
WOE — cvovceies 100 100 100 





the presidential Lincoln or the 





News, when we printed a picture 


* 


middle, and another shot made at 


|to the Chrysler Corp., 
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‘Boys’ Skill Pays Off. . . 


This measure, while useful for 
some purposes, has the disadvan- 
tage that it is focused entirely 
upon the end-product stage of the 
industry and in effect ignores the 
vast amount of productive re- 
sources at the industry’s lower 
stages of production. 

It happens that there is a large 
amount of facilities in the indus- 
try owned by parts-makers, who 
sell variouus parts and compo- 
nents to the automobile produc- 
ers. Thus, no matter how impor- 
tant a parts-maker and no mat- 
ter how large his productive fa- 
cilities, he is ignored by this 
measure of concentration. 

As a consequence, it is to be ex- 
pected that a measure such as net 
capital assets, which reflects the 
productive facilities of all corpora- 
tions classified in the industry, 
whether automobile producers, 
parts-makers, or anything else, 
will show a somewhat lower de- 
gree of concentration than is in- 
dicated at the end-product stage. 

And the less integrated is an 
automobile producer, that is, the 
greater is his dependence on in- 
dependent companies for the parts 
and components which go into his 
finished product, the lower would 
be a measure of his production 
facilities, as compared to a meas- 
ure of his end-product production. 

* ea + 





HE FACTS tend to confirm this 

expectation. The concentration 
of the industry in the hands of the 
“Big 3,” as measured by net capi- 
tal assets, is substantially below 
that indicated by the figures on 
the production of automobiles and 
trucks. 

Thus, General Motors, Chrysler, 
and Ford own only 69 percent of 
the industry’s net capital assets, 
whereas they account for 78 per- 
cent of the production of automo- 
biles and trucks. Moreover, nearly 
all of this difference is traceable 
which is 
much less integrated than the 


other two major companies. 
Percent of Number of 
Industry’s automobiles 
net capital and trucks 





assets, produced, 

1947 1948 

General Motors .... 41 39 
ee . 22 19 
Chrysler 6 20 
EE re cas 69 78 


In using the asset figures for 
this industry, it should be borne 
in mind that the activity of the 
leaders, principally General Mo- 
tors, in fields outside the motor 
vehicle industry distorts the fig- 
ures. 

Although it is impossible to 
provide any quantitative meas- 
ure of the extent of this distor- 
tion, it is not believed that this 
factor invalidates the conclusion 
as to the concentration of over- 
all productive strength. 

The reasons for this supposition 


are threefold: (1) As compared to 
(See FTC, Page 30, Col. 1) 


Black Gold 


Ford’s Texas Oil Well 


Strikes Vein 


SNYDER, Tex.— The name of | 
Henry Ford II joined that of Bob| 
Hope and Bing Crosby as oil well | 
owners when a well in which Ford | 
holds an interest came in last} 
week. 

While not a wildcat, the well, | 
located 16 miles from here, is con- | 
sidered an important step out from | 
the proven Humble-Bishop area in | 
the southwest part of the county. | 

Efforts were being made last} 





| week to persuade Ford to fly down | 
|to watch bringing in of the well. | 
| Drill-stem testing has 
|layed until an answer could be} 


been de- | 
received. However, it was doubtful | 
that Ford would attend since he 
was 11 New York. 


_ | 
Soss Output Up 


DETROIT. Soss Mfg. Co. | 
(hinges for automobiles) 








has | 
stepped up its production 20 per- 
cent through the addition of a/| 
second eight-hour shift, Charles J. 
Soss, president, announced last 
week. The boost in output was 
necessary to keep pace with in- 


breeding 
alk? 3 


DEALER TETER'S SON WINS A FISHER GUILD AWARD—Roger, son of Lloyd S. Teter, a 


Pontiac dealer of Elkins, W. Va., is shown with Charlies F. Kettering, research consultant and 


director of General Motors. 


™~ 


GM CHIEF INSPECTS WORK ON TOP MODELS—C. E. Wilson, 


a $4,000 scholarship, are (left to right) Howard Assel, Canton, O.; 
Bob Considine, columnist, is at the far left. 


hasee, Fla., and Elia Russinoff, Detroit. 


Roger won a $2,000 scholarship. 


president of General 
| Motors, right, greets winners at the Guild award banquet. The boys, each the recipient of 


William Ogram, Talla- 


Pontiac Dealer’s Son Wins 
Third in Fisher Contest 


DETROIT.—A son of a Pontiac- | 
GMC dealer in Elkins, W. Va..,| 
Roger D. Teter, took third place) 


Others were carved from wood 
with metal trim. 
The judges of the competition, 


in the junior division of the Fisher | who were members of the General 


Body Craftsman’s Guild contest 
here last week. He was awarded 
a $2,000 scholarship for his model. 

Elia Russinoff, whose father is 
a GM die designer, took top hon- 
ors in the senior division, win- 
ning a $4,000 scholarship. Be- 
cause duplicate prizes are award- 
ed if a GM worker’s son wins, 
Howard Assel of Canton, O., also 
won a $4,000 scholarship. 

Other senior division winners are 
second, Bert Ray, Austin, Tex.; 
third, Robert Cihi, Yonkers, N. Y., 
$2,000, and fourth, Lew W. Jacobs, 
Fayette, Mo., $1,000. 

In the junior section, William A. 
Ogram, Tallahassee, Fla., won $4,- 
000 for first; second, Clair P. Smith 
jr., York, Pa., $3,000; third, Teter; 
third duplicate, Gale Morris, Port- 
land, Ore., and fourth, Robert 
Meditz, Malverne, N. Y., $1,000. 


Each boy spent an average of 


| 500 hours in the design and con- 
| struction of his model car. 


All 


were of original design. Some 


| were constructed of plaster of 


Paris, cast from rubber molds. 


Dodge Output Set 
At All-Time High 


DETROIT. — Current production 
of Dodge cars is at an alltime high, 
L. L. Colbert, president, reported 
last week. He 
plans to 
Texas dealers 
the 
Fort Worth areas 
this week. 

“The _ present 
rate of produc- 
tion it at an all- 





time peak,” Col- 
bert said, “and 
we intend to 


maintain this 
production level 
in order to satisfy demands from 
dealers, many of whom still have 
extensive waiting lists.” 

Colbert leaves for Texas by plane 
Wednesday (Aug. 31). He will meet 


L. L. Colbert 


creased production by the com-| with Houston area dealers Thurs- 
pany’s automotive customers, Soss| day and with Fort Worth dealers 


said, 


Friday. 


visit | 
in | 
Houston and | 
|March. They 


Motors Styling Section, industrial 


arts instructors from _ Detroit 
schools, and the Guild Technical 
department, were unanimous in 


|stating that the quality of the 


models entered this year was very 
high. 


K-F Steel Mills 


In Pennsylvania 


Sold to Barium 


WILLOW RUN. — Two steel 
plants that Kaiser-Frazer Corp. 
bought last winter when steel was 
scarce have been sold to Barium 
Steel Corp. of New York, C. P, Bed- 
ford, executive vice-president of 
K-F, has announced. 

The mills are Phoenix Iron 
Works Corp. and the Phoenix 
Bridge Corp., both in Phoenixville, 
Pa. 

Barium will pay $2,000,000 for the 
iron works, but no figure was given 
for the bridge company. A _ sub- 
stantial payment has been made, 
Bedford said. 

Kaiser-Frazer purchased the 
plants Dec. 31, 1948, for more than 
$3,600,000, including substantial in- 
ventories and work in progress. 

A company spokesman said that 
the mills were bought when the 
steel market was tight. Since con- 
ditions have now eased and steel 


jean readily be bought on the open 


market, it was decided to sell the 
plants, he added. 

The two mills have been work- 
ing at curtailed production since 
employ a total of 
1,200 persons. 


Timken Axle Adds 


To Brake Plant 


ASHTABULA, O.—To expand its 
present plant facilities, the Tim- 
ken-Detroit Axle Co. is increasin; 


plant here approximately 25 per- 
|cent, according to Bryan E. House, 
general manager. 

Part of the new addition will be 
used to house a dynamometer test 
room—the balance will be for ex- 





pansion of production facilities. 






the floor area of its Brake division » 
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AUTOMOSILES currently are be- 
ing produced at history-making 
levels. The rate is at more than 
7,000,000 vehicles annually. Cars are 
starting to back up at dealerships. 


One has to but pursue the news- 
papers in a great many sections of 
the country to see that cars and 
trucks are being offered at very 
small downpayments, or no down- 
payment at all. Padding of finance 
charges is becoming more frequent. 
Overallowance on used cars is in 
evidence. Some new cars and 
trucks are advertised at substantial 
discounts. 

Many dealers have been trying 
to move trucks for a good many 
months without any profit. Used 
trucks are being sold at most any 
price, even though the complete 
washout on the deal may be con- 
siderable less than the cost of the 
original new truck. 

Production increases will rapidly 
bring this condition of over-supply 
to all passenger cars. We are get- 
ting back to the situation that pre- 
vailed before the war fast. 

= * a 


Don’t Give It Away 


har proper advice to a dealer is, 
don’t give merchandise away. 
Be a good businessman. Make at 
least some profit on automobiles 
and trucks. Don’t subsidize your 
car sales department by profit from 
your service operation. But the 
joker is how to make, induce, in- 
trigue or get prospects to pay a 
dealer a profit when the very same 
merchandise can be secured just 
across the street, or in the next 
community, at cost or maybe less. 

One dealer says, suppose the 
industry builds 6,000,000 cars this 
year. Factories know that under 
the present state of world econ- 
omy the public cannot continue 
to absorb that many cars annu- 


Mason Post Open 
On NADA Board 


DETROIT. — James A. Mason 
(Dodge), Ferndale, announced last 
week that he would not seek re- 
election as NADA 
director for the 
Detroit area. Ma- 
son’s three - year 
term in the post 
expires next Feb- 
ruary at the 1950 
convention. 

Mason also 
serves as treas- 
urer of NADA, a 
position to which 
he was elected 
an last January. His 
decision not to run for re-election 
to the directorship was made 
known in a letter to Paul T. 
Graves, executive vice-president of 
the Detroit Auto Dealers Assn. 








a. A. Mason 


Hamburg Dealers Hold 


County Fair Auto Show 

HAMBURG, N. Y.—An auto show 
was presented at the Erie county 
(N. Y.) fair with 16 complete lines 
of new cars on exhibit. The show 
was sponsored by the United Ham- 
burg Automobile Dealers of Ham- 
burg. 
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Dealers tell me 


By John O. Munn 
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ally. Judging from the past, each 
of the factories will try to main- 

tain or better its own record- 

breaking production at the ex- 
pense of their competitors. 

In other words, one factory, for 
instance, will insist they have the 
right to demand 20 percent of the 
total, another factory 25 percent, 
another 30 percent, another 10 per- 
cent, and so on until the total may 
reach 300 percent. Then dealers 
accept their percentage or quotas 
so long as they can. What will be 
the final result? 

That’s what a lot of dealers are 
worrying about now, judging from 
current correspondence. The an- 
swer, of course, is that manufact- 
urers are in an all-out competitive 
battle. Each will fight aggresively 
to maintain or advance its relative 
position in the trade. It is just 
history repeating itself. 

* ++ * 


Will History Repeat? 


— automobile industry has yet 

to reach its adjustment period. 
Most other trades have reached 
their peak production since the war 
and have receded. Our industry will 
reach its adjustment period the 
minute all dealers of all makes of 
cars have more cars than they have 
customers. When we reach that 
point we, too, are due for an ad- 
justment. 

Returning to history again, 25 
percent of the dealers will prob- 
abily be liquidated during the 
first year of the adjustment pro- 
cess. That, at least, is what hap- 
pened in 1923, the first year of 
full production after World War 
I. This time, however, the trade 
is very apt to lose not only 25 
percent of the dealers through 
liquidation, but an additional 10 
percent of older dealers who have 
made fortunes since the war and 
who will voluntarily retire from 
the business when there are indi- 
cations that continuation in the 
business would impair their 
capital. 

Of course, it is going to be diffi- 
cult for all dealers during the time 
the 25 percent are being liquidated 
because during their struggle for 
existence, they will offer the public 
all kinds of deals before they will 
find out that they can’t sell mer- 
chandise at less than cost and over- 
head and stay in business. 

* * * 


The Optimistic Side 
[THESE are very pessimistic cur- 
rent observations and references 
to history. But it is equally certain 
that there is profit and security to 
be had in this field. In the first 
place, there are more owners than 
ever before. And in the second 
place the use of an automobile is 
more important than ever. The man 
who buys a new car or a used car 
earns more money, spends more 
money, does more work, enjoys life 
more, means more to himself and 
his community than he did before. 
But it isn’t the selling of cars 
alone on which automobile dealers 
of the future will focus their minds 
and actions. The money that auto- 
mobile owners spend in the main- 
tenance of their cars is much 
greater than the amount spent an- 
nually for the purchase of new or 
used-cars. The profit in this end 
of the business is not jeopardized 


by long used-car allowances, It’s 
more under the control of the 
dealer. 


A dealer’s anchor is the people 
in his community. If he serves 
them well, he will automatically 
sell more cars on terms in which 
he can.make a profit. People 
don’t just buy automobiles alone. 
They buy satisfaction. And that, 
they realize, depends upon the 
dealer. 

People have learned long since 
that they do not buy engines, 
frames, transmissions, differentials, 
bodies and wheels. They get them, 
of course. But what they want is 
satisfactory miles of transportation, 
and the only factor in the world 
that can fulfill that want is the 
dealer who sells the car. 





‘New’ Deleted From Ads 


By Kansas City Star 

KANSAS CITY.—The Motor 
Car Dealers Assn. of Kansas 
City has been promised by the 
Kansas City Star that the news- 
paper will no longer accept 
used-car ads for its classified 
section in which such terms as 
“new” and “brand new” are 
used, 

In commenting on the action, 
the National Automobile Dealers 
Assn. advised dealers elsewhere 
that they could probably obtain 
similar agreements with local 
papers. Dealers should remem- 
ber, NADA said, that some ab- 
breviations, although familiar to 
them, are not always under- 
stood by the readers and pros- 
pective buyers advertisers are 
trying to reach. 








Would Bar Factory Coercion... 


Alabama Studies Plan 
For Trade Licensing 


MONTGOMERY, Ala.—The Au- 
tomobile Dealers Assn, of Alabama, 
Inc., has been looking into the pos- 
sibility of developing a state auto- 
dealer license law which would 
create “better and more equitable 
factory-dealer relationships.” 

This was decided upon by the 
association’s board of directors, 

representing nearly 600 new-car 
and truck dealers throughout the 
state. 

A resolution embodying the deci- 
sion was adopted after a long and 





right (seated): Claude Klugh, Manager 


Ruch, convention City Auto 


Pennsylvania Automotive Assn.; J. C. 


Davis Among 


HARRISBURG, Pa.—Final ar- 
rangements for the tri-state con- 
vention, to be held Oct. 14-15 at 
Atlantic City, have been completed 
by the committee, Claude S. Klugh, 
general manager of the Pennsyl- 
vania Automotive Assn., has stated. 

Such headliners as James H. 
Duff, governor of Pennsylvania; J. 


N.Y. Dealers Name 
2 More Speakers 
For Sept. Parley 


ALBANY, N. Y.— Additional 
speakers for the 1949 convention of 
the New York State Automobile 
Dealers to be held at the Statler 
hotel, Buffalo, Sept. 11-13, have 
been announced by Sperry W. 
Miner, general chairman, 

Miner said Alfred P. Haake, con- 
sultant to General Motors Corp. 
and mayor of Park Ridge, IIll., and 
Gene Flack, sales counsel and di- 
rector of advertising for Sunshine 
Biscuits, Inc., had accepted invita- 
tions to address the convention. 

Haake is an economist, lecturer 
and writer, and has first-hand 
knowledge of the economic picture 
from the side of labor, management 
and government, Miner said. He at 
one time taught economics at the 
University of Wisconsin and later 
became head of the economics de- 
partment at Rutgers university. 

Flack has spent 34 years studying 
and talking on salesmanship, and 
has addressed audiences in every 
state of the union on merchandis- 
ing, advertising and selling. He is 
past president of the National Fed- 
eration of Sales Executives, an 
organization of 10,000, and past 
president and board chairman of 
the Sales Executives Club of New 
York. 

He is a member of the national 
distribution council of the U. S. 
Department of Commerce, the com- 
mittee on advertising of the U. S. 
Chamber of Commerce, the ad- 
visory council of the U. S. Treas- 
ury, the Board of Junior Achieve- 
ment, the National Urban League 
and U. S. Associates of Interna- 
tional Chamber of Commerce. 











DEALERS FURTHER TRI-STATE CONVENTION PLANS—From Delaware, 
| Pennsylvania, the committee met after the annual crab feast of the Automobile Trade Assn. 
| of Maryland at Towson. The convention will be held at Atlantic City Oct. 14-15. Left to right 


Seaford, Del.; a 


jeasest: 1. F. Smoot, Seaford Motor Co., 
.1.T. Credit Corp., Wilmington, Del.; Fred Haller, Mt. Lebanon 
Keller, R. C. Keller Motor Co., York, Pa.; M. 





Maryland and 


M. Flanagan, Universal 
ar Co., Pittsburgh; R. C. 


B. Janes, John P. Daly Co., Philadelphia; 


Harry Thompson, Curtis Motors, Baltimore; Bill Rennix, Glendale Motors, Baltimore; Left to 
Pennsylvania Automotive Assn., Harrisburg; Paul 
ales, Clearfield, Pa.; John R. Fader, Fader Motor Co., Newark, 
Del.; Frank Marsden, President, Auto Trade Assn. of Maryland; L. W. Schadt, President, 
Darrell, Manager, Auto Trade Assn. of Maryland, and 


R. C. Jones, Jones & Manske, Inc., Reading, Pa. 


Speakers 


At Tri-State Convention 


R. Davis, sales vice-president of 
Ford; Dr. McFarland, superinten- 
dent of schools, Topeka, Kans.; 
Martin Gainsbrugh, National In- 
dustrial Conference Board, New 
York City, and Herbert M. Gould, 
general manager of the Motor 
Holdings division of General Mo- 
tors, have been scheduled to talk 
to the delegates attending from 
Pennsylvania, Maryland and Dela- 
ware. 

An innovation of the 1949 affair 
will be bingo parties at the Clar- 
idge and Traymore hotels the eve- 
ning of Oct. 13, providing the 
guests an opportunity “to get to- 
gether,” Klugh announced. Hun- 
dreds of beautiful prizes have al- 
ready been selected for this novel 
entertainment. 

Starring in the variety show on 
Friday night, Oct. 14, will be Rob- 
ert Merrill and a_ well-rounded 
lineup of top-flight entertainers. 

Klugh has announced that regis- 
trations as of this date exceed the 
total recorded at a comparative 
date in 1948, indicating that this 
year’s convention will be better 
attended than those in previous 
years. 


Ledterman to Retire 


As NADA Director 

TULSA, Okla.—R. L. Ledterman, 
president and past NADA director 
for Oklahoma, announced last week 
that he will not 
be a candidate 
for reelection to 
the post this year. 
Ledterman wrote 
Fred Albert, sec- 
retary - manager 
of the Oklahoma 
Automobile Deal- 
ers Assn., as fol- 
lows: 

“It is my con- 
3idered judgment 
that nine years as 
the state director entitles me to 
relief from this responsibility. Fur- 
thermore, there are other dealers 
who possess qualifications and tal- 
ents who should be given the op- 
portunity to make their contribu- 
tions as director.” 





R. L. Ledterman 





thorough discussion of factory- 
dealer relationships as they would 
be affected by a proposed license 
act already introduced in the state 
senate. 

Under a law proposed by Sen. 
David U. Patton, motor vehicle 
manufacturers, factory branches, 
factory representatives and dealers 
would be required to pay a $5 
license fee annually. It would give 
the state commissioner of revenue 
authority to “make such rules and 
regulations as he deems necessary 
or proper for the effective adminis- 
tration of the act.” 

A license could be denied, sus- 
pended or revoked “because the 
applicant or licensee has coerced 
or attempted to coerce a motor- 
vehicle dealer to accept delivery 
of any motor vehicle or vehicles, 
parts or accessories, or any other 
commodities which have not been 
ordered by the dealer.” 

Another provision would author- 
ize denial, suspension or revocation 
“because the applicant or licensee 
has unfairly or without due regard 
to the equities of a motor-vehicle 
dealer, or without just provocation, 
threatened to cancel or has can- 
celled the franchise of such a 
dealer.” 

A third provision sets forth that 
a license could be denied, suspended 
or revoked “because the applicant 
or licensee has attempted to coerce, 
or has coerced, any motor-vehicle 
dealer to enter into any agreement 
with the manufacturer, factory 
branch, or representative, as the 
case may be.” 

Other grounds would be proof 
of applicant’s unfitness, misstate- 
ment on application, willful fail- 
ure to comply with the act and 
illegal business practices. 

Any licensee committing an act 
which would be grounds for denial, 
suspension or revocation of license 
would be deemed guilty of a mis- 
demeanor and upon conviction 
fined not more than $1,000 or im- 
prisoned for not more than one 
year, or both. 

This act was introduced during 
the last few legislative days of the 
recent session and therefore given 
little chance for passage since it 
required the senate’s unanimous 
consent to be brought up for a 
vote. It would then have had to 
go to the house. 

Directors of the ADAA have de- 
cided that this is a proper subject 
for study between now and the 
next legislative session two years 
hence. 


Deo, Moore Talk 
At N.J. Meeting 
On Sept. 29-30 


NEWARK, N. J.—The 31st an- 
nual convention of the New Jersey 
Automotive Trade Assn. will be 
held Sept. 29-30 at the Traymore 
hotel in Atlantic City. 

M. Robert Deo, National Auto- 
mobile Dealers Assn. managing di- 
rector, will be among the speakers, 
as will Howard B. Moore, manager 
of the Federation of Automobile 
Dealers Assn. of Canada. 

Dr. Kenneth McFarland, key 
speaker of the last NADA conven- 
tion, will discuss economic topics, 
and Ray Chamberlain will tell 
what can be accomplished by con- 
ventions. 

Other speakers will be U. S. Rep. 
Clifford Davis of Tennessee; L. J. 
Buckland, author of “Buck Sez,” 
and Bill Mallon, general manager 
of the New Jersey association. 


Fire Razes Dealership 
At Tuscumbia, Ala. 
TUSCUMBIA, Ala. — Fire swept 
through Hampton-McNees Motor 
Co. here, destroying the company’s 
showroom and parts department. 
Damage was estimated at $50,000. 
Nine automobiles, four new, and 
a station wagon and pickup truck 
were damaged. The vehicles were 
in an adjoining garage. J. B. Hamp- 
ton, co-owner of the firm, was over- 
come by smoke. His condition was 


not serious, according to reports. 








4 ____ AUTOMOTIVE NEWS, AUGUST 29, 1949 


* %® The Newspaper of the Industry 





(Established in 1925) 


Member Published Every Monday by 
SLOCUM PUBLISHING COMPANY, INC, 
@® DETROIT 26, MICH. @ 
Cable Address—AUTNEW, Detroit 
2666 Penobscot Bldg. Telephone WOodward 3-0495 
‘ “ \ 
SiC 4200 St. 1019 (stn eNW, 360 N, Stichinen Ave. oon w th St | 
National 4303 State 2-6273 Federal 0303 


Murray Hill 7-687! 





Publisher—George M. Slocum 

usiness Manager—B. B. Crighton | 
Advertising Manager—Edward Kruspak 
Midwest Adv. Mgr.—J. Goldstein | 


Editor—Pete Wemhoff 
Managing Editor—Robert M. Finlay 
Service and Truck Editor—J. C. Weed ; 
Washington—William Uliman Pacific Coast Mgr.—R. H. Deibler 
Dealer Editor—John O. Munn Adv. Rep.—Richard Webber | 
Associate Editors—Mac Gordon, George Deery, Bernie Thomas, Bob Gordon. 

Editorial Associates—Patricia Davis, Elaine Prince, Tom Hewitt. 

(Chris Sinsabaugh—Editor 1933- 1943) 





RESIDENT CORRESPONDENTS: Albuquerque E. S. Harris; Atlanta, Charles Pou; Baltimore, 
Kate Savage; Birmingham, Ala., Stuart Ri dle: Boston, Harry Stanton: Buffalo, ae E. Toles: 
Butte, Kenneth Mulholland; Casper, Wyo., B. R. Conger: Charlotte, We. Gog G. Spencer; 


Chicago, Mel Adams: Cleveland, Sanford Markey; Columbus, Bert D. Strang: Rand N.H., 
Guy Langley; Dallas, C. K. Cates: Denver, Ira Alexander: Fargo, V. H. Whempner: Harris- 
Rock Pa., George Shelley: Kansas City, J. D. Roberts: Lincoln, Neb., G. W. Kline; Little 
Rock. Inez H. McDuff; Los Angeles, Slim Barnard; Louisville, A. W. Williams: Madison, John 
Wyngaard; Miami, Fla., G. S. Connell: Milwaukee, John —. Hubel; Minneapolis, Nat Wood: 
Montreal, Roy Carmichael: Nashville, Clyde Grissam:; New Jersey, Bethune Jones: New 
Orleans, Gordon Hebert: New York, Frank Dreiss: Oklahoma City, M. L. Risen; Omaha, 
Arthur R. Oleson; Ottawa, M. L. Schwartz; Philadelphia, N. Shigon; Phoenix, Ariz., Shel 
Engel; Pittsburgh, Leon M. Leffingwell; Portland, Ore., Ernest Peterson: Providence, Jack | 
Sullivan; Richmond, Va., T. D. Eaton: Salt Lake City, M. Harmer: San Antonio, J. H. Reed: 
San Diego, |. Reynolds: San Francisco, Leon Pinkson; Seattle, D. M. Trepp: South Bend. 
L. E. Dunkin; Spartanburg, - . Bray; Springfield, i, Va. Ferriman; Springfield, 
Mass., E. C. Zack; St. Louis, Sam X Hurst; St. Petersburg, Fla., Joseph Lawren: Tacoma, Lee 
Irwin: Toledo, S. Alpert: Toronto, James Montagnes: Vancouver, F. H. Fullerton: Washington, 
William Uliman: Wilmington, Del., H. L! Sholly. 





Subscription: ONE YEAR $8, TWO YEARS $14, for United States and Canada, also Mexico 
Cuba and Panama. To other countries, one year, $12. Single copies 25c. No Free List. 


Entered as second-class matter Post Office, Detroit, under Act of March 3, 1879 
Member of Audit Bureau of Circulation and the Associated Business Papers 
Advertising Rates: See Standard Rate and Data, or write for rate card. 





AUTOMOTIVE OUR PLATFORM: |. Fair and equitable contracts between manufacturers 

and dealers in motor vehicles, parts and accessories. 4 2. A fair profit to 
. M the dealer on every used vehicle accepted in partial payment for a new 
2 A car or truck. J 3. Every doliar of gasoline tax collected by state or federal 
L governments applied to the building and maintenance of highways. 4 4. The 
e e elimination of governmental and bureaucratic controls over this industry. 
S R 4 5. A return to the precepts of independence and the rewards of applied 


energy and ability, which made America and gave more of her citizens 


NEWS more of the better things of life than anywhere else in the world. 


Used Car Association: 
What's It Worth? 


a WHAT we hear, there is a good chance that the 
National Used Car Dealers Assn. will die on the vine. It | 





won’t be a sudden, violent death, caused through some grave 
error of NUCDA’s leaders. Rather, it would be a slow death 
of starvation—a lack of interest among the rank and file. 


What can be done about it? Or is it worth doing anything about 
it? What can a national association do for the used-car dealers? 
Or the trade in general? 


It seems to us that in the short three-year life of the association 
definite gains have been made to improve the public standing of the 
used-car industry. The public, we believe, knows more about the 
good of the industry. People tend less to blame all dealers for the 
bad practices of the gyps. 

Strong, and, we think, effective efforts have been made by NUCDA 
leaders to forestall harmful legislation. The used-car dealers’ view- 
point has been put across in high places. The industry has a 
spokesman. 

Perhaps the association could have done more. But, basic- 
ally, we think the association is on sound foundation in 
striving to gear the operations of its members more closely 
to the public welfare and to protect reputable dealers from 
the sins of the gyps in the trade which might result in harm- 


ful and discriminatory legislation. 
* * * 


IT COULD BE that the association has set its sights too 
high. Perhaps there are far fewer used-car dealers than it 
thinks who want to subscribe to its principles. It might be 
better for the association to stop wasting time and money 
trying to represent all used-car dealers. Perhaps it should 
concentrate its efforts instead on setting apart its members 
who recognize the value of a reputation from those who 
do not. 

Some progress has been made in this regard. Much more could 
be done to separate the sheep from the goats in the public mind, 
to the end that the mark of NUCDA on a dealer’s lot would be a 
guarantee of fair dealing and a stimulant to business. 


Oddly enough, the dealers who have done most to promote NUCDA 
have been the dealers who need it least. They are in large part the 
dealers who already have built reputations with the public, but who 
see a value in elevating the standards of the whole trade. 


One of these said the other day: 
“Maybe we made a mistake in trying to elevate the bums | 





of the trade. If we ignore them, the public will put them | terest of a hard-boiled industry to | 


out of business and we will have a more open field. If we) 
get them to operate honestly, we just make better competi- | 
tors out of them. Maybe we should just be honest ourselves, 
and let the bums die.” 

+. * * 

WHAT BRINGS all this up? NUCDA’s third annual con- 
vention is a week away, and only a handful of used-car 
dealers have signified intention of attending. 

Some say they haven’t the time or the money this year. Maybe 
next year they can make it. But from what we hear, this year may | 
be forever. 
There may never be another chance for a used-car dealer | 


to attend a national convention of his fellow dealers. 





| our 


|'Timken Detroit Axle, 


| days 


| we can keep it this way!” 





WITH THIS ISSUE, AvTomotive 
News begins its 25th year of serv- | 
industry. | 


ice to America’s No. 1 
Next year, on| 
Aug. 25, 1950, we | 
plan to fittingly | 
celebrate our Sil- 


OUR 24TH 
BIRTHDAY! 


'ver Anniversary, probably with a 


historical review issue for which 
editors are already laying 
plans. We have some other ideas 
up our sleeves, 
too, and you need 
not be surprised 
if they begin to 
lappear during 
ithis celebration 
year. We would 
have liked to 
claim 1949 as our 
year for, with 
Packard, Timken 
Roller Bearing 
and White Motor 
celebrating their 





G. M. 8. 
golden anniversaries, Hudson and | 
their 40th, 
its silver an- 
we 
would have been in excellent com- 
| pany this year. 
+ 


and Chrysler . with 
niversary line of new cars, 


* * 


UNLESS I CALLED it to your 
attention, I doubt if even a few 
of you would note that on the issue 
of Automotive News you now hold 
in your hands, there is the serial 
number “3200.” Inasmuch as at the 
rate of 52 weekly issues per year, 
we would, in 24 years accumulate 
only a serial number of 1,248, you 
who did not know this publication 


in the very early years have a per- | 
|fect right to ask “How come?” 


Well, of course, the answer is a 
simple one and lets you in on some 
of the early history of this “News- 


| paper of the Industry.” You see, 


it came into being Aug. 25, 1925, 
in the city of New York and was 
christened Automotive Daily News. 
This was a slight exaggeration of 


the facts, inasmuch as “ADN” was | 
never published oftener than five | 
a week. The subscription | 


price was $12 per year. 
* * * 


OF. COURSE, TRYING to pub- | 


lish an automotive daily in New 
York was as illogical as attempt- 
ing to edit Women’s Wear or Va- 
riety in Detroit. The idea, although 
it was my brainchild, never took 
root in the New York climate. It 
was not until 1932 that the spon- 
sors in New York were willing to 
cry “uncle” and sell me their ma- 
jority interest. So, in June of that 
year, it was moved, lock, stock 
and barrel, to the motor capital. 
That the change was for the bet- 
ter was obvious immediately. From 
the day “Detroit” appeared on the 
masthead, we all knew we were 
headed for success. 
. 7 * 

FOR A SHORT while after we 
moved out here, we published a 
mid-week (no advertising) edition, 
so it is these issues combined with 


The Stretch 


In the 24 years since AUTOMOTIVE 
NEWS was founded on Aug. 25, 1925, 
our editors have ‘‘put to bed’’ 50,299 
pages of carefully selected material. 
Laid end-to-end, the pages (not the 
editors) would stretch 12.1 miles— 
Believe it or not! 








the seven years in New York as 
a daily that gave us the serial 


| number “3200” for this issue which 
| otherwise would take more than 


61 years for a weekly to earn! 
Through the years, many earnest 


;}and capable men and women had 


to expend a great amount of gray 


|matter to put 3,200 issues of AuTo- 


MOTIVE News safely “to bed.” In a 
field where many old and wealthy 
competitive trade papers already 
existed, we had to arouse the in- | 


| get any attention. But an even) 
greater accomplishment has been 
winning the complete confidence of 
both the manufacturers and their 
| dealers. Only a record of 100 per- 
| cent independence and _ honesty 
| during the entire 24 years of inti- 
mate service could win and hold 
the reputation which AvutToMmoTive 
News enjoys today. It is a monu- 


|mental tribute to every man and 
|woman who has ever been asso- 


ciated with this publication that 
today we can say: “God willing 
and with your continued support, 
—G.M.S. 


} 








Letterbox 





‘Nautical Semantics .... 


INVENTIVE MINDS 70 
BUILD A GADGET TO BF 
BUILT INTO EVERY CAL 

TO UN-HOG THE ROKP HOG / 


WANTED : 








9 


This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. 


letters but you may sign your name 
used, if you so request. 


Tumblehome 
Because I have been in transit 
from the West Coast to new duty 
in the Atlantic, several issues of 
your newspaper were late in reach- 
ing me. So I am late getting 
around to the enclosed clipping 
(FOB Factory column, June 20). 

I believe you will find that “tum- 
blehome” was employed on the 
forecastle decks of certain World 
War I destroyers; also on the 1,630- 
ton class World War II destroyers. 
Also many freighters on the great 
ore runs on the Great Lakes had 
extreme tumblehome on their main- 
|decks. Or perhaps our definitions 
of the same word are only similar, 
not exactly alike? 

Still an enthusiastic fan as I have 
been for about 10 years.—WILLIAM 
Grecea, Cdr., USN. 

P.S.—To quote from “Knights 
Seamanship,” 11th Edition, page 
937. Tumblehome: The amount the 
sides of a vessel come in from the 
perpendicular. 

* 


Which State? 
In reading the Aug. 
| Automotive News we found as per 


* * 





Must Be Signed 

| Occasionally Automotive News 
receives unsigned letters we'd 
like to publish. However, for pro- 
tection of all concerned, we 
require that letters must be 
signed with the person’s name 
and address in order to be con- 
sidered for publication in this 
column, 

If the writer requests his name 
be deleted from the letter when 
published, we will gladly do so 
| and assure him that his identity 
will be kept in strictest confi- 
dence. 





22 issue of | 


No attention is given to unsigned 
with the assurance that it will not be 


Address Editor, Automotive News, Detroit 26, Mich. 





the enclosed clipping an _ error, 
which we thought you would like 
to correct. You headed the copy 
“Illinois Stiffens Driving Tests,” 
and then proceeded to tell all about 
Wisconsin laws. Which part was 
correct ?—Epwarp C. Newman, Light 
Motor Sales (Willys), Chicago. 

Editor’s Note: Thanks. Wiscon- 
sin is correct. 

. s s 


From Coffeeland 


Your Almanac for 1949 was re- 
ceived a few days ago. 

Congratulations for the excellent 
job from someone in the Coffeeland. 
—M. _PALHINHA, Sao Paulo, Brazil. 


Coming Events 


SEPTEMBER 

| Sept. 7-10 — Detroit (Book-Cadillac hotel 
and Masonic Temple), Third annual con- 
vention, National Used Car Dealers Assn. 

Sept. 10—Santa Fe. New Mexico Auto 
Dealers Assn. convention, 

| Sept, 11-12—Myrtle Beach, 8. ©. (Ocean 
Forest hotel). South Carolina Auto Deal- 
ers Assn, convention, 

Sept. 11-13—Buffalo (Statler hotel). 26th 
annual convention and exhibit of New 
York State Auto Dealers, Inc. 

Sept. 19-20—Milwaukee (Schroeder hotel). 
2lst annual session of Wisconsin Auto- 
motive Trades Assn. 








Sept. 28—Burlington, Vt. Vermont Auto 
Dealers Assn. convention, 
| Sept, 29-30 — Atlantic City. New Jersey 


Automotive Trade Assn. parley. 
OCTOBER 

9-11 — Galveston, Tex, 32nd annual 

Automobile Dealers 


| | Oct. 

| convention of Texas 

Assn. 

| Oct. 9-11 — Cincinnati (Netherlands Plaza 
| hotel). Annual convention of Ohio Auto- 
| mobile Dealers Assn. 

| Oct. 16-11 — Minneapolis (Nicollet hotel). 
Annual convention, Minnesota Automobile 
Dealers Assn. 

Oct, 12-13—Atlanta (Ansley hotel). 1949 
convention of Georgia Automobile Dealers 
Assn, 

Oct. 14-15—Atlantic City. 
Dealers convention. 

. 16-18—Edgewater Park, Miss. 

| messee Automotive Assn. convention, 


| 
| Tri-State Auto 
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Reproduced here is 
one of a current 
series of newspaper 
advertisements 
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ess Dependent on U. S.... 





Canada Stepping Up 
Auto Parts Output 


By Bernie Thomas 


Associate Editor 


a growing shortage of 
U. S. dollars is gradually mak- 
ing her a more integral producer 
of cars and trucks. U. S. parts 
exports to Canada are suffering 
accordingly. 

Canada no longer depends on 
U. S. sources for the variety of 
component parts she once did. 
Canadian plants, up against the 
dollar problem, have been forced 
to make them themselves. 

For example, McKinnon Indus- 
tries, Ltd., dominion subsidiary of 
General Motors at St Catherines, 
Ont., now produces a wide range of 
component parts both for GM’s out- 
put of cars and trucks in Canada 
as well as for that of other makers. 


McKinnon, a GM subsidiary since 
1929, now makes all engine castings 
for Chevrolet and Pontiac. In addi- 
tion, McKinnon produces front 
axles, rear axles, transmissions, 
spark plugs, starting motors, gen- 
erators, ignition coils, voltage regu- 
lators, distributors, shock absorb- 
ers, steering gears and has a separ- 
ate division for making ball and 
roller bearings. 

* + * 
ANUFACTURE of all _ these 
items takes on greater signifi- 
cance when it is considered that 
the volume of Canadian vehicle 
output is much lower than that of 


Chicago Pinched 
By Gas Strike; 
Peace Talks Fail 


CHICAGO.— Two weeks under 
conditions imposed by a strike of 
AFL International Brotherhood of 
Teamsters drivers of gasoline 
trucks brought this city closer to 
almost complete paralysis of mo- 
torized transportation. 

It was a case of fewer and fewer 
gasoline stations in operation, 
longer lines of cars waiting at the 
stations, allegations that unnamed 
operators charged double prices, 
besides insisting upon purchases of 
oil and limits of four gallons to a 
customer. Some owners waited as 
long as three hours for what little 
gasoline they could buy. 

Periodic meetings between com- 
pany and union representatives, 
conducted by federal conciliators 
with assistance several times from 
Mayor Kennelly, were held during 
the first two weeks, but failed to 
bring either side closer to agree- 
ment. 

Owners offered a 7% cents an 
hour wage increase and the unions 
held out for 17% cents. The public 
was warned that any hike in excess 
of 7% cents would make higher 
gasoline prices inevitable. 

Just before negotiations resumed 
Monday, the teamsters union 
clamped down more tightly by 
stopping deliveries to all gas sta- 
tions except 36 listed as “emer- 
gency” for dispensing gasoline and 
oil only to physicians, ambulances 
and undertakers. 








the U. S. Volume is of prime im- 
portance to final costs. 

Just last week McKinnon an- 
nounced that plans have been 
finalized for an expansion pro- 
gram to permit a further increase 
of its automotive manufacturing 
capacity. 

An official of Chrysler Corp. of 
Canada, Ltd., said that his company 
was making every effort to trans- 
fer its parts and materials pur- 
chases from U.'S. to Canadian 
sources. 

“The dominion’s shortage of U. S. 
dollars has been fully realized by 
Chrysler of Canada,” the spokes- 
man said. “We are making con- 

tinued efforts to buy in Canada 
wherever it is economical and 
practical to do so.” 
+ * * 

. J. COOK, president and general 

manager of McKinnon, said ma- 
chine tools and equipment for his 
firm’s expansion program were al- 
ready on order, He predicted com- 
plete installation by Dec. 1, and full 
production by Jan, 1, 1950. 

“This new expansion program,” 
he said, “will allow us to consid- 
erably increase our productive 
volume of automotive parts, It 
will afford employment for be- 
tween 350 and 400 new people. 
The cost of the project is well 
over $2,000,000.” 

All divisions connected with auto- 
motive items will be affected, he 
said. 

When General Motors acquired 
the McKinnon interests in 1929, a 
total of 800 people were employed. 
There are now 3,300 on the payroll, 
the highest in the division’s history. 

. * o 

LTHOUGH there was no com- 

ment from officials of the 
company, Ford of Canada’s manu- 
facturing and purchasing policies 
are apparently following the same 
trend of those of GM and Chrysler. 

What this trend means to U. S. 
plants is considered insignificant 
right now. 

“Because of Canada’s dollar 
situation, we wouldn’t be getting 
the business anyway,” says one 
American automotive official. 

But, he adds, as Canada’s car and 
truck manufacturing plants con- 
tinue to make strides toward be- 
coming more integral producers, it 
is probably safe to assume that 
when the country’s dollar problems 
are solved, much of her parts busi- 
ness will be lost to the U. S. for 
good. 


Majors Also Cut 


Wis. Gas Prices 


MILWAUKEE.—The_ gasoline 
price-cutting started by indepen- 
dent dealers in the Milwaukee area 
was joined last week by Standard 
Oil Co. of Indiana, which an- 
nounced a one cent reduction. 

Other large companies are ex- 
pected to follow suit. Standard’s 


price for regular gasoline is now 
26.6 cents and for premium 28.6 
cents. 





FORD READIES NATIONAL SAFETY CONTEST—Key sales executives of the Ford's Southeast 


sugies are shown in a meeting in Philadelphia to discuss plans for the 
a 


"| Sell Safety" 


nationwide campaign to be sponsored during September and October by Ford dealers and 


the company. The car-safety contest program was presented by H. M. 


Strout, parts and 


accessories sales manager of the Ford division. Strout was assisted by B. R. Lenhardt, 


accessories sales manager, and D. C. 


Burdette, parts sales manager. Attending the session 


were: F. F. Teague, V. R. Geissler, G. L. Adams, N. R. Nonnemacher, M. M. Morrow, 
H. B. King, F. F. McCann, A. L. Charlesworth, Victor Armstrong, W. E. Sayboilt, J. Tere 
shenko, Russell Paulson, R. R. Anfin, A. J. Bath, W. G. Essick, J. J. Walsh, and C. 
Johnston. 


Also in attendance were J. S. Snyder, C. 
Harrison, C. C. Swenson, R. H. 


Cook, R. K. Norton, R. L. Phillips, Emerson 


Moore jr., F. F. Davidson, J. H. McGee, and T. 


R. Beacham, H. G. Shelley, J. 
East, B. C. Maltby, C. 


R. Odom, R. F. 
M. Murphy, 8B. H. Crandall, H. W. 
Planck, N. M. Banes, F. F. Warnock, J. M 
W. Diedrich. 








| Stockholders 
|\formed as a non-profit group for 





STUDEBAKER 
as they got their first look at the ‘next look'' in passenger cars. 
oo features an entirely new frontal design. Part of the group in the photo is examining 

e 


the re 


DEALERS SEE NEW LINE—They 


are shown in New York's Waldorf-Astoria 
This latest Studebaker 


signed instrument panel in the Champion five-passenger coupe. 


S.C. Expects 700 Dealers’ 


At Sept. 10-12 Parley 


COLUMBIA, S. C.—The 10th an- 
nual convention and equipment ex- 
hibit of the South Carolina Auto- 
mobile Dealers Assn. will be held 
Sept. 10-12 at the Ocean Forest 
hotel, Myrtle Beach. About 700 
dealers and their wives are expect- 
ed to attend, according to Harold 
W. Simmons, association president. 

The three-day affair will be fea- 
tured by noted guest speakers, 


Tucker Visits 
Canada in Quest 


Of New Backing 


CHICAGO.—Stating through one 
of his attorneys, Nat S. Ruvell, 
that he has a chance to enlist 
assistance for Tucker Corp. trus- 
tees from Canadian financiers, 
Preston Tucker, president, secured 
Federal District Judge Walter J. 
LaBuy’s permission to absent him- 
self from this country for 10 days 
to visit Canada. 

Court approval was granted over 
the objections of U. S. Attorney 
Otto Kerner jr. 

The identity of the Canadian 
financiers was not divulged, but it 
was stated that they were unable 
at the time to come to the U. S. and 
that the meetings were held at St. 
John, N. B. 

In addition to being under fed- 
eral grand jury indictiment and 
under a $10,000 bond, Tucker has 
no managerial connection with the 
company, the affairs of which are 
being handled by Aaron Colnon and 
John H. Chatz, trustees, 


Tucker’s trip recalled many 
others he took in the past for con- 
ferences aimed at sparking interest 
and support from prominent men 
and groups. 

Headed by Herman _ Schneir, 
president, and Charles C. Carlino, 
treasurer, both of them Chicagoans 
who are not listed in the telephone 
directory, the National Tucker 
Assn., Inc., was 


purposes of “protecting interests of 
shareholders and_ reorganization, 
not liquidation, of Tucker corp.” 

Schneir said the association’s ob- 
jectives are to enroll 44,000 Tucker 
stockholders, retain legal counsel 
and employ engineers for a survey 
to supplement one completed by the 
trustees. 


Ohio eating Advised 


On Titles From Pa. 

COLUMBUS, O.—Ohio auto deal- 
ers have been advised that Penn- 
sylvania is now issuing titles with 
the engine number omitted. Thus, 
any title transferred to Ohio must 
have the motor number inserted by 
the clerk of courts. 

When a car title is transferred 
from Pennsylvania, it must be in- 


G.|spected by an Ohio dealer handling 


the same make. Upon statement 
on that dealer’s letterhead as to 
the status of the number, the clerk 


‘| will enter the number. 








election of an Automobile Queen 
of 1949 and a grand ball. 

Headlining the speakers will be 
Harry G. Moock, retired vice-pres- 
ident of Chrysler Corp. Rufus G. 
Poole of Washington, one of the 
drafters of the wage and hour bill, 
will discuss its application to the 
car dealer. 


A talk on “Used Car Merchandis- 
ing” will be delivered by Walter 
Wilkins, national director of the 
Virginia Automotive Trades Assn. 


Other addresses will be “Incen- 
tive Pay Plans,” by Walter McRae; 
“Modern Equipment for a Modern 
Garage,” by Jack E. Steele, and 
“Answers to Your Income Tax 
Problems,” by John W. Stokes, 
New York tax specialist. 


For entertainment, a special pro- 
gram of music and comedy acts 
has been arranged, said A. H. East- 
erby, program chairman. 

The beauty pageant will be held 
at 4 p.m., Sept. 12, with a parade 
of some 20 girls riding in convert- 
ibles of the make each represents. 
The winner will be crowned Auto- 
mobile Queen of 1949 and will re- 
ceive a $500 U. S. savings bond. 


The program will culminate that | 


evening with a banquet, grand ball 
and cabaret party. 


Alemite Cleared 
In Patent Case 


ST, LOUIS.—An opinion revers- 
ing a lower court award of dam- 
ages for patent infringement and 
costs of litigation to Jiffy Lubri- 
ceator Co., Fargo, N. D., from Ale- 
mite Co. of Fargo, has been deliv- 
ered by the U. S. court of appeals 
here. 


In a case first filed in 1938, the 
Jiffy firm had alleged infringement 
of its patents involving a lubricant 
coupler by the Alemite hydraulic 
coupler, a product of the Alemite 
division of Stewart-Warner Corp. 
The Alemite coupler is sold in 





there that the judgment just re- 


versed was granted in June, 1948.| guest speakers. 





| Dealers Assn. will 








Pickets Removed 


From Goddard 
After AFL Pact 


KANSAS CITY. — Pickets have 
been removed from Goddard Chev- 
rolet Co., 1500 Truman road, follow- 
ing a recent refusal of the circuit 
court here to grant the dealer a 
restraining order. 

The move came directly after 
Goddard and local 498 of the AFL 
Teamsters union reached an agree- 
ment in which the dealer recog- 
nized the union as the bargaining 
agent representing the parts men, 
the washers and the porters. 

Goddard had been picketed 10 
days by the teamsters. The me- 
chanics, now shifted from UAW to 
the International Machinists Assn., 
had refused to cross the picket line. 


Clif Langsdale, attorney for the 
union, stated that the application 
for a temporary restraining order 
that was to be heard in circuit 
court had been dismissed by God- 
dard, who paid the court costs, 

He added that no charges with 
the NLRB had been filed by Harry 
L. Browne, attorney for the dealer, 
nor had Browne filed a damage 
suit in federal court as he had in- 
dicated he would do following the 
restraining order ruling. 


The attorney for the union 
pointed out that John J. Manning 
of his office and Browne were at 
present engaged in a series of 
NLRB hearings involving some 20 
motor car dealers here over the 
question of employe-union repre- 
sentation. The hearings are for the 
purpose of having NLRB author- 
ized elections held in the dealer- 
ships to let the men select their 
bargaining union. 

Browne has held that two unions, 
UAW and AFL Teamsters, are 
competing for the same workers. 
He said the teamsters were using 
coercive measures to force the deal- 
er to commit unfair labor practices. 


In Kansas City, Kans., mean- 
while, an order seeking to restrain 
the Teamsters and FAM from 
picketing Feld Chevrolet Co., 810- 
22 Minnesota Ave., was granted by 
Judge Russell G. Hardy in county 
district court. President Milton 
Feld said he had refused to recog- 
nize the unions as_ bargaining 
agents. 


Arizona Parley 


Set Nov. 16-19 


TUCSON, Ariz. The Arizona 
Automobile Dealers Assn. will hold 
its convention Nov. 16-19 in the 
Pioneer hotel here. 


Some of the featured speakers 
and guests already scheduled to 
attend the convention are: George 
Ziesmer, president of the National 
Automobile Dealers Assn.; Robert 
Deo, manager director of NADA 
and Howard B. Moore, general 
manager of the Federation of Auto- 
mobile Dealers Assns, of Canada. 





Detroit Assn. to Discuss 


Vehicle Code Aug. 30 
DETROIT.— The Detroit Auto 
hold a dutch 
luncheon general meeting at 12:15 
p.m. tomorrow (Aug. 30) in the 
Book-Cadillac hotel to explain the 
Michigan vehicle code, enacted by 


the 1949 legislature. 


North Dakota by Alemite, and it| 
was in the federal district court | 


Fred M. Alger jr., secretary of 
state, and Lee Richardson of the 
motor vehicle department will be 








PROSPECTS CAN'T MISS SEEING THIS—Sunset Motor Co. (Oldsmobile), The Dalles, Ore., 
believes in the ‘corner special'’ as an eye-catcher for its used-car display. Effective neon 
signs help transform this lot into a merchandising show-place. 
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The BIG QUESTION MARK 


that goes with every new car sale 


Hasz's A BIG, important question— 

Is your customer as satisfied as he could be—is 
he getting the maximum of safety and luxury with 
his new car? 


If the answer’s ‘‘yes,” you’ve made a friend who'll ' 


come back to you for service—for new parts and 
accessories—for his next new car—and recommend 
his car-buying friends to you! 

One way to make sure the answer’s ‘‘yes’’ is to 
sell your new car customers motordom’s finest 
tire-and-tube team—LifeGuard Safety Tubes and 
Double Eagle Nylon Super-Cushion Tires! 

This great change-over combination is not 
only a powerful goodwill maker—IT’S A SUPER- 
PROFITABLE COMBINATION! 

There’s a big profit margin for you in Double 
Eagle Nylon Super-Cushion. It’s the toughest, 
softest-riding, best-looking, longest-mileage pas- 
senger car tire Goodyear ever built—and it-makes 
any car a luxury-performance car! 


And LifeGuards make blowouts harmless. 'They 








can save drivers and passengers from broken bones, 
doctor and hospital bills . . . even death itself. Mil- 
lions of motorists wouldn’t be without ’em! 


Goodyear offers you two selling plans to bring 
you maximum profits on these high mark-up items. 


Goodyear’s Proved Profit Plan shows you how to 
make the most of this great change-over oppor- 
tunity. Ask your Goodyear distributor to show you 
how it works—fast—for two-way profits—1) Good- 
will and 2) Big extra profits on your new car sale! 


LIFEGUARD SAFETY TUBES 


2. Reserve of air in 
strong cord fabric 
inner chamber sup- 


1. The LifeGuard Tube 
has two air cham- 
bers. In case of a 


blowout, only the ports car long 
outerchambergives enough for a safe, 
way. gradual stop. 


GOODSYEAR 
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Double Eagle Super-Cushion. A custom-built 
Super-Cushion with all-nylon cord body. 





MORE PEOPLE RIDE ON GOODYEAR TIRES THAN ON ANY OTHER KIND 


LifeGuard, Double Eagle, Super-Cushion, T. M.—The Goodyear Tire & Rubber Company 
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Most Dealers Report Surplus Stocks. . . 





New Orleans Sales 
Mit Alltime High 


By Gordon Hebert 
Staff Correspondent 

NEW ORLEANS.—Although July 
marked an all-time high in new 
passenger-car registrations in New 
Orleans, with the sale of 1,203 auto- 
mobiles compared with 968 in June 
of this year and 855 in July of last 

year, it was the first time since 
the war that the majority of deal- 
ers in the medium and high-priced 
field had a surplus of cars in stock. 

Cars in the low-priced field took 
53 percent of the business, Dealers 
in this classification were still de- 
livering their allotment of cars as 
fast as received. 

New-car sales for the first 
seven months of this year in 
New Orleans totaled 6,464 against 
4,656 for the like period of last 
year, a 29.5 percent increase, 

Dealers, as a whole, were offering 

bigger tradein allowances, and the 
number of new cars sold without 


a trade was rapidly increasing— 
even down in the low-priced field. 
Two dealers reported their profits 
this year were about equal with 
last year for the same period. This 
was due to the increase in volume. 

One dealer reported that he 
slowed up on new cars because his 
used-car inventory jumped to $70,- 
000. He said he was not alarmed 
about the situation, but desired to 
keep his inventory closer to $50,000 
at the present time due to unset- 
tled condition of the market. 

Used-car firms were having a lit- 
tle difficulty in the movement of 
late models. The so-called jalopies, 
from $125 to $325, were a burden 
to the dealers. As one dealer put 
it, “the only place for them is the 
junkyard.” 

Tae used-car picture was not bad. 
Dealers were enjoying about the 
same business as they did in June. 









Prices were gradually returning to 


a normal market. 

Used-car stocks were way be- 
low prewar inventory. New vehi- 
cles on used-car lots, with the 
exception of a few dealers, were 
a thing of the past. A number of 
operators who were in the busi- 
ness for the “kill” have dropped 
by the wayside. 

Local newspapers have rescinded 
space limitations on used-car clas- 
sified advertising and dealers have 
more than doubled their space. One 
newspaper has sold a solid page of 
used-car display advertising to run 
every Sunday for four consecutive 
weeks. Seventeen dealers are par- 
ticipating in this promotion. 

The service and parts business 
continued spotty, Half the dealers 
interviewed reported a 5 to 20 per- 
cent increase over last month, 
while the other half said it dropped 
10 to 25 percent. The major shift 
in parts sales by larger dealers is 
to independent garages. 

As predicted by truck dealers, 
there was a slight improvement in 
the market for the larger units— 
that is, the two-ton jobs and up. 

One exclusive truck outlet, a 
branch operation, showed the larg- 
est increase in business of all the 
firm’s outlets in the entire U. S., 


according to the local manager. 





200,000TH OLDS '49 COMES OFF LINE—The 200,000th 1949 Oldsmobile is shown coming 
off the assembly line at the main plant of Oldsmobile in Lansing. The event took place 
last week and marked the first time in postwar years that this GM division reached the 


200,000th figure in production of a yearly model. 


started in December, 1948. Total production 
mobile sixes and eights. 


N. C. Theft Bureau Regains 


47 Vehicles in July 
RALEIGH, N. C.—The theft bu- 
reau of the North Carolina depart- 
ment of motor vehicles assisted in 
the recovery of 47 stolen motor 
vehicles during July and started in- 
vestigations into the theft of 48 
more, the bureau has announced. 


Want ads in AUTOMOTIVE NEWS cost 
| little—get results. 


Let this UNDERWOOD SUNDSTRAND Machine 






... While 1 Gives You these 
Advaniages — 


4. Daily Operating or Management Controls in 
MINUTES ... not hours. 


¢ Completed Financial Statements the FIRST of 
the month...in hours... not days. 


3, LOWEST operating cost for today’s '‘Competi- 


tive Market.” 


@ A TRIED and PROVED method... developed 
in a dealership ... developed for dealers. 


Underwood Corporation 


Accounting Machines... Adding Machines... 
Typewriters ... Carbon Paper ... Ribbons 


One Park Avenue 


Underwood Limited, 135 Victoria St., Toronto 1, Canada 
Sales and Service Everywhere 


A 


oN 


000 








Take advantage of this NEW Underwood Sundstrand ac- 
counting machine .. . especially designed to help auto deal- 
ers save time... save money ... eliminate confusion! 


This new streamlined machine and system enables you to 


post and balance all necessary records DAILY. 


New York 16, N. Y. 


© 1949 


Simplify with Underwood Sundstrand and SAVE... hours 
each day . . . days each month. 
No specially trained personnel needed ... it’s so simple 
and easy to operate... like the modern cars you sell. 

Your nearest Underwood representative will gladly demon- 
strate this up-to-the-minute machine ...show you how 
quickly it pays for itself... promotes efficiency. Telephone 
today, or mail the coupon for new, descriptive folder. 


‘Simplity and Fae 


WITH SUNDSTRAND” ait 
oe eee 7 


Underwood Corporation 


AN86-29-49 


One Park Avenue, New York 16, N. Y. 
Please send me a copy of your new folder S- 1326, “Automobile 
Dealers Accounting Completely Simplified for High-speed 


Day-by-Day Control.” 
Name of Company 
Name and Title__ 
Street Address__ 


Chey Fo ae eed 


Zone___ 


___State 


Production on the 1949 Futuramic line 
for 1949 has been estimated at 300,000 Olds- 


*50 Conference 
Of Coast SAE 
Slated for L.A. 


PORTLAND, Ore.—Following the 
closing of the national meeting of 
the Society of Automotive Engi- 
neers here, the group stated that 
the next West Coast meeting will 
be held Aug. 14-16, 1950, in Los 
Angeles, with J. W. Sinclair of 
Union Oil Co. as general chairman. 

It was the first such meeting ever 
held here and the second of its 
kind on the Pacific coast. It at- 
tracted approximately 300 engineer- 
ing-minded men from Pacific states 
and western Canada, and several 
industrial leaders from other parts 
of the country. 

A new feature was a full after- 
noon session to questions, with all 
the speakers on the platform. This 
was so popular that the members 
asked it be repeated at the 1950 
meeting and suggested that more 
time be allotted. 

Between sessions the members 
make quick inspection trips to 
automotive establishments in this 
area, especially to the operations 
of the big truckers. 

Many of the members were ac- 
companied by their wives. They 
enjoyed a full-day motor trip over 
the famous Columbia river highway 
and Mount Hood Loop road, arriv- 
ing at Timberline lodge on the 
slopes of Mount Hood in time for 
dinner. 

National President S. W. Sparrow 
made a special trip out from South 
Bend to attend. Z,. C. R. Hansen of 
Portland’s Automotive Equipment 
Co. was general chairman. 





Crowl Becomes 


S. F. Manager 


SAN FRANCISCO.—Amos Crowl, 
for many years in charge of. Chev- 
rolet fleet sales in the Los Angeles 
area, will take over Oct. 1 as man- 
ager of the Northern California 
land San Francisco dealers asso- 
| ciations. 
| He succeeds Mildred Haskins, 


| who resigned some time ago. 





Fast Delivery 


Liechtys Fly to Detroit 
To Get Buick 


BERNE, Ind.—Times have really 
changed for the automobile dealer, 
|even the ones in small towns. 

Liechty Motor Sales (Pontiac- 
Buick), recently received a tele- 
gram from Buick informing them 
the factory had a new car waiting 
at a Detroit branch. The Liechtys 
| wanted the car for display the next 
day as an announcement ad was 
|due to run in the Berne paper. 

The two Liechtys, Milton and 
Roman, have part interest in a 
|Piper Cub, so they climbed into 
the plane and headed for Detroit. 
They were there in an hour and 
a half. 

Milton drove the new car 
through, arriving home that night. 
Roman, coming back in the plane, 
| was back at 6 p.m., having been 
| gone just four hours. 





F orsythe Clambake 


The annual clambake for em- 
ployes of Clell Forsythe Motors, 
Inc., Syracuse, N. Y., was held Aug. 
10 at Hinerwadel’s grove, North 
Syracuse. More than 250 employes 
and their families attended. The 
committee in charge consisted of 
H. S. McDermott and Lud Grube. 
The firm closed for the outing. 
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For the distinctive 


individuality you want ma ae 


ee A ; eg 


your new car promotion 


to have — 






Chicago Tribune 


You design your new cars for maximum eye appeal. You give your promotion 
the same competitive advantage when you add to the full newspaper page the 
extra appeal of Chicago Tribune newsprint color. 


With newsprint color in the Chicago Tribune, you get full-family attention 
from the audience which accounts for the bulk of the new car sales in Chicago and 












Percentage of expenditures placed in 
each Chicago newspaper by 
Automotive advertisers. 

Year: 1948 








NI% 71%  I% 12.2% 0.3% 
CHICAGO PAPER PAPER PAPER ae 7 5 : : 
TRIBUNE 8 ¢ > — suburbs. In addition, Tribune newsprint color builds prestige and acceptance 








for your new models in hundreds of other midwest 
cities and towns in which Tribune circulation is a known 


Chicago Tribune representatives: ee aah factor in winning consumer favor and dealer support. 
A. W. Dreier, 810 Tribune Tower, Chicago 11; ia COLOR PLATES! 

E. P. Struhsacker, 220 E. 42nd St., New York City 17; 
W. E. Bates, Penobscot Bidg., Detroit 26; Fitzpatrick & 
Chamberlin, 155 Montgomery St., San Francisco 4; 


50" a Nb Unghie To give your new car promotion the extra sales 
sca ant laade it adapt es aia aber: power today’s more intensive selling requires, use Chicago 


i color. Enlargements from magazine : : ss 
— ps Cee 5 8 ga SOE AE RE Toh BR Tribune newsprint color. Ask your advertising counsel 
NETWORK, INC., FIRST 3 MARKETS GROUP, ee or a Tribune representative to show you how Chicago 


ND METROPOLITAN SUNDAY NEWSPAPERS, INC. as 50%, Ask to see specimens. ; , 
: 7 . Tribune newsprint color can increase your your consumer 


franchise in the multi-billion dollar Chicago market. 


JULY AVERAGE NET PAID TOTAL CIRCULATION — DAILY, OVER 935,000 — SUNDAY, OVER 1,475,000 
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Reports From Various Areas... 





Auto Market Page 


Toledo 

Used-car sales in Lucas county 
(Toledo) were at a high level, with 
3,688 units sold in July against 
3,580 sold a year ago. 

Gains have been registered over 
a year ago in casual but not in 
dealer trades. Dealers handled 1,- 
667 of the total this July against 
1,702 last July, while casuals rose 
from 1,878 a year ago to 2,021 now. 

In June, 1949, dealers accounted 
for 1,381 of the total 3,362 used- 
car sales. Casual sales were 
1,981. 

Just as in new car sales, Ford 
and Chevrolet set the pace in the 
used-car field in Toledo, at least 
among the dealers. 

A total of 294 used Chevrolet 
models were sold in July. Ford 
sales were 240; Plymouth, 233; 
Buick, 137; Pontiac, 129, and Dodge 
and Oldsmobile, 103 each. 

In all makes, sales of prewar 
cars predominated over postwar 
models. A breakdown showed the 
following figures on the three popu- 
lar models, by model year: 


Chev. Ford Plym. 
a 2 8 2 
SE Me cdidsersecsves 26 17 15 
1947 . 37 20 23 
SEE deity steotubence 22 17 18 
1942 14 4 10 
a 53 23 45 
EEE d6evisobueces 25 24 23 
1939, etc. ......112 127 97 

294 240 233 


Sales of 1940, 1941 and 1947 cars 
were heavier for most models 
than any other years. Of 1,654 
sales by makes in July, 632 were 
older than 1940, 195 were 1940's, 
286—1941, 73—1942, 128—1946, 182 
—1947, 1283—1948 and 35—1949. 
Leading the used-car dealer pa- 

rade here in July was Elmer Crego, 
a dealer who has placed first in 
used-car sales many times. Deal- 
ing mainly in older, cheaper cars, 
he sold 67 units in July against 78 
a year ago, for a total of 385 for 
the seven months this year against 
440 last year. 

Bob Eddy Buick Co. was the top 
new-car dealer in used-car sales, 
with 46 units in July and 273 for 
the seven months.—(S. Alpert). 

* > + 


Akron 


A steady increase in new-car 
sales was being recorded in the 
Akron area in the first weeks of 
August, according to the Akron 
District Automobile Dealers Assn. 

For the week ended Aug. 13, 449 
new cars were delivered in Summit 
county. This compared with 425 
sales the previous week, 362 the 
last week in July and 341 the com- 
parable week of last year. 

Used-car sales rose to 509 during 
the week of Aug. 13, against 434 
the week previous, 535 the last 
week of July and 373 the corres- 
ponding week a year ago. 

* + + 


Denver 
Sale of new cars in the Denver 
market continued good with in- 
creases recorded over a year ago. 
During July 1,297 new cars were 








966 during the same month of last 
year. 

Truck sales, however, continued 
to show a decrease from 1948. In 
July this year 179 new trucks were 
purchased, while in the same 
month last year 226 new trucks 
were sold by Denver dealers. 

During the first seven months 
of 1949, 7,774 new cars were sold 
by Denver dealers, as compared 
to 6,454 for the same period of 
last year. For the same period 
there were 1,136 mew trucks sold 
in Denver as against 1,585 during 
the same period of 1949. 

New-cars sold in Denver during 
July by make were: Austin, 1; 
Buick, 85; Cadillas, 15; Chevrolet, 
233; Chrysler, 35; Crosley, 2; De- 
Soto, 26; Dodge, 56; Ford, 200; Hud- 
son, 120; Kaiser, 11; Frazer, 4; 
Lincoln, 10; Mercury, 47; Nash, 42; 
Oldsmobile, 52; Packard, 13; Plym- 
outh, 95; Pontiac, 49; Studebaker, 
36, and Renault, 2. 

Cars sold in Colorado during July 
exclusive of Denver were: Buick, 
1; Cadillac, 1; Chevrolet, 32; Chrys- 
ler, 7; DeSoto, 2; Dodge, 3; Ford, 
32; Hudson, 1; Kaiser, 6; Oldsmo- 
bile, 12; Packard, 3; Plymouth, 12; 
Pontiac, 1, and Studebaker, 1. 

New trucks sold during July in 
Denver by make were: Chevrolet, 
64; Divco, 2; Dodge, 13; Ford, 18; 
International, 17; Studebaker, 4; 
White, 1; Willys, 4; Pontiac, 1, and 
Kenworth, 1.—(Ira R. Alexander). 

* + + 





North Carolina 

Registrations of new cars rolled 
along during July at a rate far 
exceeding last year, reports the 
North Carolina Automobile Dealers 
Assn. 

July sales totaled 7,921 new cars, 
compared with 5,077 the same 
month a year ago. New-truck de- 
liveries were down, numbering 2,148 
this July as against 2,952 in the 
same month of 1948. 

New-car sales for July, 1949, in 
the state by make were: Buick, 
535; Cadillac, 90; Chevrolet, 2,025; 
Chrysler, 142; Crosley, 9; DeSoto, 
96; Dodge, 429; Ford, 1,726; Frazer, 
21; Hudson, 167; Kaiser, 105; Lin- 
coln, 52; Mercury, 340; Nash, 162; 
Oldsmobile, 377; Packard, 186; 
Plymouth, 694; Pontiac, 346; Stude- 


baker, 336; Willys, 70; miscella- 
neous, 13. 
. > * 
Cleveland 


In the week ended Aug. 18, sales 
of new cars in Cleveland totaled 
1,498, the second highest for any 
postwar week and 20 percent above 
the July weekly average, it was 
reported by the Federal Reserve 
Bank of Cleveland. Sales during the 
Aug. 11 week were 1,394 new cars. 

Used-car sales, however, fell 5 
percent below the preceding week 
to 2,231. 

Sales of new trucks totaled 92, 
or 1 percent below the July aver- 
age. During the week 100 used 
trucks changed hands, 9 percent 
less than the July average. 

* + * 
Miami 


Auto dealers of the Miami area 
are well satisfied with the summer 





sold in Denver as compared with! market in new cars. The most con- 








ae 


anglers club annual tarpon tournament. 


of interested persons will bring," 
in that city. 


SHOW PAYS OFF IN ATTENDANCE AND SALES—The Sarasota (Fla.) County Auto 
Dealers Assn. sponsored this exhibit in connection with the closing of the Sarasota county 
It is estimated that 25,000 attended and sales 
averaged two per dealer at the show ‘with no way of telling yet what the follow through 
according to C. D. Stinnett of Stinnett's Pontiac Service 








tented are those who have gotten 
down to brass tacks and are ap- 
plying aggressive sales tactics. In 
most lines there were good ship- 
ments in June and July, and those 
in August were holding up well. 

The used-car market continued 
to slip. 

One significant development of 
the Miami situation was that many 
dealers had more cars on their 
showroom floors than at any time 
since the war.—(George S. Connell). 

7 * * 


District of Columbia 

New-car dealers delivered 4,465 
new vehicles during July for their 
best month since the war, accord- 
ing to the Washington Automotive 
Trade Assn. 

July sales of 4,067 new cars also 
hit a postwar high, exceeding 
June’s 3,098, May’s 2,649 and the 
2,496 of July last year. 

A total of 398 new trucks were 
titled in July, compared with 425 
in July of 1948. 

New-car sales for the January- 
July period of this year numbered 
18,454, against 14,707 for the first 
seven months of last year. New- 
truck deliveries aggregated 1,731 
for the 1949 seven-month account- 
ing versus 2,374 a year ago. 

Here’s a breakdown of July new- 
car sales by makes, with the year’s 
total through that month in pa- 
rentheses: 

Buick, 250 (1,474); Cadillac, 
(461); Chevrolet, 876 (3,661); Chrys- 
ler, 105 (516); Crosley, 6 (34); De- 
Soto, 58 (364); Dodge, 340 (1,224); 
Ford, 539 (2,512); Frazer, 5 (41); 
Hudson, 123 (683); Kaiser, 26 (112); 


Lincoln, 46 (165); Mercury, 168 
(641); Nash, 100 (452); Oldsmobile, 
322 (1,313); Packard, 110 (482); 


Plymouth, 446 (2,243); Pontiac, 285 

(1,234); Studebaker, 154 (688); Wil- 

lys, 25 (74); Anglia-Prefect, 8 (30); 

Austin, 3 (27); miscellaneous, 3 (23). 
* * + 


Columbus, O. 


The highest 15-day sale of new 
cars this year was recorded in 
Franklin county (Columbus) during 
the first half of August. 

A total of 1,029 new cars were 
titled during the period, compared 
with 1,016 in the last half of July, 
the best previous accounting. 

Eighty-five new trucks were de- 
livered from Aug. 1-15, against 73 
during the last half of July. 

New-car sales by make during 
the first 15 days of August, with 
last-half July figures in paren- 


theses, follow: 

Austin, 1 (1); Buick, 64 (63); 
Cadillac, 13 (15); Chevrolet, 265 
(274); Chrysler, 20 (20); Crosley, 2 
(1); DeSoto, 30 (32); Dodge, 60 
(57); Ford, 175 (175); Frazer, 4 (6); 
Hudson, 38 (25); Kaiser, 15 (21); 
Lincoln, 8 (8); Mercury, 31 (28); 
Nash, 39 (35); Oldsmobile, 57 (50); 
Packard, 14 (27); Plymouth, 102 
(84); Pontiac, 71 (60); Renault, 1 
(0); Studebaker, 18 (27); Willys, 


|1 (7). 


New-truck sales for the first 15 
days of August, with last-half July 
totals in parentheses, follow: 

Chevrolet, 28 (25); Dodge, 14 
(11); Ford, 22 (12); GMC, 6 (2); 
International, 10 (10); Plymouth, 
1; Studebaker, 1 (5); Willys, 3 (4). 
—(Bert Strang). 

* 


+ * 


Richmond, Va. 


Automobile sales have continued 
up in all categories this year. 

July figures for new cars sold 
were 883 in 1948 and 968 in 1949, 
and for used-cars, 1,774 in 1948 and 
1,927 in 1949, for totals of 2.657 and 
2,895, respectively, according 
figures compiled by the Richmond 
chamber of commerce.—(T. D. 


Eaton). 
* * * 


Detroit 

The first 18 days of August 
proved a new-car sales whiz in 
Wayne county (Detroit), according 
to the Detroit Auto Dealers Assn, 

A total of 9,201 new cars were 
retailed by county dealers in that 
August period. Sales for July 1-18 
totaled 8,061 cars. 

Total July registrations of 14,760 
new cars represented a postwar 
monthly high for Wayne county.— 
(Mac Gordon). 
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Merchandising 
Memos to Dealers 





AY MOTORS (Packard) is at- 
tracting a lot of attention to its 
showroom in St. Louis Park, Min- 
neapolis. 
Seated in the car in the show 
window is a young woman, big 
as life, waving at the passers-by. 
Many are exposed to the dealer’s 
salesmanship when their curiosity 
overcomes them. She’s a mechani- 
cal model. 
+ + * 


Another Twist 


pa are adopting many 
variations on the used-car 
guarantee to gain goodwill. Leader 
Chevrolet in West Springfield, 
Mass., is using an idea copyrighted 
by Tom Jones Co. of Chicago, 
under which a used-car buyer is 
entitled to 25 percent discount on 
all repair work done on the car, 
regardless of how long he has 
owned it. 

To assure the buyer that repair 
costs are not jacked up because 
of the warranty, the company asks 
him not to show the guarantee at 
the repair department until after 
the bill is presented, Then the 25 
percent is deducted. 

* + * 


Sports Angle 
ENMORE MOTORS (Ford), 
which has devoted a good deal 
of attention to the sportsmen of 
Western New York, has another 
sports promotion. 

This time it is a fishing con- 
test, with $690 in prizes, Some of 
the prizes may be used toward 
the purchase of new or used Ken- 
more cars, or repair work. Others 
are merchandise from the com- 
pany’s accessory department. 

Bernard C. Reuter, general man- 
ager, conceived the idea to tie in 
with the firm’s outdoorsman’s radio 
show which is on the air five days 
a week over station WGR. News- 
paper ads also plug the show. 
Prizes are given for the best 
catches of bass, pike, muskellunge 
and blue pike. 

The station helps plug the con- 
test with posters placed in depart- 
ment and sports stores. 

+ 7 + 





Keen Eye 
HE men at Downtown Chevrolet, 
Oklahoma City, have a sharp 
eye for the elements of good pro- 
motional material. 


For instance, when Farmer 


Walter Williamson and his wife 
drove up with a team of horses 
and wagon to get a new Chevro- 
let %-ton truck, the firm had this 
picture taken: 





to | 





Left to right are Walter William- 
son, Mrs. Williamson and Stewart 
| Robinson, Downtown’s truck spe- 
cialist, with the horses and truck. 

Promotion Manager Ray West 
|sends in a copy of Oklahoma City 
This Week in which the photo 
was used under the theme of 
| “Farmer Williamson Goes Modern.” 


* * * 


Meet the Boss 
ONDER how your salesmen do 
with customers? Reagan Auto 
Sales, of Pittsburgh, has some good 
ideas on this subject. 
It boils down to a “meet the 
boss” policy, to be used after the 





By Bob Finlay 


salesman reaches the end of his 
rope. 

If the salesman fails to sell, he 
brings the prospect in for a chat 
with Reagan or another executive. 

“We try to find out just what 
the prospect wants and why,” 
says Reagan. 

While a dealer shouldn’t have too 
many salesmen in relation to sales, 
Reagan says that at times it is a 
good idea to hire new men to give 
the staff competition when it lets 
down. 

He assigns salesmen to specific 
customers, refusing to let the 
salesmen pick those who appear 
to be able to afford better cars. 

And Reagan demands an ac- 
counting of every contact between 
customer and salesman. 

* > * 


Check This One 


UST a reminder (based on Nash 

dramatization): Is your prospect 
list complete and up to date? 

Are the efforts of your salesmen 
coordinated through regular sales 
meetings? 

Are you missing any bets in 
looking for new-car prospects in 
the service department? 

Are salesmen making efficient 
use of the phone to line up demon- 

strations? 

How are your salesmen on prod- 
uct knowledge? 

Do you keep a salesmen’s score- 
board? 





Low-Price Cars 


In °50 Picture, 
Klugh Asserts 


PHILADELPHIA. — Indications 
for the 1950 market point to 
smaller, lower-priced cars, Claude 
S. Klugh, general manager of the 






Pennsylvania Automotive  Assn., 
has stated. 
“Rumors are afloat,” he _ said, 


“that several manufacturers are 
ready to invade the low-priced field, 
recognizing the fact that those who 
have little worry about money are 
fairly well taken care of. 

“Unless the wage picture were 
to change, it is an established fact 
that today’s buyer—and _ tomor- 
row’s—are dollar minded.” 

But until any new small car is 
introduced, he said, dealers should 
watch the used-car market, stress 
winter service and condition new- 
car sales staffs, 


Soap-Box Sale 
Dealer Offers 5 Chevrolets 
For Quick Delivery 


AKRON.—There was immediate 
delivery this month on new Chevro- 
let cars in at least one place in the 
nation. Five models, used in Soap 
Box Derby activity, were so offered 
here by Folk Chevrolet, Inc. 


A large advertisement told pros- 
pective buyers that the cars had 
only been used five days, and would 
be sold with a new-car guarantee 


=. | and title. 


The ad further advised: “Come in 
—we’re ready to talk trade, This is 
your golden opportunity. These 
cars must be sold to private indi- 
viduals. Immediate delivery!” 

No selling price was included in 
the ad. 


Metropolitan—S pring field 

Metropolitan Chevrolet Co. 
Springfield, Ill., entertained 175 in- 
|dependent garage operators, serv- 
ice station owners and fleet users 
at a dinner meeting. Bob Cook, of 
the regional Chevrolet office in St. 
Louis, discussed methods of creat- 
ing better customer relations on the 
part of service stations and garage 
operators. 





AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America's No. 1 Industry . . . an esti- 
mated more than 100,000 readers weekly! 
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For Quicker, More Profitable Service Jobs 


Use Genuine 


Sys mS press ramen 


: 








ee +i 


Becta 








Get your share of the big Ford service business market by display- 
ing this Genuine Ford Parts sign—known and trusted from coast to 
coast. Ask your Ford dealer how you can put it to work for you. 


(Genuine FORD Parts... Right for FORDS 





KD Rndacia ° 


When it comes to refinishing Fords, you 
can’t beat Genuine Ford Refinishing Ma- 
terials because they are made right for 
Fords. You'll do a better job, in less time 
—make more satisfied customers at a 
profit! 


Avoid “Matching” Problems 
with Genuine 
Ford Lacquer and Enamel 


All Genuine Ford Refinishing Lacquers and Enamels 
are accurately compounded from the finest quality 
ingredients to duplicate the original finish colors as 
applied to Ford cars and trucks. There’s no time- 
wasting trouble in matching patch colors for 
touch-up work, or in furnishing exactly the color 
the customer wants for complete refinishing jobs. 


Genuine Ford Lacquer and Enamel are available 
in factory-matched colors, packaged in pint, quart, 
and gallon cans. The synthetic enamel finishes are 
made for air dry use. Both lacquer and enamel have 
the same high quality and long life as found in 
original Ford finishes. Extra easy to apply. 


Genuine Ford Color Patch comes in 3 oz. cans with 
handy applicator brush in cap. It can be attached 
to the new Touch-Up Spray Gun for spraying. A 
fast-selling item for owners who want to do their 


own touch-up work. rs 


Other Genuine Ford Refinishing products include 
special rubbing compounds, thinners and under- 
coats. Conveniently packaged for economy in use. 
Priced right for profit. 


Bring in more Ford refinishing business profitably 
with these Genuine Ford Finishes—order from your 
Ford Dealer or Ford Parts Distributor. 


FORD 
DIVISION OF FORD MOTOR COMPANY 
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140 Lakeville Rd., New 
paper editor in Florida and In-| Hyde Park, L. I.; Firestone Motor 
diana, has taken over the DeLand Sales, Amityville, L. I.; Joseph Rus- 


Thomas P. Cribb, former news- | tors, Inc., 


(Fla.) franchise for Lincoln and | sello, 9001 Fourth Ave., Brooklyn; 
Mercury automobiles as Cox Motor | Blohms Motor Sales, Inc. 520 At- 
Co. \lantic Ave., Brooklyn; British Mo- 
The new firm will operate tem-|tor Cars Co., Market and 11th Sts.. 
porarily through Dixie Tire Co., at|San Francisco; Sport Cars, Inc., 
319 N. Boulevard, Daytona, Cribb|572 Lancaster Ave., Bryn Mawr, 
said. Plans call for the eventual| Pa. and Kunkle Garage, Dallas, 
setting up of complete showrooms | Pa. 
and service quarters. 
o * * 


Austin Appoints 7 Dealers | 


Throughout Country 


Joseph Dudley, vice-president of | 
Austin Motor Co., Ltd. (England),| changed to Jack Clark Nash 
has appointed seven Austin deal-| Agency. Jack Clark, son of Frank 
ers throughout the country. | Clark, Packard dealer in Okla- 

The new dealers are Hugel Mo-| homa City, has purchased Smith’s 


* * + 


Now Jack Clark Nash 
The name of the Charles Smith 
Nash Agency, N.W. 10 and Rob- 
inson, Oklahoma City, has been 


yh 
Wak 


B-K* Power 
Braking System 
for Cargo 
Trailers 


Bendix 
Hydraulic Power 
Steering 


\ 


Bendix-Weiss 
Constant Velocity 
Universal Joint 


Centermount 
Emergency 
and Parking Brake 


for Buses 
and Trucks 


HYDROVAC IS 


Everything truck operators look for in power braking, 
they find in greater degree and for less cost in the 
Bendix Hydrovac*. It oe them easier, smoother, 
quicker stops with less physical effort. A record number 
of Hydrovac installations—over 2,000,000 at present— 
bears out this claim. Ask the man who uses Hydrovac 
about its performance . . . ask the man who services it 
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interest in the Nash dealership. 

Clark said he had been an in- 
active partner in the Smith firm 
since it was formed four years 
ago. During that period he was 
assistant general manager for 
his father’s Packard firm. Charles 
Smith, immediate past president 
of the Oklahoma City Automo- 
bile Dealers Assn., was a zone 
manager for Nash before the 
firm was formed. 

+ * + 


Wis. Announces 
Dealer Changes 


Records of the Wisconsin motor- | 


vehicle department show the fol- 
lowing changes in auto dealerships: 

Out of business: O’Neill Garage 
& Sales Co. (Kaiser-Frazer), Barne- 
veld; C. M. Salentine, Inc. (Ford), 
Hales Corners; Hi-Way Motor 
Sales (Kaiser-Frazer), Hustisford; 








BUILDERS OF THE BASICS OF 


BETTER MOTOR VEHICLES 


Bendix* 
Automatic Clutch 
and Gear Shift 
Control Systems 





FIRST CHOICE! 


. and you'll see why Hydrovac is 
first choice! This preference indicates the value of in- 
cluding Bendix Hydrovac power braking in your orig- 


about the upkeep. . 


inal equipment specifications. 


BENDIX PRODUCTS DIVISION 


SOUTH BEND 20, INDIANA 


Export Sales: Bendix International Division, 72 Fifth Avenve, New York 1, N. Y. 





|East Troy; 
Chas. Vieth Chevrolet, Norwalk; ! (Federal), Milwaukee, and Mc- | 








DEALER ERWIN ADDS TO FACILITIES—Erwin Chevrolet Co. of Philadelphia recently 
opened a new super-service station. Pictured cutting ribbon officially opening building is 
George K. Seidel, Chevrolet city manager, watched by R. A. Erwin (right), owner of the 
dealership, and F. M. Stitier, district manager of Gulf Oil Co. 


| Dowell Motors (Kaiser - Frazer) 
Oconto. 

Ross Motor Sales (Pontiac), 
— : —|Wautoma, has canceled its Buick 
deal; Gabower-Hoile Motors (Mer- 
|cury), Mauston, has added Ford to 


Dickerman Hardware Co. (Buick), 
Malaney Motors, Inc. 


its line; Swant Motor Co., Rice 
Lake, has added Pontiac, and 
|Garbo Motor Sales (White), has 


secured a Lincoln-Mercury fran- 
chise. 
* * * 


Althouse to Rubin 


| Irv Rubin has purchased the 
| Dodge dealership of Althouse 
|Motor Co., Salem, O., and expects 
|to spend $25,000 on a remodeling 
program. 

* > > 


Packard Franchise 


Paul J. Smith Motor Co., 219 
|. S. Washington, lola, Kans. (Kais- 
| er-Frazer), has been given a 

franchise by Packard. The firm 
| will handle parts and provide 
service for all models. 
* 


* ” 
e 
Big-Hearted 
Davison Takes Orphans 

To Air Fair 

Walter Davison (Dodge), Detroit, 
the father of four children, grand- 
father of eight, bought 200 tickets 
for the Second International Air 
Fair at Willow Run, held last week, 
for orphans at St. Francis Home 
and the Protestant Children’s 
Home, 


* > « 
| Anderson Takes Position 


On Willys Council 

William M. Anderson, of Cohen- 
Anderson Motor Co. (Willys-Over- 
land), distributor for Oregon and 
southwestern - = 
Washington, has 
been named a 
member of the 
Willys distributor 
council. 

Anderson will 
become the Paci- 
fic Coast regional 
member. He will 
represent eight 
states; Oregon, 
Washington, Cal- 


Bendix* Brakes 
for Buses, 
Trucks, and 

Passenger Cars 





W. M. Anderson 


ifornia, Idaho, : 
|Montana, Utah, Nevada and Ari- 


| zona, 


Third of Century 


| Summers-Herrmann (Ford) 


SC ; Now 33 Years Old 
ear Shifter 
= | Summers-Herrmann Co. (Ford), 
| Louisville, has observed 33 years 
| affiliation with Ford Motor Co. 
| During that time it has sold and 
delivered a total of 47,539 trucks 
|and automobiles. 
| The dealership goes back even 
|further as it was Roy E. Warner 
|Co. before the present firm took 
|over at the same location. 
+ + * 
New Willys Outlet 
Northern Motors, Inc., which has 
sales offices in Okanogan and Ton- 
asket, Wash., has obtained a fran- 
chise for the Willys Jeep. H, A. 
Petersen is president. 
+ * + 


Park Hill Nash 


| A new Nash dealership, Park 
| Hill Nash, Inc., has opened for 
| business at 5225 E. Colfax ave., 
Denver. Officials of the firm are 
C. Porter Moore, president, and 
H. C. Stacey, vice-president. 

oe * * 





Bendix 
Vacuum-Power 


*REG. U.S. PAT. OFF. 


Pynn Reelected 
Leander Pynn, owner of Pynn’s 
Garage (Ford), Meredith, N. H., 
has been re-elected a director of 
| the Lakes Region Assn. 


of 


AVIATION CORPORATION 
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see what an extra smack can do? 


For the extra smack 
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that means extra sales... 


use extra advertising in 


1en- 
ver- 
and 


The New York Times 





... biggest salesman in the world’s 


7 _ biggest automobile market 


A) 
‘2 ! 
rd), & nooo 1:7 somos 


The New York Times. 


ars i 
and ee ae Ore a Se 
- —— SSS ait = 
ter ao =. oi Housing equipment and supply advertisers know. They have to know how 
as contr — to reach the families in their market with money to spend. Because it takes 
| = Soe ig see = | spending money to buy the stuff these fellows sell that helps to make a house 
on a home. So their judgment is a pretty good one to follow. And if you follow 
> it in New York, the biggest market in the world, you’ll see that they advertise 
in The New York Times more than in any other newspaper. With new cars 
o taking just a little more effort to sell these days, it will pay you to take a fresh 
re look at the New York advertising picture. Our Detroit office will be happy 
r to accommodate. Just call them: General Motors Building, TRinity 3-3800. 
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New ‘Junior Models 
Pose Price Enigma 


(The opinions expressed herein are those of Columnist Allen and are not 
necessarily those of Automotive News.) 


By A. H. Allen 
LANS of two independent car builders to introduce “jun- 
ior” models with shorter wheelbases and narrower treads 
suggests that at least some sections of the industry have 
decided the public will go for substandard dimensions in the 


interests of saving money, something which most motor car 


builders have long refuted, or 
at least avoided. Destined for 
early 1950 introduction, their 
reception will be watched with 
interest. 

The two companies in question, 
trade reports say, will offer the new 
models with ap- 
proximate 50-inch 
tread and_  100- 
inch wheelbase. 
Against the pres- 


‘ee 


ent 58-60 inch 
average tread and 
115-125 inch 
wheelbase, this 


does not make 
them midget cars 
in any sense of 
A. H., Allen the word, and by 

proper design of 
bodies, ample room for five pas- 
sengers can be provided. Difficulties 
with “tracking” the narrower tread 
are minimized by today’s improved 


Traffic Deaths 
Top List of 
Fatal Accidents 


CHICAGO.—Traffic accidents in- 
volving motor vehicles caused one 
death every 16% minutes and an 
injury every 29 seconds last year, 
the 1949 statistical yearbook of the 
National Safety Council reported 
last week. 

Traffic deaths totaled 32,000, the 
report added. Next among death 
causes were falls, responsible for 
27,600 deaths, and burns, from 
which 8,600 died. 

Among other facts in the year- 
book were: 


Rural driving proved twice as 
dangerous as city driving; 9,850 pe- 
destrians “walked to their deaths” 
last year as compared with 10,450 
in 1947, and the hours between 10 
and 11 a. m. and 3 to 4 p.m. proved 
most dangerous for _ industrial 
workers. 

The overall record of all acci- 
dents showed a total of 98,000 
deaths and 10,300,000 injuries, with 
67.1 fatalities to every 100,000 of 
the population. 

As for costliness, the figure was 
placed at $7,400,000,000 for all ac- 
cidents, broken down as follows: 
wage losses, more than $2,500,000,- 
000; property damage, in excess of 
$1,750,000,000; fire losses, $750,000,- 
000, and medical expenses, almost 
$500,000,000. 

“Two persons were killed and 200 
injured somewhere in this country 
every 10 minutes last year,” the 








yearbook stated. “The cost of these 
accidents totaled $140,000 every 10 
minutes, or $14,000 a minute.” 


| gines. 


highways through most sections of 
the country. 7 

Considerable weight saving will 
be possible as a result of the 

shorter basic dimensions and this, 
coupled with the use of engines 
now standard in full-size models, 
should give a terrific degree of 
power and acceleration, which will 
delight many buyers. An example 
of this is the Olds 88, in which the 
high-compression, high-power V-8 
Rocket engine is installed in a 
smaller body, giving unusual per- 
formance characteristics. 

Just how much can be accom- 
plished pricewise by cutting down 
on wheelbase and tread remains 
to be seen. It has been the con- 

tention of production experts that 
as long as the number of piece 
parts going into the car remains 
the same, the mere reduction of 
their size or weight does not per- 
mit much economy, since manu- 
facturing and assembly labor are 
not reduced proportionately. 
Some saving is realized in ma- 
terials cost, although this is 
trifling when stacked up against 
labor cost, 

Doubtless what these two inde- 
pendents are aiming at is the pro- 
duction of models in the price class 
of Ford-Chevrolet-Plymouth, which 
they do not now have. On the other 
hand, if a buyer can pick up a 
one or two-year-old full-size job in 
either of these two makes for the 
same price as a new “junior” 
model, which is he going to buy? 

If the performance of the latter 
is so spectacular, then the buyer 
will shy away from the used cars 


FTC Puts Clamp 


+ e 
On ‘Fridgizone’ 

WASHINGTON.— The _ Federal 
Trade Commission announced last 
week that Dimmit J. Wood, Arthur 
M. House sr., George J. Gray and 
Tom U. Gray, co-partners trading 
as Big G Distributing Co., Dallas, 
had entered into a stipulation with 
the FTC to refrain from represent- 
ing that Fridgizone Anti-Freeze or 
any substantially similar product 
is non-corrosive, that it will pre- 
vent rust or corrosion or that its 
use will not cause damage to any 
part of the cooling system of auto- 
mobile engines. 

The stipulation recites that the 
product—the sale of which has now 
been discontinued by the co-part- 
ners—contained a substantial quan- 
tity of calcium chloride, so that 
it would not prevent rust or cor- 
rosion, was itself corrosive and its 
use would cause damage to the 
cooling system of automobile en- 











and what is going to happen to 
them? It is a complicated situation. 
* + * 


Major Step Forward 
ELF-ENERGIZING disk brake 
being placed in production for 

Chrysler Crown Imperial models 
marks the first major change in 
automotive brake design in many 
years and as such is a significant 
advance. Its features of 30 percent 
more lining area and greatly re- 
duced pedal pressure make for 
improved brake effectiveness and 
ease of operation. 

Admittedly the assembly is much 
more complicated and costly to 
manufacture than the conventional 
shoe brake, but as in all other 
components volume output may 
correct the cost problem, Since the 
number of components exceeds 
those of brakes now in use, it may 
never be possible to meet present 
costs, although the added efficiency 
could in part offset this. 

The disk brake requires two 
finned cast iron housings, two 
¥%-inch cast aluminum pressure 
plates on which the lining seg- 
ments are cement bonded, a steel 
spider to locate the pressure 
plates, six steel balls positioned 
in pockets between the plates, a 
stamped steel dust shield, two 
hydraulic cylinders, four return 
springs, a self-adjusting mechan- 
ism and a couple of rubber 
shields. 

A considerable amount of ma- 
chining is required on the pressure 
plates and the locating spider, 
adding to the cost, while the finned 
cast iron housings run to consider- 
ably more expense than the present 
stamped steel drums with spun-in 
cast iron linings. 


Despite the manufacturing com- | 


plications which will restrict the 
brake to higher-priced models for 
the present, the disk brake looks 
like the forerunner of a complete 


shift in passenger-car braking 
systems throughout all price 
classes. 

* a > 


New ‘Screw Stick’ 

LEADING screw manufacturer 

is showing to some of the 
motor companies a novel type of 
“screw-stick” which comprises a 
long series of small hex-head 
screws machined and threaded out 
of a solid rod. 

The stick, perhaps six to eight 
inches in length, is fitted into a 
special air-operated gun or driver 
with a chuck at the end which 
grips the screw heads, When the 
end screw is driven home, sufficient 
torque is developed to twist the 
rest of the “stick” off the head of 
the driven screw, whereupon the 
driving action stops until the gun 
is positioned for the next screw, 
and the stick feeds ahead through 
the chuck. 

At present it is designed only 
for small-diameter screws, on the 
order of %-inch, with compara- 
tively short lengths—% to %-inch 
—and suggested applications are 
in speedometers or other instru- 
ments where fine screws are re- 
quired in assembly. 

By the screw-stick method, small 
screws can be driven continuously, 
each taking no more than a second 
or so to seat. Advantages over hand 
methods of driving and handling 

| are readily apparent. 


N. C. Press Battles 


Car Insurance Arson 
RALEIGH, N. C. (UTPS)—The 





|newspapers of North Carolina are | 


| joining hands with the state insur- 
|}ance commission to bring the 
weight of public opinion against 
the burning of cars as a means of 
collecting insurance. 

The problem of dishonest use of 
insurance policies, long recognized 
| by insurance officials and law-en- 
forcement personnel as a major 
| cause of high rates, is now on the 
road to partial solution by the 
means of publicity dealt out fairly 
but certainly to all who are con- 
victed of malfeasance in the col- 
lection of insurance. 

The office of the insurance com- 
| mission is assisted in these efforts 
|by R. H. Booth, investigator for 
|the Automotive Underwriters De- 
|tective Bureau. Wherever suspi- 
|cious circumstances and later evi- 





WHAT A FINISH!—Mason Working, Evansville (Ind.) college halfback, gets a rewarding | dence lead to convictions, the facts 


kiss from his wife, Janie, after 
as a bet from the college's publicity man. 


@ week spent living in a 
What happened to the car? Mason and his | 


Nash Ambassador. He won $50 


wife said they had '‘fallen in love'’ with it and bought it from Ed Mooney Motors, Inc., 


Nash dealer. 


|of the case are released to the 
local press, and, in important cases, 
| to the various press associations. 








NASH'S MILWAUKEE PLANT ADDITION—This is the architect's sketch of the new uni 


now bein 
than 130, 
of Nash plants to over 4,500,000 square feet. 





Ford International Names 


Two to Executive Posts 


Appointments of Robert M. 
Campbell as associate counsel and 
secretary of Ford International, 
Inc., and of W. Spencer Thompson 
as planning and coordination man- 
ager are announced by Graeme K. 
Howard, president. 


Auto Personnel 


Campbell was previously assc-| 


ciated with the law firm of Hughes, 
Hubbard & Ewing, New York. 
which he joined in 1941. Thompson 
resigned from the United Nations, 
where he was deputy director, bu- 
reau of finance, to join Ford Inter- 
national. He had previously par- 
ticipated in the initial organization 
work of UN. 


* * * 


McPherson Named to Head 


| Prest-O-Lite Division 
Appointment of W. McPherson as 


area for Prest-O-Lite Battery Co. 
is announced by A. A, Feldman, 
sales manager. 

The new division manager will 
make his headquarters at the com- 
pany’s Oakland (Calif.) plant. Mc- 
Pherson has had nearly 20 years’ of 
experience in the automotive field 
in positions ranging from jobber 
salesman to posts of executive 
capacity. 

* * 7 


Schrader Division Ups 


Rounds and Gross 


Robert Rounds has been ap- 
pointed manufacturing 
tendent of the Brooklyn plant of 
A. Schrader’s Son division, Scovill 
Mfg. Co., Inc. 

He succeeds G. W. Gross, who 
has been appointed works man- 
ager of the Schrader division, in- 
clusive of domestic, foreign and 
branch plants. 

> 





L-M Names Powers 


To Quality Control 

Appointment of Ray P. Powers 
as manager of quality control for 
Lincoln-Mercury has been an- 
nounced by S. W. Ostrander, 
operations manager. 

A veteran of 25 years in the 
auto industry, Powers has been 
associated with Lincoln-Mercury 
since March of this year, working 
on special assignments. 

+ + * 


Carter Names McDonough 


After-Market Manager 
Joseph L. McDonough has been 


| named manager of after-market 


sales and service for Carter Car- 
buretor Corp., St. Louis. McDon- 


ough succeeds P. G. Sedley, who! 








CHICAGO HUDSON DEALERS NAME OFFICERS—This is the new slate 


by Chicago Metropolitan Hudson Dealers Assn. Seated (left to right): 
ford Motor Sales Co., director; John Milligin, Imperial Motor 


division manager for the western | 


superin- | 








added to Nash Motors’ body plant at Milwaukee. The new building adds mor: 
square feet to the manufacturing area of the plant. It raises the floor space 


will devote his time to special as- 


| Signments. 


Dudley A. Bragdon, advertising 
manager, retains that title and be- 
comes assistant to McDonough. 
Vernon F. Thompson, who came to 
Carter in 1946, becomes service 


manager. 
a * : 


| Automotive & Marine Co. 


Elects Lovejoy to Board 

Mark E. Lovejoy has been elec- 
ted a member of the board of 
directors, Automotive & Marine 
Products Co., Boston. Lovejoy is 
director of purchases and pro- 
duction manager for the com- 
pany. 


* > 


Smith Named Manager 


Of Willys Research 


C. Coyle Smith has been appoint- 


|}ed manager of the project plan- 


ning and research department of 
Willys-Overland Motors, it is an- 
nounced by Delmar G. Roos, first 


| vice-president. 


The department, Roos said, is a 
redesigned activity formerly identi- 
fied as the administrative planning 
staff headed by R. A. Schroeder, 
who has resigned. 

Smith has been in the automo- 
tive industry 15 years, having been 
employed by Libbey - Owens - Ford 


|for 12 years before joining the 
Willys-Overland administrative 
| planning staff in 1946. 

* * = 


Willits Succeeds Spencer 


In GM Patent Post 


C. E. Wilson, president of Gen- 
eral Motors, has announced the ap- 
pointment of George H. Willits as 
director of the patent section of 
General Motors, succeeding Louis 
M. Spencer. 

Spencer is retiring along with 
two other senior members of the 
staff, George A. Lovett, with the 
section nearly 30 years, and Hugh 
Miller, after about 25 years of 
sevice, 

Willits has been assistant direc- 
tor of the patent section since Jan. 
1, 1946. He joined General Motors 
in July, 1923, in the Washington 
office of the patent section. 


Chevrolet Names Mosher 


K.C. Plant Manager 


William L. Mosher jr., has been 
named manager of the Kansas City 


| Chevrolet assembly plant to suc- 


| ceed Floyd R. Lyness, who died 
| June 22. Mosher is 41 and has been 


with Chevrolet 22 years. 

Mosher was production worker 
on the assembly line in the Kansas 
City plant in 1933. He is a native 
of Parsons, Kans. 


recently chosen 
Jack Periman, Strat- 


ales, Inc., director; Lew 


Dabe, Dabe and Blake Motors, Inc., president: Morrie Severino, Austin Motor Sales, Inc. 





| tary; C. 


Standing (left to right): Dan Harrington, Harrington Motors, Inc., director: L 
| Hesterman Motor Sales, vice-president: C. H. : hoe 


Johnson, C. H. Johnson Motor Sales, secre- 


A. Oleson, Felz Motor Sales, Inc., director. 
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3 out of every 5 tires go to 
PATHFINDER towns 


How many of your sales messages go with them? 


:; — eZ 

Not just passenger tires, tho’ almost 60% of all passenger car registrations are in and around 
these towns. Truck and tractor tires, all kinds of tires pour through America’s—and 
hence the world’s—busiest automotive markets. These are the Main Street (under 
25,000 population) towns, where 70% of today’s automotive dealers are doing business. a . ie i 

Are your sales messages distributed there in quantity equal to your od eahanamariaae wee mar ean. 
customer opportunity? Not if you’re depending upon conventional city-centered finder. In many cases they represented 

‘ . : ° “ss some of my best automotive 

magazines and newspapers. Not even if you’ve added the big farm market magazine. pct blo 

Today’s small-town market is today’s hottest sales opportunity. And today CHEVROLET DEALER, Indiana 


there is a quick, efficient, inexpensive way to strike that market right in its 
buying heart—by calling on one million two hundred thousand of the best 


customers in those towns; in fact, upon the leading customers in towns right “t have hed the privilege of checking “i'm @ booster for Pathfinder fer purely 

your list of subscribers and wish to selfish reasons. It is read by most of 

«cross the country—through PATHFINDER. report they are a very representative my best prospects—people with 

These customers are driving 95 cars per hundred families right now. group, both in quantity and quality. money—people who really have the 

s : E ; : To have this list of readers definitely ‘say’ in this community. That's why 

In fact, your own dealer in any town (like those on this page) can identify proves the quality of your publication.” advertising of Jeep in Pathfinder is so 
PATHFINDER subscribers as his town’s top customers and prospects. FORD, MERCURY, LINCOLN _ important for me locally.” 

DEALER, lowa WILLYS DEALER, Ohio 


Would you like to see what dealers are saying? It adds up to: 
PATHFINDER SELLS WHERE TODAY’S BEST SALES ARE. Shouldn’t you? 


Call Madison 7893, Pathfinder, Detroit. “It has indeed been a pleasure to be 
a subscriber and reader of your mag- 


azine for the past five years. In looking 


over your list of subscribers we find 
it to be a good cross section of rep- 
resentative customers." 

ad Til (} I DODGE DEALER, Iowa 


family news magazine af home-town America 
1,200,000 Leading Families Your Main Street Dealers Know 
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Ten years ago, we at Nash developed the Unitized Body-and- 
frame as the structural foundation of Nash cars. Then, as 
now, we searched for ways to build a better automobile. 
And in the Unitized Body-and-frame, we feel we have 
achieved a tremendous forward step in basic automotive 


design and engineering. 


And today, almost every advantage of the Airflyte—every way in 





which it sets new and higher standards of value—has its beginning 


in the Unitized principle of construction. For example: 


The greater roominess of the Airflyte would be impossible 


except for the Unitized Body-and-frame, which ‘‘liberates”’ The extreme torsional rigidity of the Unitized structure | 


additional useful space inside the car. makes practical the one-piece, undivided curved windshield 


found in all Airflyte models. 


The low center of gravity which helps give the Airflyte its 


remarkable stability and road-gripping smoothness of ride The amazing economy records established by both the Nash 





is made possible in a car with the roominess of Nash by the ‘*600"" and the Nash Ambassador are in large part due to the T 
Unitized Body-and-frame — as is the efficient use of coil substantial reduction in unnecessary weight attained through ef 
springs on alt four wheels. the Unitized Body-and-frame, and the consequent weight-to- cal 

power ratio, which is also reflected in outstanding per- and 
The lower silhouette of the Airflyte—the airfoil streamlines, formance. 

the remarkable quiet and freedom from wind at high speeds * * * 

—are all functions of the Unitized design. We believe the principle of the Unitized Body-and-frame We ¢ 
will, as our industry progresses toward new means of in- the l 
creased efficiency, be adopted by all automobile manufac- ppriue 

improv 
today, | 


among : 
t 
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ture | turers. We believe this is inevitable—not only because this ONE SOLID, WELDED, SUPER-STRONG STRUCTURE 

ield advanced design-principle points the way to greater dollar- Above is the only car scientifically Adds 50 percent greater rigidity... 
value to the consumer, but because it will result in great designed with girder-built Uni- eliminates useless excess weight 

Y 7 : tized Body-and-frame—one solid, . prevents body squeaks and 

savings to the motoring public. welded low-slung unit—the great- rattles—gives you a bigger, better, 

sh est basic improvement in 40 years. safer car. 

1e Thus, it is estimated that if all cars on the road today were as 

h efficient and economical as the Nash ‘‘600’’ Airflyte, Ameri- 


can motorists would save $1,500,000,000 yearly on gasoline 


and oil alone. VA 


* * * 





We at Nash know that greater efficiency—achieved through 
the Unitized Body-and-frame—is the key to the greater 


value of Nash cars. We will continue to seek for ways to 





* 


improve that efficiency even further—so that tomorrow, as 





today, the Nash Airflyte will be the most outstanding value a t Cars Since 1902 


émong all American au tomobiles. Nash Motors, Division Nash-Kelvinator Corporation, Detroit, Mich. 
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9 States Previous! 49 1953! 1533) 4737) 8168] 16391| 15494; 430/ 3182| 19106| 6187| 1238) 21364) 4533) 5808; 39130) 294) 1235) 1529 79| 5| 118) 2419) 2629) 1803) 2907; 398) 33) 86547 
Reported tor dehy ‘48: 1919| 1457| 3828 asl 15038) 7571| 834) 2654| 11059) 4431/ 1154| 10930) 3211! 3421! 23147| 1337|_ 2622| 3959 29; 59| 505) 2152) 2220) 1360| 282 122| 77| 606 
ee. tee, eT et ‘49; 31] s29| Ss 4) s«s149|)—s273) 347) ~~ t0| 57, 414) 108) 39) 356; 94) 102 699) 5s| 18} 23) 1| | 7} 52) 22] s«23]—SsiS J 1} 1694 
"48 | 31} 27| 47] 92) #«+197) 138} 2 56) 219 ~—67|_—st |= | 4 4\ 332 26 34 10 36} 63) 30) 137 » 3} 1097 
comet a tal tm | 529) 1184) 671 31) 182; «884; 444) Ss) -«1172| S368) 470, 2555) 7; 56) «63! 10 9 (133) 169) 143) 257) 35) 9| 545! 
onnecticu ‘4g|(143|«4105),—««292|« 43a] 974i yA 83) 232] 761) 293| 4112] 680! 250| 333) 1668 46| 105) 15! 13 62 31; 154) 198) ~=—«:138) = 203} | _ 12) ~—-4370 
District of Columbia  '49)  «+107| 56) 330) 442) 935) 567; 45) 156) 768) 243; 65) 858; 320) 304; 1790) 6} 24) S30] 8 3 5) 4) 99) 113) 155) 21) 2| 4043 
ee re "48 68 47| 276} _419|__ 810) 283) 26| 80/ 389; 135 66} 357|_—«116| 185) 859} 8} 55) 73| 19) 14) 10 7% 58| 95 83 6 4| 24% 
Idaho is a 48; 36} 104) «s«184) 372) S293} 4 93; 420; 205) 28) 470; 128) 129' 960 17 54). 71) 9 117) ‘122 31; «182 25 2309 
48| 40) 37 62; 116) 255) 150 10 54 214, 104 20| 254 68 82; 528 63; _87|_—«*150 10 5; 58 53; 35|_—«109 7i__st__s424 
Kansas so Ea ~ *49)—s«d'90|— 9B): 374) 718) 1380) 1346; = 49; 303) 1698) 9469) = BI) 1785) «=—-322| 448; +3085) +9 30) *122)—s*152 5 23; 243) «241/ :163) 288) 24 1} 7303 
"48 161/66] _—*182|_—393)~—802|_—+577 25 149|_ 751| 207 23} 719) 157) _—*192|_~—«1298)~—st4t| 241) 382) 2} 34} 34]_—ie} 79} S879 
Maine i °.<se ‘49, ~=—«58 37; 163} «224) «= 482) 324) ~—Ss«W13) 73; 410; 148; 32) 566) 161) 189) 1096) 5 60) 65) 6 7 88 7 5! 73 34) 2| 2405 
48 40| 55] 106] 190! 391| (173) 50| 239] ~—93)_—27|_— 247] ~— 65] — 109) St 13] 32 45; it} 9} St SY 57 56) 63} 1] 1472 
Maryland " se 49) 127) 138) 379) 600} 1244) 1052; 36) ) 190) 1278) 404) 68] 1626) 9 403/409) 2910/14) 108) 122) 3 ! 12} (184) (142) 158) 232) 37} 7) 6330 
a ‘48 163) 111; 280) _—«513| 1067] 667} ~—«6)_~—s55/_— 878} +238) ~— 78} +920) ~=—«168| ~—277|_—*t 68 64} 168) 232} 15) 4) 32] 160)_—142|_— 106) 212 4| 4543 
Minnesota es 49, 280| «4168; 600; 994) 2042) 1696) 49| 388) 2133) 600)  92/ 2220; 501| 672) 4085 25; 189| 214 5) 4; Wt} 355) +366) 212) «475 38 1; 9941 
___ 48} 253) 106} 342} 724) 1425) 917), 184) 1162) 393) 771126) ~— 252) 314! 2162) 106| 257) 363 | 30|_—-43)_—237|_—«207|_—«102|_— 243} ‘5| 5997 
Montana "49| 40; 36} = 63|_«s«s142)'s=«s28t{ = 220) ~—S si 78; 313) 102; 23) 393) 84) 84) 686 2; 23) —Ss«28} | | 1 62 68 32 70 18) 1] 1557 
48} 45|_—32|_—*107|_— 60} 344)_—173)_— 46| 230 76| 40) ~=—«270|_—S 79 7i| 536} —-35|_— 69] 104] | | OS 32 50| 28 85 9 1424 
New Jersey ; 49, 401; +«-258| + 993) 1288) 2940, 1241| 51} 309) 1601; toes; 262) 2747; 783| 1172; 6052; 22) 190) 212) 4! 26| «37; += 403)—«:321/ 330) 556) 131 13) 12626 
: '48| 288) —*(166| 530} 724) 1708) ~=—4955} 143) ~—«425)—*1523| 551) ~—*172|_—«*1186) ~— 382) 554) 2845| 208) 369) 577 30} 100) 106) +338} 302, += 258) 386 12 13| 8198 
North Carolina 49\ +166) ~=«110| +~=«478) += 766) +~«1520) 1942 61’ 383) 2386; «597 +103) (2250) + 427) (411| 3788) 20) 108) 128) 5) 6) 9| 189) 180; 198) 378) 78) 2! 8867 
‘48| (128) ——-87|_—«304)— 550} 1069) 1074 67! 200)_—-1341| 243 61| 909} 183) 266) 1662) —87|_—=«'S5| 242 1 19} 23) ~—*178| —«139| ~—*107|—265, 12 10} 5068 
North Dakota 49) 74, «37| = 66) 237; 414) 245) 8) 4%| «299 95 | 8} 448; 82; 102; 735 22) 54) 76! | t) 3) 44 9; 30 84 9 1786 
ps 48 36} 33) 54172] 295) 235) 0 58} 303) 48} 6| 333) —_—62 44| 493 55] 77|_132| | 5 46} 5Si|_—s19 8| 7 1433 
South Carolina "49 67, 48) 225) 310| 650| 855; 18, 148) 1021; 281; 47) 1096) 143) 210) 1777) 3} e}StidQ 6] 1 10} gi; 17) 67) 142 3% 2) (3929 
48) 72|__—«35|_~—stS 4] 298] ~— $56) «S211 30) 91 642/121) ~— 40] — 549) 2} 152; 924} —}_ S34] 4 | 16] 7 62 33 75 16) 3} 2450 
South Dakota ' 74, «33|—««135) 2th} = 453) 352) Sst 84, 457; +148) 24) 489) 99/ 120) 880) 12 50! 62] 1 4| él 87; 64) 7) | 2167 
"48 | 52} 19) ~—-76|__—*157)_ 304) 206) 8| 52| 266) 67 6] 235) ~—51j_—53)_—4t2|_— 4578) _—*1234 ! HI 36 48; 17 48 12 1278 
Utah 49) 60; 58) 122) 205; 445) 308) 8) 78; 394) 153) 35) 439| 63/ 133| 823) 6) «4753 2] 2| 4) 105) 95) S39) SSS) S12) | 2129 
48) 2| 16] 52] 691 163} 941 #13 39} 146) ~—22|_~—st7|_—=«106} S38} 25} ~— 206) ~— 8) S34 52 2} 4\ 35} 13) ~=35) 1} 705 
Vermont 49) 27; «22)—Ss«BA | SiC |S] SC 2 26; 149, «+89 = 15) 206) Ss 63) S79) ~S 452 45 30) 34 | 2) 5| 29; «55| 33} ss 2} sé} | «1046 
"48 14] 21] ~—«59)}_~—9}_—163|_ 5 . 27; +110 52| 7); 109) = 34 58! 260 —s 14) 23) 37 ! 9) 17) 2i| _-30)_—st77|,_——«38| 4| 1} 708 
Virginia 49, «197, «141| 478| = 866) 1682) 1699 66) 317) 2082) 491; 86| 2091) 416) 523) 3607; 31) 130) 16!) 14] 10} 28) 278) 196, 159) 320) 56| 4) 8597 
‘i ‘48| 14! 97| 246) 669) 1153) 1005 67! 230! 1302} 334 56] 1253) 225' 344 2212) 122) 232) 354) 6 30 56| _241/ —«1198|__—«*127|_~—=«257| 20 10! 5966 
Washington 49\ (146) «169, 334) 661] «1310; 880| = 31/ += 148) 1059/3332; S99) (1643) «= 425) «340; 2839; = 12} 84) 6) 3H] Ssid2|—s*16} Ss) 200) Ss 136) 9349) 21] 5; 6189 
sk : a ; 48} -149|_—«129)_—«313|_—«542)_(1133) 666 77 ~—«-273|'—«1016| = 407 65| 828! 227! 229' 1756) 113) 157) 270) |} 33) 25) 209) 154] 120) 357]; 13 | 5086 
27 States Reported ‘49, 4193; 3119 10102) 16779| 34193| 29653, 978) 6241| 36872| 12184) 2426) 42219) 9415) 11705! 77949, 537| 2598) 3135) 169) | 302) 5086) 5321| 3784) 6889, 1014) 104! 174916 
_to Date for July 48!) 3769) 2646) 7307! 12725) 26447! 15926! 1570) 5055! 22551| 7882| 2044) 21177! 5669| 6750| 43522| 2521! 4829| 7350) 115) 401| 957' 4274) 4187) 2940!" 4882) 278| ~—144)_‘118048 
Year '49| 62722) 50040| 116615 | 250406 | 479783 377570. 21112' 83901 482583|193330| 43071 |476312|131572/152510 996795| 11873) 33850| 45723] 3850) 1651) 6462| 82272| 70131| 52234) 97148! 14849, 3051 |2336532 
_to Date ___'48| 54247) 41735) 111474 | 170280) 377736! 192324: 13590! 56160! 262074 | 134509| 29431 | 378790) 97173) 124274! 764177| 38813) 60748) 99561| 415] 4902! 14438! 63282| 65806) 41099| 77817| 13999| 2270! 1787576 
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Truck registrations by states are " 3 a = 3 Truck registrations by states are 
released here weekly, as com- > $ © 6 2 s & c released here weekly, as com- 
pleted by R. L. Polk representa- > ° ¢ * $ 2 3B o 2 pleted by R. L. Polk representa- 
tives in state capitals. $ 3 E 5 ad = s = 8 tives in state capitals. 
= a = + | 2 4 os 
e | 6 a S| 2 | a | & | 2 | 3 
11 States Previously ‘49 10! 16| 6025) 7| 95 62! 1709) 12| 3370) 9| 1330, 1478) 7) 51) 13 41) 2) 881) 128) 489) 33) 15768\'49 Il States Previously 
: Reported for July — : 48! ae. : 24| _ 5537) _ 34! 328 , 105! _ 1796! 99! 4693 5' 1286’ 2547) 3) ; 143] a 231! 3} 1045) 195 1806 | 20! + 19938/'48 Reported for July 
Arizona ‘49 126 55 ' 86 32 36 I 1 1 49 17 4 409 |'49 Arizona 
i eh 9) a} | 8s 2 163 44 59 1 ‘a a 44 6 39 \ 643 | '48 : 
Connecticut 49 2 1) 153 4 3; bb 1) 88 y a 6B 15 32 1 = 500|'49 ~ Connecticut 
aus eee ot ee i 2 o 10: we _ Fi 4 205 8! wa fe aS 6| 57) 6) 68 4 845 ‘(a s 
District of Columbia ‘49 70 5 6 33 , 52 33 33 8 | | 3 il | 2 259 ‘49 District of Colurnbia 
. —- 3. 48 ae wee | 7 19 4) 2 121 24 47 i. 5 I 21 5! 36 1} 425/'48 
Kansas ‘49 86! 1 6 3; «185 392 173; 251 2 3 123 10 4l 2) 2053/'49 = Kansa 
* 8 "48! 641 3 22 6 143 6 458 1 93 245 Re R= Se 6 131| —4|_—*1892/'48 bs 
Maine ‘49) ' 156) | | 58 90 73 53 12 | 2 23) 5 9 3 486 |'49 Maine 
2 ‘48 3 202 I | 3 37 | 165 47 97 7 | 10 2 38 2 35 651 | ‘48 - 
Maryland ‘49 3 7| 236) | 2 118 6 169 | 47 110 | 13) 2 9 30 3 18 5 778 |'49 Maryland 
‘48 8 5 326 ! 5 5 94 25 298 | 63 135! 26 22 2 57 8 84 2 1166! '48 = be rs 
Massachusetts ‘49| 12 6 261 6) 7 149 216 i 76 104 23 | 8 6 63) 25 12 976 ‘49 Massachusetts 
‘8! 12} 10} 375}_ st} 2} 23}? 2| 446 93! 160 | 34 | 3 2} 89) ~—si4|_—_—84 S| _1534|'48 is sa 
Minnesota ‘49| 1) | 723) | 4 | 166) 3 352 102 210 29 | 172 6) 18 4 1791 ‘49 Minnesota 
7 _'48 4| 589) 5) 24) 7 188 4 610 | 114 319) 12) 30 114 30 174 | 2226 | '48 a 
Montana "9 | | 189) | 2! | 45 105 | 59 72 1! | 8 46 2 39 571 |'49 Montana 
2 48 | 2% | 25 97| 12) 247 64' 200 i| 4 31 66 1| 150 1175|'48 
North Carolina ‘49 | 1} 807) I 2 6) 279 2 575 183 191) | 3! | 6) 132) 14 71 14| 2315 ''49 North Carolina 
et ‘48! 6) | 1114! 2 6 3) 261; 7|_—78 131 112 238 | 45 | 22 | 194 28) 233 129 3310) '48 co 
North Dakota ‘49 | | 347) | 6) | 71) t| 113) | 52 87! | 1) 53 | 20 | 753 |'49 North Dakota 
‘48 | 262! 2 20 43 9 237 2 33 225) 8 12 4 _30 2) 78 963 48 
Oregon ‘49| 3) | 304) | 2! 1) 14h} | 182) 9 101! 9) 2) 2 7% 3 39 14 998 |'49 Oregon 
‘48 4| | 331} 15) 15! 3 167} —s8}_— 282 | 105 202) 12} 12 10 4 138 24 LL) 7 1490) '48 , 
Pennsylvania ‘49| 22) 21| 1070) 3) 21) 4, 499) 7| 632 316 380! | 46 17 2 159) 60 69 17 3345 | ‘49 Pennsylvania 
Xa ‘48:38! 50} 1080), = 7/75) 7) 456} ~—o34)_—s*1150/ 4) 386) 5) | 12 | 65 —sit|_—379)~—79|_—447)_—stt' | «5032/48 en 
South Carolina 49 6] Ym UCM 105 227 ns) ~ i i ss, 3) 1 974)"49 South Carolina 
ea 1 373 4| 9% 3 293 62 88 I 10 59| 9 76 1084|'48 Se i 
South Dakota ‘49 | | 362) | 5 1} 83 133 48 142 | 2 54 2 30 I 864 | '49 South Dakota 
ie ; 48) 241 7 2 23 73 9 170 48 240 2 7 7 64) 4 ___ 82 3 965 ‘48 a a . - 
Utah ‘49 160) 3 72 80 66 83) 2 | 40 2 34 4 547 ‘49 Utah 
ee _ *48 143 6 48 2 83 36 53 | 5 2 38 5] 37 2 461 |'48 F aa Pan 
Vermont ‘49) | I 58) 1} 24 33 19 30 20 2 12 201 |'49 Vermont 
_ ir St a 7% Pa SS | 5| __ 26 2 77 f 20 34 3 6 18 3 38 | 295 | ‘48 Oe as ae 
Virginia *49| I! 595 | 1! 170 284 123 108 5 5 66 16! 33 | 1409 | ‘49 Virginia 
aa ‘48 wl 594) Z 8 12 136 ' 629 116 178 6 14 97 12 184 | 2006 ‘48 ae ” is 2 
Washington ‘49 315) 5 | 177 221 138 132 2 4 6 76 5 35 3 1119) '49 Washington 
Py. ' ‘48 c 508 i] 191 17) 227 1! 498 170! _305|_—s12|_—sat 25 4| 167) 15) _139 92144) '48 | Oo 
30 States Reported ‘49, GY 54) 13210) 4) 169) 97) «4205; 33) 7400) =) «3119) 3723) ~=«21) S247) ~—S«9)~S—Si2),—Ss«*S| 2062) 295) 1042) «10736116 1'49 30 States Reported 
to Date for July ‘48 128 101} 13131) 88! 615 224| 4220 243) 11603 145) 2997) 61I5 30 47| 563 26) 2822 454, 4071 198; 48245\'48 to Date for July ; 
Year ‘49 1005!  829/185720 598; 3118) 2000) 62216 777| 89504 205| 42647; 49008! 230! 3291' 235) 2281 138! 30394! 4491! 21083) 1772| 501542''49 Year 
to Date Dad te ‘48 1585! 1781!167417! 1506! 6188! 3467! 62406; 2849! 130455! 576| 37519! 76381 235| 5997 6848 272| 26356| 6843! 42237' 1844! 582762''48 — to Date 
The following advertised delivered prices club cpe., $1,534.25; Special Deluxe P18 
soe 2 ae a a the e e 4-dr .sed., $1,644; club cpe., $1,617.50; 
les. ey include er very | T p A tT | conv., $1,997; stat. wag., $2,387. 
iit ate nena | Current Prices on New Automobiles peirtaay seminar fencer. oe. 
charges, state sales taxes, or optional | a ppt al ge he ud iS. 
equipment. $2.327.50; conv., $2,761; Saratoga (eight) HUDSON Super Six 4-dr. sed., $2,- | sed., $2,363; 2-dr. sed., $2,338; club cpe., | jyxe $2. 622): Streamliner Eight—4-dr sed 
BUICK—Special Series 40—4-dr.  sed., (Presto-Matic standard)—4-dr. sed., $2,- | 206.50; 2-dr. sed., $2,156; club cpe., | $2,359. $1,808 (deluxe $1,903): sed cpe $1 758 
$1,925; 2-dr. sed., $1,872; bus. cpe.. $1,- | 635; club cpe., $2,608.75; New Yorker | §2.203.25; bus. cpe., $2,053.25; conv., §2.-| OLDSMOBILE — Series 76 — 4-dr. sed., | (deluxe, $1,853): stat. wag., $2,611, (de- 
819; Super Series 50—4-dr. sed., $2,157; | (eight) — (Presto-Matic standard) — 4-dr. | 798.75; Super Eight—4-dr. sed., $2,295.50; | $1,332 «deluxe, $1,974); 4-dr. town sed..| luxe. $2,690): Chieftain. Six—4-dr. sed., 
2-dr. sed., $2,059; conv., $2,583; stat. | S¢d., $2,750.75; club cpe., $2,724.50; conv., |2-dr. sed., $2,245; club cpe., $2,292.25; | $1'391 (deluxe, $1,963); 2-dr. sed., $1,758 | $1,761 (deluxe, $1,856); 2-dr. sed., $1,710 
wag., $3,178; Roadmaster Series 70 — | $3,230.75; Town & Country conv., $3,994.75. | Commodore Six—4-dr. sed., $2,382.75; club | (deluxe, $1,900); club cpe.. $1,732 (deluxe, | (deluxe, $1,805); club epe.. $1,710 (deluxe, 
(Dynafiow standard)—4-dr. sed.. $2,735; CROSLEY—2-dr, sed., $959; conv. sed., |CPe., $2,358.50; conv., $2,951.50; Commo- | $1,373): conv., $2,148; stat. wag. deluxe, | $1,805): bus, cpe., $1,587; conv. deluxe. 
2-dr. sed., $2,618; conv., $3,150; stat. | $959; stat. wag., $991; roadster, $908. dore Eight—4-dr. sed., $2,472; club cpe., | $2,395; Series 88—(Hydra-Matic standard) | $2,138; Chieftain Eight—4-dr. sed., $1,829 
wag., $3,734; Riviera, $3,203 | DeSOTO—Deluxe—4-dr. sed., $2,006.25; | $2,447.75; conv., $3,040.75 4-dr. sed., $2,244 (deluxe, $2,375); 4-dr. | (deluxe, $1,924); 2-dr. sed., $1,779 (deluxe, 
CADILLAC—Series 61—4-dr. sed., $2,-|club cpe., $1,995.75; Carry-All sed., $2,- KAISER — Special 4-dr. sed., $1,995; | town sed., $2,233 (deluxe, $2,364); 2-dr. | $1,874); club cpe., $1,779 (deluxe, $1,874); 
893; sed. cpe., $2,788; Series 62—4-dr. sed., | 210.50; stat. wag., $2,979.25; Custom— | Traveler, $2,088; Deluxe—4-dr, sed., $2,-|sed., $2,170 (deluxe, $2,301); club cpe., | bus. cpe., $1,656; conv, deluxe, $2,206. 
$3,050; sed. cpe., $2,966; conv., $3,497; | (Tip-Toe Shift standard)—4-dr. sed., $2,- | 195; Vagabond, $2,288; conv., $3,195; Vir- | $2,143 (deluxe, $2,274): conv., $2,559: stat. | 77a . , 
Coupe de Ville, $3,497; Series 60 Special— | 193.75; club cpe., $2,175.75; conv., $2,598. | ginian, $2,995. wag. deluxe, $3,296; Series 98 —- (Hydra-|, STUDEBAKER — Champion Deluxe — 
4-dr. sed., $3,828; Series 75—5-pass. sed.,| DODGE—Wayfarer—2-dr. sed.,' $1,755; | LINCOLN — 4-dr. sed., $2,574.50; club | Matic standard) —4-dr. sed., $2,500 (deluxe, | 4-2. Sed., $1,688.50; 2-dr. sed., $1,656.75; 
$4,750; 7-pass. sed., $4,970; 7-pass. Im- roadster, $1,744.50; bus, cpe., $1.628.75; | cpe.. $2,527; Cosmopolitan—4-dr,. town sed., | $2,594); 2-dr. sed.. $2,426 (deluxe, §$2.- t cpe., $1,683; bus. cpe., $1,588.25; 
perial, $5,170; 9-pass. sed., $4,650; 9-pass. | Meadowbrook—4-dr. sed., $1,865.75; Cor- | $3,238; sport sed., $3,238; club cpe., $3,- | 520); conv, deluxe, $2,973; Holiday, $2,973. | Crampton Regal Deluxe—4-dr. sed., $1,- 
Imperial, $4,839. onet —4-dr. sed., $1,944.75; 4-dr. town | 185.50; conv., $3,948. - , 762; 2-dr. sed., $1,730.50; club cpe., $1,- 
CHEVROLET — Fieetline Special — 4-dr. | sed., $2,029; club cpe., $1,931; conv., $2,-| MERCURY —4-dr. sed., $2,031; club cpe., |, PACKARD — Eight — 4-dr. sed., $2,249; | 756.75; bus. cpe., $1,662; conv., $2,086.25; 
sed., $1,460; sed. cpe., $1,413; Fleetline | 346; stat. wag., $2,882.50. $1,978.50; conv., $2,409.50; stat. wag., $2.- 2-dr. sed., $2,224; stat. wag.. $3,449; De- | Commander Deluxe—4-dr. .sed., $2,019.25; 
Deluxe—4-dr. sed., $1,539: sed. cpe., $1,- FORD — Six — 4-dr. sed., $1,472; 2-dr. | 715.50. luxe Eight—4-dr. sed., $2,383; 2-dr. sed., | 2-dr. sed., $1,987.75; club cpe., $2,014; 
492; Styleline Special—4-dr. sed., $1,460; | sed., $1,425: bus. cpe., $1,333; Custom Six | NASH — 600 Super — 4-dr. sed., $1,811; eee ee ig gg) ~ ae ei aa 
-dr. ., $1,413; club ., $1,418; bus. | —4-dr. sed., $1,558.50; 2-dr. sed., $1,511; | 2-dr, sed., $1,786; cl rpe. ,808 ; . oneeee & —— SCF. Oe, ax “GF, | S0d., »260.00; S-Gr, sed., 
aa. See, om eas.. & ze — | Z-de. ed., ,51.786; club cpe., $1,308; 600 | s2919; 2-dr. sed., $2,894; conv., $3,350; | $2,108.75; club epe., $2,135; bus. cpe., $2.- 


epe., $1,339; Styleline Deluxe—4-dr. sed., 
$1,539; 2-dr. sed., $1,492; club cpe., $1,508; 
conv., $1,857; stat. wag., $2,267. 
CHRYSLER — Royal (six) — 4-dr. sed., 
$2,153.75; club cpe., $2,133.75; stat. wag., 
$3,151; Windsor (six) -— (Presto-Matic 
standard)—4-dr. sed., $2,348.50; club cpe., 





club cpe., $1,511; Eight—4-dr. sed., $1,546; | Super Special 


2-dr. sed., $1,498.50; bus. cpe., $1,419.50; 
$1,637.50; 2-dr. 


; club 


| Custom Eight—4-dr. sed., 
}sed., $1,590 


cpe.. 


$1,595 


$1,948.50; stat. wag., $2,263.50. 
FRAZER—4-dr. sed., $2,395; Manhattan | 4-dr. sed., $2,243; 
—4-dr, sed., $2,595; conv., $3,295, 


.50; 





| cpe., $2,191: 


| cpe., 








$2,239; 


—4-dr. sed., $1,849; 2-dr. 
| sed., $1,824; club cpe., $1,846; 600 Custom 
—4-dr. sed.. 


$2.000; Ambassador Super— 


conv., | 4-dr. sed., $2,195; 


2- 


dr. sed., 


$2,170; club 


Ambassador Super Special— 
2-dr. sed., 
Ambassador Custom — 4-dr. 


$2,218; club 





7-pass. sed. 





975; conv., 


PLYMOUTH — Deluxe P17 — 2-dr. 
$1,855; bus. cpe., §$1,- 
sed., $1,566; 


$1,507; Suburban, 
385.75; Deluxe 





, $3,950; 
$4,520. 


lim., 


—(Ultramatic standard)—4-dr. 


Pis—+-dr. 





$4,100; Custom 





sed., 








stat. 


4-cyl, 


wag., 


040.50; Land Cruiser 4-dr. sed., $2,327.75; 
sed,, $3,- | Coav., $2,467.50. 

WILLYS-OVERLAND — Jeepster conv., 
$1,602.22; 
6-cyl. 
sed., $1,866.92. 


stat. wag., $1,708.89; 
$1,814.14; 6-cyl, stat. 
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sioner Clifford J. Fletcher of the 
bureau of motor vehicles launched 


fighways & Safety... 



































e the program when he signed an 
State Dealer Bodies “yim nti" 
NORTH DAKOTA—George 
. | Dixon, manager of the Automo- 
| bile Dealers Assn. of North Da- 
: | Plan New Drives iota, reports that ‘dealers have 
| o | | been backing up the Man-to-Man 
oe EALER associations ‘in various | purchased 10 safety posters for dis- sy a, Ge oe pe camer 
77 606 . states have intensified their| play during the program period. A pan wi 
Tlee | various safety programs to in-| special letter has been sent by the| Teach 62,000 youths between 16 
3} 1092 | erease good driving, especially|dealers to 8,000 service customers | and 25. 
9, 54: | among teen-agers. telling them the safe-driving agree-|_UTAH-—The Utah Automobile 
i2|_ 4370 Most groups are sponsoring Man-|ment cards are available at the | Dealers Assn. has launched a fam- 
2 4043 to-Man and Dad-to- Daughter | dealerships. ily agreement program, with safety 
2309 agreements, while others have also » & “es chairman Frank B. Streator, Chev- 
494 included car- EBRASKA—Art Miller, Pontiac rolet dealer of Salt Lake City, at 
| 7303 check campaigns dealer in Omaha, heads the its helm. 
_| 3729 and high school safety committee of the Nebraska The UADA has also encouraged| THIS FOLLOWS SCHOOL DAYS—Second annual reunion for Midwest region graduates 
2 2405 driver training New Car Dealers Assn. His com- dealers to contact local school! of the yo merchandising school was held recently in Chicago. W. K. Edmunds, Midwest 
ae courses. Over mittee, through the association’s boards and urge teachers to go to Heflin, head ot &k aioe, was Gann Oe Saas, Walle be dame rouston goo sate ©. 
4] 4543 750,000 family 500 dealers, are presenting certifi- the driver education institute at dealer employe relations, service, parts and accessories, new truck sales, business manage- 
1 9941 safe-driving cates to the son or daughter sign- Brigham Young university, Aug. aot. ee spending gontvals, 08 wed cars and trucks were made by graduates 
se ae es ing a pledge. The certificate is|29 to Sept. 3. Tou H < the AllStar football game. ee ee 
1) 1557 ~|signed by Gov. Val Peterson, the —n ae | NS —— (a a 
1424 sued, with more : : 6 2 6 | 
3) 12626 associations expected to join the poe gh me ee ; : Lobbying Fees )one showing an expenditure of 
7 ; “| and Miller. Wisconsin Cracks Down 96.20 
3}__ 81 campaign, according to the Inter $ by A. J. Staby of Auburn, 
2) 8867 Industry Highway Safety Com- NEW YORK—A. H. Bartlett,| Driving privileges of 7,454 per- | CONCORD, N. H. (UTPS)—| representing the New Hampshire 
0} 5068 mittee. chairman of the New York safety|sons were revoked or suspended in Among the many required reports} Truck Owners Assn. 
| 1736 Following is a run-down of safe- a. = teen ee = s during the first seven| being filed in the secretary of nr 
a ty contributions in various states: n- otion o e family|months of this year, the motor|state’s office by lobbyists at the| 7° fee! the pulse of the auto industry, 
: 2480 y CALIFORNIA — Th » abt |safe-driving agreements. Commis- | vehicle department announces. \past session of the iogidhatere —<— oe 
| 2167 Daughter agreement program | 7 Se oe ee ee ee —————— a — 
_|__1278 has been highlighted by the sign- | = : _ -—————__—_—___—_. a 
| 7 ing of Gov. Warren and his | a. oe 
1 1088 daughter, Dorothy. | 
| 708 Family agreements are being dis- 
‘| 8597 tributed in the northern part of 
)| 5966 the state by the 840 members of 
5| 6189 the Northern California Automo- | 
| __5086 bile Dealers Assn. Chairman of the 
1 one committee, Karl T. Goeppert, Dodge e 
79336532 dealer in Oakland, reports excel- 
| 1787576 lent cooperation by all dealers. 


Dealers in Southern California 
checked 357,131 cars during a re- 
cent Check Your Car—Check Acci- 
dents program, according to 
Charles H. Elmendorf, secretary of 
Motor Car Dealers Assn. of South- 
ern California. 

+ ” *” 

YONNECTICUT—Members of the 

Connecticut Automotive Trades 
Assn. are planning statewide pro-| 
motion of the Man-to-Man and| 


AMERICA'S No. 1 
INDUSTRY 


Like « Blanket! 








‘iously Dad -to-Daughter agreements in| 
r July conjunction with the opening of 
Arizona schools in the fall. 


maeticut INDIANA—G. L. Schaus, chair-| 
man of the Indiana safety commit- | 


tee and a Studebaker dealer in| 











olurnbia 
i South Bend, reports South Bend | 
Kense dealers have purchased driver-test- More than 40,000 copies of the 1949 Al- 
= am ing and training devices for local | ill Lian @ ‘ 
Maine | high school driver-training pro- | manac are still working for advertisers. The 
aryland oa. ' . . | unanimous verdict: ‘Bigger, better, more 
ey are also promoting a local | ‘ ‘a 

cee naar aenaien. Salen which | comprehensive and valuable than ever. 

ey time anyone wishing to take the th - 
nnesota tests may do so. Success of this| facts, figure an 
— activity will determine similar pro- 
rontene motion on a statewide basis. 


a MARYLAND—The Man-to-Man_ Make Automotive News Almanac for 1950 


and Dad-to-Daughter agreement | 
Dakota program of Authorized Automo- 


sas || ‘tle, Dealers of Bethenda-Chevy | _A MUST in Your Next Year's Ad Budget! 


mame ers appearing on television and | 
sili tad radio and planning of a special | 














no wasnny oe eS, =. For full information on the automotive field, adver- AUTOMOTIVE NEWS can now claim... 
sats; dg tisers depend on Automotive News, published weekly ’ 
Ha Each member of the group has | from the center of the automotive world. Annually, (1) Largest circulation in its history — more than 
= oe ee | 

i for 13 years, a comprehensive ALMANAC has been 37,000 ABC weekly. 
ormon published—the ONE reference book referred to con- (2) Highest renewal percentage of any automotive 
sais g P g y 

rginia stantly throughout the year by everyone who counts business paper—88.9%, sent directly to the 
inaton in the automotive industry. publisher without any other inducement what- 
wee The 1950 Almanac offers exceptional value as an wearer 
eae advertising medium. Make certain that YOUR prod- (3) Top readership; most quoted automotive pub- 
Year p P; q p 
— ucts and YOUR trade name are advertised in the lication; highest leadership. 

it 1950 Almanac. 

17.50; a, eS 
(i; Distributed with Issue of June 5, 1950 . | Automotive Tews 
} he- First Forms Close April Fifteenth By (eascen ate Veteese atasolne, 
‘ae MAKE SPACE RESERVATIONS THROUGH ANY OFFICE | My. 
$1,710 SE 

eluxe | 

eluxe | ‘a . “ 
$1,829 No Other Business Paper Covers an Industry om! | (Npaetie 

ore) More Thoroughly or Serves It Better!"’ ' 

xe — , < 
56.75: Member oe Member Sara 
88.25; CHAMP MANIPULATOR—Daniel C. Wall, @ Ant t N 

7. veteran one oF are Cartage as Stor: nino tue Plus @ ' TS 

36.25: See a eeeeie: wee, ., on os —, in a ae . 4 n ena 
xirt held in Detrsit *to ane tot scophies. ater Penobscot Building, Detroit 26, Michigan The Newspaper of the Industry 
Regal being awarded the Edison Smith memorial 

se fh OE _ 

82." po glen. lay By Fig ol a es * Advertising Offices: New York, Edward Kruspak, Adv. Mgr., 51 E. 42nd St., Murray Hill 7-6871; Chicago, J. Goldstein, Western Manager, 
27.75; trophy he is holding for being one of the 360 N. Michigan Ave., State 2-6273; Los Angeles, R. H. Deibler, Adv. Rep., 2506 W. 8th St., Federal 0303; 

ony. | sangre be See ee Sa Detroit, Dick Webber, Adv. Rep., Penobscot Building, Woodward 3-0495 

8.89 ; body, as did 17 of the 22 champion drivers 

stat. of Michigan who competed in that event. | Saas 
























Affecting Factories and Dealers .. . 


Auto Advertising 


for a total of $59,296,000, the sec- 
an item on the ton three automo-|ond highest classification. First is 


Recently, Automotive News had 
groceries, with $103,568,000. 
Broken down, automotive in- | 
cludes $32,707,000 spent on pas- | 
senger cars, $2,464,000 on trucks 
and tractors, $7,870,000 on gas | 
and oil, $1,670,000 on tires and | 
tubes, $1,250,000 on parts and ac- | 
cessories and $741,000 on avia- | 
tion. | 
The automotive classification was | 
up 101.3 percent compared with 
1939. Biggest gainers were radio 
and television, up 683.1 percent, 
and industrial, up 588.9 percent. 
General Motors was the top au- 
tomotive advertiser in newspapers, 
spending $15,282,575 in 1948, as fol- 
lows: Buick cars, $5,366,744; Cadil- | 
lac, $1,237,050; Chevrolet cars, $3,- 
359,301; Oldsmobile, $1,509,939; Pon- 
tiac, $1,755,406; Chevrolet trucks, 
$639,996, and GM trucks, $170,050. 
GM, by the way, was top adver- 


tive advertisers in newspapers, as 
released by the Bureau of Adver- 
tisers, American Newspaper Pub- 
lishers Assn. 

Since interest was expressed on 
how the others stood, we are print- 
ing the complete list. 

The bureau points out that fig- 
ures are for 1948 and are based 
on 908 newspapers in 664 cities 
of 10,000 population and over. 
These papers have 88.3 percent 
of the total U. S. weekday circu- 
lation and 93.4 percent of the 
Sunday circulation. ; 

However, totals for advertfSers 
who use newspapers extensively in 
smaller cities may be understated, 
the bureau says. 

Under automotive, the bureau 
lists aviation, gas and oil, parts 
and accessories, cars and trucks, 
tires and tubes and miscellaneous, 


TO Sy ae 
td ee) 





tion stunt. 


tiser of the first 100, including non- 
automotive as well as automotive 
firms. 

Ford was fifth among all ad- 
vertisers and second in automo- 
tive, with $5,763,933, which was 
divided this way: $2,545,974 on 
Ford cars, $719,793 on Lincoln, 
$1,046,819 on Mercury, $866,827 on 





PINION 

















AN ADDED ATTRACTION AT ATTRACTIVE USED-CAR SALES LOT—Marker Motors (Ford), | €T; 
New Haven, Conn., was host to Barbara Smetana, Miss Connecticut of 1949, as a promo- 





|tive and 17th general, with $2,341,- 
|585. Chrysler cars accounted for 
| $310,613, Chrysler and Plymouth, 
| $80,036, DeSoto $100,811, DeSoto 
and Plymouth, $25,896, Dodge cars, 
$787,028, Dodge and Plymouth, $40,- 
832, Dodge trucks, $126,905; Plym- 
|outh, $689,438. 


he Packard was fifth in automo- 
. tive and 31st general, with $1,- 
446,463; Hudson, sixth automo- 
tive and 39th general, with $1,- 
107,552; Nash-Kelvinator, seventh 





| automotive and 52nd_ general, 
| with $844,340. Studebaker was 
eighth automotive and 54th gen- 
| eral, $828,994; Willys, ninth auto- t 
' | motive and 58th general, $792,- { 
| 796. Crosley spent $101,145. 
Advertising of would-be auto 
|makers included $273,469 by Tuck c 
$50,621 by Keller Motors and \ 
| $26,549 by Playboy. s 
* * * a 
Lincoln and Mercury, and $427,- Purolator Ad Head . ; 
150 on Ford trucks. | Karl H. Mayers, formerly with 
SalienDeneae wes third to ante. | U. S. ‘Rubber Co. ina promotional t 
—") : | capacity, has been appointed ad- 
motive and 13th in the first 100, vertising man- a 
| with $2,808,661, apportioned $394,-| ager of Purolator 7 
| 130 on Frazer, $263,101 on Kaiser|products, Inc. c 
and $2,151,430 on Kaiser and Frazer|Newark, N. J., 
| Cars. ; 'Carlos D. Kelly, : 
Chrysler was fourth in ee eae - president, ; 


announces, 
Mayers, a grad- 
juate of Colgate 
|university, served 
|as an aerial gun- 
nery Officer in the 
Navy during the 
last war. His ap- 
pointment, Kelly said, is another 
step in Purolator’s intensified sales 
and promotional program on its 
fuel, lubricating oil and other 
types of filters for automobiles, 
aircraft, farm implements and in- 
dustrial uses. 
+ + * 


Truck Drama 


Special tribute will be paid to 
the courage and skill of truck 
drivers in a _pre-Labor Day 
| broadcast devoted to highway 
| safety. The broadcast will be on i 
| the “Big Town” program over 
| the National Broadcasting Co.’s 
| coast-to-coast network, Tuesday 
| night, Aug. 30. The show, spon- 
| sored by Lever Brothers-Lifebuoy, 





K. H. Mayers 


















is titled “The Fatal Decision” and a 
will tell the story of a_ truck q 
| driver forced into a split-second b 
| decision by two jaywalking pe- le 
| destrians and a reckless driver, 0 
who runs through a red light into Si 
his path. i 
| Screen star Edward Pawley, u 
| who plays the role of Steve Wil- tl 
| son, crusading editor, and Fran . 
| Carlon, as his girl reporter, Lore- ( 
lei Kilburn, will carry the show i fe 
| through a series of dramatic in- 
| cidents following the collision. : 
| Through their efforts, the truck i 
| driver is cleared of a man- o 
| Slaughter charge, placed against ti 
him after the reckless driver tl 
leaves the scene of the accident. ir 
Comes complete in wooden Ss 8 @ a 
box... ideal for the bench. Peterson’s Wife Dies 3 
ir 
The wife of Ernest W. Peterson, si 
iS for 26 years automobile editor of fe 
Here’s that amazing Pelican Pinion Depth Order one now. Use coupon below. When the ye ee eee ee | ic 
. . ‘ ; in a Portlan ospital. e was 
Gauge...the new invention that handles the you get your DEPTH GAUGE... give it the Ag Rl gg: ge a Mg = 
whole rear-end job on all ’49 Fords, acid test in your shop for 30 days. Then... duatty and frequently was dinner /: & 
‘ . ‘ : : ~ os ‘ guest in Portla paler é 
Mercurys, Lincolns...including Station if you’re not completely satisfied that it meetings. Fe ee eee E 
Wagons and F1 Ford Trucks. It does these _—saves you time... money...and labor... gee ees: . 
things— . proved in shop after shop--: return it to us and get your money back. or me ics ean os 
ate ; ' cCallister Auto Co. udebak- 
1. Handles whole rear-end Shipping charges included! er), Albuquerque, N. M., is spon- P 
° ° . 7 soring “Favorite Story,” narrated : 
job quickly, accurately. $g4%5 F.O.B. San Diego, Calif. by Ronald Colman over KGGM, a 
2. Pre-determines pinion (We Pay Freight on Orders of Six or More) $ 95 Albuquerque, Thursday evenings. tk 
* ” a 
depth. Speedily tells With Ames No. 45 Micromatic Dial Indicator ye Nemees fe 
whether pinion is plus Roche, Williams & Cleary, Inc., 
or minus. t nad 3 1} ew 83 ST! Chicago advertising agency, an- N 
- 4 nounces that John Hayes Kelly, Me 
i « ™ P 4 , é long-time co director and ac- 
3. Checks 7 gear run-out. 5% Discount if check accompanies order count anne od of the organiza- s 
4, Checks ring-gear back-lash. eg Pr oes has been made a vice-presi- a 
Nothing else to do. No other tools needed, Bay Shore Motors W. Arthur Fielden has been ap- Ss 
Just setitinhousingandreadtheindicator. [jj aie af D Giyeek, Sus Ging 1, Coltfernio Ee ee re of the radio and tele- sé 
=~ Yes, send us the Pelican Pinion Depth Gauge. 30-day test must ae epartment of the Detroit dc 
; rt prove satisfactory or we get money back. @ offices of Campbell-Ewald, H. G. al 
HERE 5 OUR FAIR AND Little, general manager, announced. 
8 Ordered by a Robert Dudley and Nan Whirl will 
SQUARE OFFER: be assistants in the department. 
f 3 Company 4g which will continue to be under 4 
We want you to test this amazing the supervision of Win Case of the 
. fa ; Address New York offices, vice-president in “ 
Pelican Pinion Depth Gauge in ea en P g charge of radio and television. Wil- 5 
your own shop for 30 days. - nate liam H. Gage jr., account executive . 
a Send check with this order... take 5% discount. g ye — Bb nag in the Detroit li 
’ a -. offices, has n promoted to head 
A REAL DEAL FOR YOU. SSR RE Reee eee oe |e 
| assisted by E. W. Brown. » 





= 


mo- 


mo- 

$1,- 
nth 
ral, 
was 
zen- 
uto- 
192,- 


auto 
uck 
and 


with 
onal 
ad- 





ther 
ales 
its 
ther 
iles, 
in- 


to 
ick 
lay 
yay 


ver 
0.’S 
lay 
on- 
oy, 
nd 
ick 
nd 
pe- 
er, 
ito 


ey, 
ril- 
an 
re- 
ow 
in- 
on. 
ck 
n= 
ist 


nt. 


son, 
of 
itly 
vas 
in- 
ner 
ler 


ak- 
on- 
ted 
7M, 


AUTOMOTIVE NEWS, AUGUST 29, 1949 








| AUTOMOTIVE WASHINGTON 





More Research Urged 


On Accident Causes 


By William Ullman 
Washington Correspondent 
cone research is badly needed to determine the exact 
cause of highway accidents so proper measures can be 
taken in the future, according to Sidney J. Williams, assis- 
tant to the president of the National Safety Council. 
Addressing the American Optometric Assn., Williams 


called special attention to the ®—————— 


vision factor in accidents, but 


stressed that most crashes 
are due to a combination of causes, 
some of them reaching into the 
environment of the driver himself. 

Even considering the single fac- 
tor of poor vision as a cause of 
accidents, he said, it is important 
to take into account the “element 
of compensation.” 

The driver who knows that he 
has a serious physical defect can 
get along safely by using extra 
caution, he added. In such a way, 
he explained, it 
would be possible 
for a person with 
poor sight to 
drive safely if he 
exercises special 
care and is never 
confronted with 
an emergency 
which finds him 
at a disadvantage 
because of his de- 
ficiency. 

Williams noted 
that “statistics to prove that good 
vision is important to safety are 
not very convincing,” pointing out 


Used-Car Notes 





William Ullman 








Ohio Tightens Title Rules 


For Auction Operators 
COLUMBUS, O.— Operators of 


auction lots are now being re- 
quired to take title to all automo- 
biles held for sale, including those 
left by the owners for sale by the 
operator of the lot or one of his 
salesmen. It is said that in some | 
instances the auctioneer has been 
unable to produce the price set by 
the owner and it has become nec- 
essary for the car to be returned 
to the owner and the title trans- 
ferred back. 

The state department of taxation 
says it must be definitely estab- 
lished that the car being turned 
over is the same car for which 
title was taken by the operator of 
the lot at the time it was placed | 
in his care for sale. It adds: “Then 
and then only may the owner of 
the lot procure title in the orig- 
inal owner’s name through the 
same procedure that has been in 
force many years when finance 
companies returned repossessed 
cars to original mortgagers.” 

* * * 


Black Mart Sales in 1945 


Bring Refund Penalties 


MIAMI.—U. S. Judge John W.| 
Holland has ordered two Miamians 
who sold used cars at black market | 
prices in 1945 to refund the over- 
charges, and in one instance he 
imposed treble damages. The gov- 
ernment will get the money, since | 
the housing expediter’s office, suc- | 
cessor to OPA, did not ask refunds | 
for the persons overcharged. 

Noble D. Dean, who operated 
Noble D. Dean Used Car Co., form- 
erly at 795 W. Flagler St., was 
ordered to pay treble damages of 
$693. J. M. Jones, of 65 N. W. 21st 
St., was ordered to pay $224, the 
amount of overcharge on a car sold 
to J. L. Adams, sr., 77 N, W. 30th 
St. Asst. U. S. Attorney F. W. Botts 
said the federal court’s once heavy 
docket of wartime OPA cases has 
about been cleared up. 


Clerk Admits Larceny 


MILWAUKEE.—A former clerk 
at King Braeger Chevrolet Co., a| 
south side dealer, has pleaded 
guilty to larceny of $3,811 in cash 
and $6,024 in checks from the com- | 
pany. The clerk, Mrs. Georgia Col- 
lins, was arrested in Detroit. She 
admitted having paid $2,300 for a 
new car and spending other sums 
in Chicago and Minneapolis. 








that only 2 percent of approxi- 
mately 5,000 industrial accidents 
analyzed were blamed on _ poor 
sight. This exact percentage ap- 
plies also to drivers involved in 
fatal accidents, he said, although 
bad vision certainly has been a 
factor in a much larger number 
of highway accidents. 

The importance of good eye- 
sight to safe driving has been 
recognized by most states by re- 
quiring all driver applicants to 


si 


pass a sight test. An outline of 

simple but adequate exams and 

how they should be given is ex- 

plained in a joint publication of 

the American Assn. of Motor Ve- 
| hicle Administrators and_ the 
American Optometric Assn. 

The AAMVA asked the optome- 
tric association to co-publish this 
work to improve visual sharpness | 
|tests and to emphasize the part | 
| vision plays in safe driving. It is | 
called “Manual on Drivers’ Vision | 
Test.” 





* * * 


Faster City Traffic 


COMPREHENSIVE urban re- 
development program’ should 
include plans for the improvement |< 
of main thoroughfares to speed up | —* 
the flow of traffic on city streets,| ~- 
Maj. Gen. Philip Fleming, federal | = 
works administrator, told members . s 
of the American Road Builders | Genuine horsepower moved this 
Assn. at a luncheon meeting here. | vehicle invented more than 50 years 
Discussing “The Road Builders’ |%9°. A treadmill adaptation did the 


| Place in Urban Development,” Gen. | trick. 
| Fleming declared that slum clear- | " - — 
|}ance and other civic improvements | vehicle registrations, he noted, 


should be integrated with highway 


construction to prevent “waste, in- | h@ve risen from 30,638,000 in 1945 


efficiency, and duplication of of-|to an estimated 40,700,000 at the 
fort.” | end of 1948, an increase of more 
Private and commercial motor)|than 10,000,000 in three years. 








21 


Bonuses by Ford 
For Suggestions 
Top $200,000 


DEARBORN. — More than 4,000 
|employes of Ford Motor Co. have 
|}earned nearly $200,000 in the past 
two years for suggestions that im- 
| prove the health, safety, working 
conditions and manufacturing oper- 
ations in their plants, John S. 
Bugas, industrial relations vice- 
president, announces. 


Seven have earned $1,500 each 
for their suggestions. Payments 
have averaged $48.05. The sugges- 
tion system was instituted at the 
Detroit plant of the Lincoln-Mer- 
cury division and in Ford’s steel 
division in August, 1947. Since then 
it has been extended to a total of 
61 plant units and parts depots, 16 
of them in the Rouge alone. 

Since Aug. 1, 1947, 23,810 sugges- 
tions have been submitted by em- 
ployes participating during the 
first two years. So far, 5,974 sug- 
gestions have been adopted and 
4,049 awards have been made, An- 
other 1,925 awards will be made as 
soon as the amount to be paid can 
be determined. 





NOM « Complete Radiator Repair and 
me a) ae ee 


BUILD PROFITABLE YEAR-ROUND BUSINESS WITH THIS SPECIALTY SERVICE 


Let us show you how you can bolster sagging profits with a 
complete Radiator Repair Department. Other dealers are doing it 
at an increasing rate each month. 


Here is an opportunity for developing new business throughout 
your trade territory. Only moderate capital outlay required to set 
up a specialty department which will bring owners of all makes 


of cars to your dealership. 


The Radiator Repair and Service field is the last great frontier of 
the automotive service industry, opening new horizons for profit 
to the alert and progressive operator. With Inland’s modern, labor- 
saving equipment, minimum floor space requirements and all other 
expense items of operation considered, no other phase of auto- 
motive service will pay such a satisfactory return. 


Inland-equipped Radiator Departments are easy to install and 


operate. Not complicated . . 


help you get started by training your personnel and providing 


detailed plans for establishing 


The demand for Radiator Service is increasing . . . the market oppor- 
tunity phenomenal. Future profit or loss may depend on decisions 
you make now! Write, wire or phone us today for full details. 


1108 Jackson Street ° 


Order this 
| “Blueprint” 


FREE! 


Write today for the interesting bro- 
chure “Blueprint for Profit.’’ Contains 
factual data on Radiator Service, the 





important new automoiive service di- 
vision. Tells how to build customer 
satisfaction ... additional volume... 
additional profits. Must reading for 


alert management! 


Equipment Div.—Dept. A-1 
OMAHA 8, NEBRASKA 


factory return. 





Make Money e Save Time e Control 
Work Quality e Get New Customers 


© BUILDS ADDITIONAL PROFIT! An iInland-equipped 


Department is profitable. No other business pays such a satis- 


© SAVES TIME in your Service Department — By efficient 


Radiator Service IN YOUR OWN SHOP delivery promises can be 
met and work flows through the shop with minimum of delay. 


equipped Radiator Department 
done on customer's car. 


labor-saving 
appearance. Builds confidence. 
- present few problems. Inland will 


and operating the department. 


“The equipment makes 


wholesale and retail customers an 


INLAND MAN U FACTU R ' NG COMPANY : ih job right locally of having what it takes to do the 
tiettt ‘Because of the ease with which our radiator repairs 
Stipiiiiiniiit ave not found it difficult to 


Phone Harney 1108 


are now handled, we 
train capable assistants 





ness is maintained. 


operation.”"—P. C. 


Lynchburg, 


e BETTER CUSTOMER RELATIONS — Power-driven, 


Inland equipment is efficient and impressive in 


were the desire to learn. 
“A feature especially appealing to us is the 
ease with which orderliness and cleanli- 


“This department was set up as a relief 
from the poor quality of radiator facilities 
generally found; however, it has 
to be one of the most profitable 
Duckworth, Manager, 


VIRGINIAN MOTORS, Inc. 


Steps up labor efficiency by eliminating time waste. 


© WORK QUALITY IS CONTROLLED! Your intand- 


lets you control quality of work 





e BRINGS IN NEW CUSTOMERS ~— it you want to 


make new contacts, bring owners of all makes of cars into your 
dealership, build additional profit, a complete Inland Radiator 


which to do it! 


. EAS 


a good impression on our 
we enjoy the 









whose only qualifications 
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CONCORD, MASS. 


(Concord Auto Auction, Inc, Sale every 
Monday and Friday. Prices are for sale 
of Aug. 19 and 22.) 

(Sold 146 out of 239 offerings.) 


BUICK—’'49 Super 4-dr., $1,925. ‘46 RM 
2-dr., $1,165; Super 4-dr., $1,205. ‘41 
Super 4-dr., $400; Special 4-dr., $610, 
$425. °40 Super 4-dr., $600; Special 
4-dr., $455. ‘39 4-dr., $545. 

CADILLAC—’46 conv., $1,650. 

CHEVROLET—'49 SL Special 4-dr., §$1,- 
710, $1,675, $1,600, $1,585; FL Deluxe 
4-dr., $1, 715. *48 FM 4-dr., $1,375; FM 
club * coupe, $1,350; SM 4-dr., $1,190, 
$1,185; FL 2-dr., $1,375. ‘47 ~conv., 
$1,200, $1,100, $1,295; SM sedan, $1,155. 
"46 FL 2-dr., $1,050; SM sedan, $1,050, 
$950. ‘41 club coupe, $620, 6525; sedan, 
$535, 25. 


CHRYSLER—’'47 Windsor 4-dr., $1,300. 


CROSLEY—'48 station wagon, $350, $300. 

DODGE—’'48 Deluxe 4-dr., $1,205, $1,310. 
‘46 club coupe, $1,220. ‘40 conv., $475; 
sed., $585. '39 sed., $365. 

FORD—’49 Custom 3 sed., $1,460; Custom 
6 sed., $1,335. ‘47 conv., $1,075; sed., 
$1,085, $1,050, $975, $1,060, $725. °'46 
club coupe, $945. ‘41 sed., $515, $625, 
$435; conv., $485. °'40 conv., $415; sed., 
$510. '39 stat, wag., $410. 

LINCOLN—’'46 sed., $1,075. '40 sed., $250. 

MERCURY—’49 conv., $2,000. 

NASH—’'41 sed., $325; '39 sed., $125. 

OLDSMOBILE—'40 sed., $375, $287, $210. 
"39 sed., $275, $210. 

PACKARD-—’38 coupe 8, $125. 

PLYMOUTH—'47 sed., $675. '46 sed., $995, 
$930, $900, "42 sed., $225, $215, '41 coupe, 
$512; sed., $470, $325. '40 sed., $170. 

PONTIAC—’48 Torpedo 6 conv., $1,580; 
'47 Torpedo 6 2-dr., $1,035. '41 8 club 
coupe, $510; 6 sed., $500, $740, $600. '40 

sed., $480. '39 8 club coupe, $450. 


RICHMOND, VA. 


(Auto Auction of Virginia. Sale every 
Friday. Prices are for sale of Aug. 19.) 
(Market spurred by opening of tobacco 


markets.) 
BUICK—’49 Super 4-dr., 


$2,250. °46 Super 
4-dr., $1,160. ‘40 Special 4-dr., $520. 
CADILLAC—'46 (62) conv., $1,630. 


CHEVROLET—'49 Deluxe aerosedan, §$1,- 
705; Deluxe 4-dr., $1,670. ‘48 FM 2-dr., 


$1,400. ‘47 FM aerosedan, $1,285. ‘46 
8M club coupe, $935. ‘40 SD 2-dr., $510. 

CHRYSLER—’'49 Royal 4-dr., $2,225. ‘40 
Royal coupe, $460. 

DODGE—’'47 Deluxe 4-dr., $1,170. ‘41 De- 
luxe 4-dr., $460. 

FORD—’'49 ‘Custom 4-dr., $1,410; Custom 
conv., $1,800. ‘47 SD 2-dr., $1,025. °'46 
Delute 2-dr., $910. ‘39 Deluxe 2-dr., 

KAISER—'49 4-dr., $1,300. ‘48 4-dr., $1,- 
075. '46 4-dr., $860. 

LINCOLN—’49 2-dr., $1,870. 

MERCURY—'49 4-dr., $1,730. 

OLDSMOBILE—’49 (98) conv., $2,300. 

PLYMOUTH—'48 SD 4-dr., $1,225. ‘47 SD 
4-dr., $1,100. ‘46 SD 2-dr., $1,030. °40 
coupe, $530. 

PONTIAC—’49 Chieftain 4-dr., $2,020. '48 
SL (8) 2-dr., $1,760. '46 SL (6) 2-dr., 
$1,090. 

STUDEBAKER—'47 Champion 4-dr., $1,- 
040. '40 Champion 2-dr., $300. 

MASON CITY, IA. 
(Lapiner’s Used Car Auction. Sale every 


Wednesday. Prices are for sale of Aug. 17.) 
(Market steady — increasing activity 
among buyers. 
offerings.) 

BUICK—’49 Super sedanette, $2,295; Super 
sedan, 


Sold 86 out of 131 


$2,150, $2,050. ‘48 RM sedan, 


Used-Car Auction Prices 


$1,565. ‘47 Super sedan, $1,430, ‘46 | 
Super 2-dr., $1,205. 
CHEVROLET—'49 FL Deluxe sedan, $1,- 


855, 
2-dr., 
club coupe, 


$1,825, $1,765, $1,730; SL Deluxe 
$1,825, $1,765, $1,735, $1,705; SL 
$1,755, $1,705, $1,655; SL 


Deluxe sedan, $1,755, $1,730, $1,700, °48 
FL aerosedan, $1,455, $1,405. ‘47 FL 
aerosedan, $1,245, $1,210, $1,165. ‘46 
FM 2-dr., $1,055, $1,025. 

CHRYSLER—'49 Royal sedan, $2,260. '48 
Windsor sedan, $1,480. 

DeSOTO—'49 Deluxe 4-dr., $2,205; Deluxe 
coupe, $2,170. 

DODGE—'49 Meadowbrook sedan, $1,990. 
’47 Custom sedan, $1,175. '39 club coupe, 
$105. 

FORD—'49 Custom (8) 4-dr., $1,745, $1,- 
695, $1,610, $1,575; Custom (8) 2-dr., 
$1,670, $1,570, $1,510, $1,365; Custom 
(8) conv., $1,850. ’48 Super Deluxe 2-dr., 
$1,165. '47 Super Deluxe 4-dr., $1,005. 
‘42 stat. wag., $660. 

HUDSON—’46 Super (6) 4-dr., $695. 

MERCURY — '49 coupe, $2,250, $1,750; 
4-dr., $2,190, $1,985, $1,820. '46 conv., 
$965. '46 2-dr., $865. 

OLDSMOBILE—’49 (88) 4-dr., $2,505; (98) 
2-dr., $2,570. °47 (78) 4-dr., $1,245. ‘46 
(76) 4-dr., $1,055. '41 (78) 4-dr., $505. 

PLYMOUTH—’'49 Special Deluxe 4-dr., $1,- 
730, '48 Special Deluxe 4-dr., $1,240, 
$1,215, $1,180. °47 Deluxe club coupe, 
$940. 

PONTIAC—'49 Streamliner (8) 2-dr., $2,- 
180, $2,105; Chieftain Deluxe 2-dr., 
$2,325, $2,285. '48 Streamliner (6) 2-dr., 
$1,705, $1,620. ‘46 Torpedo (8) 4-dr., 
$950. '41 2-dr., $460. 


STUDEBAKER—’49 Champion 2-dr., $1,- 
830; conv., $1,895. '48 Commander 2-dr., 


$1,250. 
MISCELLANEOUS—'49 Anglia, $610. 


DETROIT 


(Aptco Auto Auction, Sale every Wed- 
nesday. Prices are for sale of Aug. 17.) 
(Market off despite multitude of 
buyers. Bidding cautious, Sold 39 out 

of 85 offerings.) 


BUICK—'41 4-dr. sedan, $325; 2-dr., $500. 
‘40 coupe, $600. 

CHEVROLET—'48 2-dr., $1,390; coupe, 
$1,325. ‘47 2-dr., $1,080; 4-dr., sedan, 
$1,050, °46 2-dr., $855. '42 coupe, $610. 
’41 coupe, $665; 2-dr., $350, $580. '40 
2-dr., $290, $205. '39 2-dr., $360. 

DeSOTO—’'49 Custom sedan, $2,160. 

DODGE—'47 sedan, $1,150. 

FORD—’'47 2-dr., $1,005; stat. wag., $930. 
'46 coupe, $835, '41 2-dr., $350. '39 2-dr., 
$360, '36 2-dr., $90. 

HUDSON—’38 sedan, $130. 

MERCURY—'49 2-dr., $1,780. °'47 sedan, 
$950; coupe, $107. '41 2-dr., $375. 

OLDSMOBILE—'48 sedan, $1,525, $1,410. 
47 2-dr., $1,185. 

PACKARD—'41 sedan, $355. °'35 sedan, 
$50. 

PLYMOUTH—'46 sedan, $915. °41 coupe, 
$400; sedan, $265, '40 2-dr., $185. 

PONTIAC—'47 sedan, $1,250. 

(Akron Auto Auction, Sales every Thurs- 
day. Prices are for sale of Aug. 18.) 
(Market steady. Sold 48 out of 112 

offerings.) 

BUICK—’49 RM _ sedanette, $2,125. ‘48 
Super sedanette, $1,655. ‘47 RM _ sedan- 
ette, $1,275. '46 Super sedan, $1,210. '41 
Special sedan, $450. ‘39 Special coupe, 
$230. 


CADILLAC—’49 (6) sedan, $3,150, $3,050. 
CHEVROLET—'49 SL Deluxe club coupe, 
$1,735; FL Deluxe sedan, $1,725. ‘48 
FL aerosedan, $1,375. '47 FL areosedan, 





Truck and Trailer Equipment 
FOR SALE 


1946 Chevrolet COE 
1947 Chevrolet Loadmaster 


1947 Chevrolet Std. Cab 
3 Model 450 MHS Trailers (2-1947, 1-1948) 


All equipment in perfect condition and ready for operation. 


For additional information, 


write Frank L, Kollmann. 


STEWART MOTOR SALES, INC. 


3209 E. Washington St., Indianapolis, Ind. 





SALE—SPECIAL!! 
DEALER 


LICENSE PLATE CLIPS 


i . Lots 
k Is Enclosed With 
EACH, C.0. 





29¢ 


BELL AUTO SUPPLY 


Phone—Olifiside 6-3334 


Orders Shipped Prepaid 





MArket 8535 or MArket 9277 


!—SALE 


@ Cadmium Rustproof Springs 

@ Heavy-Duty Bronze Ends 

e@ Spring Ends Double Looped 
GUARANTEED 





Oliffside Park, N. J. 
in Lots of 12 or More 
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HUDSON—’'48 Commodore (8) sedan, $1,- 
400. 

KAISER—'47 sedan, $1,030. 

MERCURY—'46 sedan, $985. 

NASH—’48 600 sedan, $1,250. 

OLDSMOBILE—’49 (76) Deluxe sedan, §$2,- 
000; (98) sedan, $2,150. '46 (76) Deluxe 
sedan, $1,125. 

PLYMOUTH—'49 Deluxe sedan, $1,615. '48 
SD sedan, $1,275, $1,265. '42 SD sedan, 





$410. '41 Deluxe sedan, $460. 
PONTIAC—'49 Chieftain Deluxe sedan, 
$2,200. '48 SL (6) sedan, $1,530. °47 


SL (6) sedan, $1,305. 


LUBBOCK, TEX. 


(Lubbock Auto Auction. Sale every 
Thursday. Prices are for sale of Aug. 18.) 
(Sold 86 out of 171 offerings.) 
BUICK—'50 Special $2,195. ‘49 Super 

sedan, $2.080. '47 RM 4-dr., $1,500. ‘41 

conv., $535. °40 club coupe, $485. 

CADILLAC—'42 conv., $1,025. 

CHEVROLET—'49 FL areosedan, $1,790; 
SL coupe, $1,655; SL 4-dr., $1,935, $1,- 
930, $1,905; %-ton pickup, $1,420, $1,- 
415; Deluxe 2-dr., $1,825, $1,905; club 
coupe, $1,735; %-ton pickup, $1,325, 
$1,350. "48 conv., $1,300; 2-dr., $1,455; 
4-dr., $1,285; club coupe, $1,185. ‘47 
2-dr., $990; 4-dr., $1,060; club coupe, 
$1,065. '46 FM 4-dr., $885; FL aero- 
sedan, $1,045; FM 2-dr., $995. '41 2-dr., 
$560, '40 2-dr., $260, $280. 

DODGE—'47 4-dr., $765. °37 4-dr., $175. 

FORD—'49 (6) 4-dr., $1,260; Custom 
coupe, $1,370. °47 2-dr., $1,070; club 
coupe, $975, $995. '46 4-dr., $825, $845, 
$830; 2-dr., $820, $835; coupe, $760, $765; 
(8) pickup, $680. '42 2-dr., $450. ‘41 
2-dr., $455, $430, $490. "40 2-dr., $265. 
"39, $175, $335; %-ton pickup, $300. 

MERCURY—'49 2-dr., $2,155, $1,695. 
sedan, $1,025. °39 club coupe, $470. 

OLDSMOBILE—'47 2-dr., $1,135. 

PLYMOUTH—'49 club coupe, $1,805, $1,- 
715. °48 2-dr., $1,100; 4-dr., $1,110. '47 
club coupe, $980; 4-dr., $710. 

PONTIAC 49 (8) sedanette, $2,120; 
Chieftain 4-dr., $2,150; (6) 2-dr., $2,- 
060. "48 2-dr., $1,550; sedanette, $1,225. 
'47 4-dr., $1,100, ‘41 2-dr., $360. °40 
2-dr., $200 

STUDEBAKER—'48 Land Cruiser, $1,285. 


MT. CLEMENS, MICH. 


(Simpson Bros. Auto Auction, Sale every 
Friday. Prices are for sales of Aug. 
and 12.) 

BUICK—’48 Super 4-dr., 
CHEVROLET—'48 FL 2-dr., 

450, $1,410, $1,400, $1,395. "47 FM 4-dr. 

sedan, $1,135; SM 4-dr. sedan, $1,010. 

"46 SM 4-dr. sedan, $905; FM 4-dr., 

sedan, $835; FL 2-dr. sedan, $1,105, °39 

4-dr. — $275, $210. ‘38 business 
coupe, $210 
CHRYSLER—'47 Windsor conv., $1,425. 

'46 New Yorker business coupe, $880. 
DeSOTO—'46 4-dr. sedan, $1,105. 
DODGE—’47 club coupe, $1,105. 
FORD—’'49 club coupe, $1,425; 2-dr. sedan 


"47 


sedan, $1,630. 
$1,450, $1,- 


(8), $1,445. '48 2-dr. sedan (8), $1,105; 
4-dr. ‘taxi) (8), $950. ‘°47 business 
coupe (8), $855. °46 2-dr., sedan (8), 
$860, $805, $890. '42 2-dr. sedan (8), 
$650. °41 2-dr. sedan (8), $450. ‘39 
2-dr. sedan, $380. '36 4-dr. sedan, $300. 

HUDSON—’48 club coupe (8), $1,475. 

LINCOLN—'49 4-dr. sedan, $1,950. ‘46 
4-dr. sedan, $965. 

MERCURY—'48 club coupe, $1,205. ‘47 
4-d. sedan, $1,100; conv., $1,070. ‘46 
club coupe, $975. '39 club coupe, $330. 

OLDSMOBILE—'47 4-dr. sedan (8), $1,- 
200. °46 club coupe (6), $1,125. 

PLYMOUTH—'47 4-dr. sedan, $1,020. '46 
2-dr, sedan, $845. 

PONTIAC—'49 club coupe (8), $2,125, '48 


club coupe (8), $1,600, $1,710. ‘47 2-dr. 
sedan (8), $1,315; conv., $1,110; club 
coupe, $1,240. '46 club coupe, $1,025. 
'41 2-dr. sedan, $500. 

(Ken Schaefer's Auction. Sale every 


Thursday. Prices are for sale of Aug. 11.) 

BUICK—’49 RM conv., $3,000. ‘48 Super 
2-dr., $1,580; RM conv., $1,735. ‘47 RM 
4-dr., $1,610, $1,265; RM 2-dr., $1,475. 
‘46 Super 4-dr., $1,130. ’41 4- ar., $400. 
’49 club coupe, $405. '39 2-dr., $470. °37 
4-dr., $155. 

CADILLAC—'49 conv., $3,600. ‘48 
2-dr., $2,630. '47 (62) 4-dr., $1,810. 
conv., $1,790. ‘41 4-dr., $725. 

CHEVROLET—'49 FL Deluxe 2-dr., §$1,- 
825, $1,755; SL Deluxe 2-dr., $1,740; 
SL Special 2-dr., $1,680; half-ton pickup, 
$1,200. '48 FL 2-dr., $1,495, $1,335; SM 
2-dr., $1,025. °47 FL 2-dr., $1,170, $1,- 
080; SM 2-dr., $1,100; SM club coupe, 
$935; half-ton pickup, $750, $650. ‘46 
SM coupe, $790. '42 club coupe, $730. 
'41 4-dr., $735, $600; 2-dr., $320. ‘40 
4-dr., $595. ‘39 2-dr., $370, $210. '38 
2-dr., $260. '°36 2-dr., $225. 

DODGE — ‘48 4-dr., $1,400, $1,300, '47 
2-dr., $1,130, °42 4-dr., $500. '42 %-ton 
panel, $225. 

CROSLEY—’47 half-ton pickup, $200. 

FORD—’49 2-dr. (8), $1,570, $1,565; 2-dr. 


(62) 
"46 


$1,200, $1,205; FM conv., $1,230; FM 
sedan, $1,095. '46 SM sedan, $950, $885. 
'39 SD sedan, $445. 

| CHRYSLER—'47 Windsor sedan, $1,390. 

| '46 Royal sedan, $1,165. 

| DODGE—'49 Wayfarer sedan, $1,660. ‘46 

| Custom sedan, $1,00. 

FORD—'49 Custom (8) conv., $1,610; Cus- 
tom (8) sedan, $1,375. ‘47 SD sedan, 
$930. '46 SD sedan, $860. '42 SD conv., 
$760. "39 Deluxe sedan, $280, $225. 


| HUDSON—'49 Super club coupe, $1,610; 



















$1,057 
$1,014 





(to date) July 








FL 2-dr., $1,145. °46 FL 2-dr., $960. 
‘41 4-dr., $675, $585, $455, $355. °41 
2-dr., $480. 

CHRYSLER — 49 NY 4-dr., $2,300. ‘40 
Windsor 2-dr., $390. 

CROSLEY—'47 2-dr., $200. 


DeSOTO—'49 Deluxe club coupe, $1,925. 
’41 Custom 4-dr., $500; Deluxe 4-dr., 
$750. 

FORD—'49 Custom (8) 2-dr., $1,460. °47 
Super (8) 2-dr., $1,020. °46 Super (8) 
2-dr., $925. ‘41 half-ton pickup, $500. 
"32 2-dr., $55. 

HUDSON—’41 Super (6) 4-dr., $275. 

MERCURY—’'47 4-dr., $950. 

NASH—’'47 (600) club coupe, $980. 

OLDSMOBILE—’48 (98) conv., $1,725. ‘46 
(76) 4-dr., $1,040. °'40 (76) 4-dr., $500. 

PLYMOUTH—'49 SD 4-dr., $1,800. ‘48 SD 
club coupe, $1,220. ‘47 4-dr., $1,190, 


$1,000, $880. '41 club coupe, $470. 
PONTIAC—'49 Chieftain (8) 2-dr., $2,125. 


"48 conv., $1,500. 

STUDEBAKER—'49 Champion 4-dr., $1,- 
410. °47 Champion club coupe, $1,075. 
WILLYS—'49 Jeepster, $1,150. ‘48 Jeep, 

$850. 
ALBANY 


(Tim Anspach’s Dealer Auto Auction. 
Sale every Monday. Prices are for sale 
of Aug. 15.) 

(Prices slightly higher than week pre- 

vious, with buyers and good 

brisk bidding. Sold 80 out of 98 

offerings.) 

BUICK—’48 Super conv., $1,800. 
CADILLAC—'49 (61) coupe, $3,000. 

(61) coupe, $2,560. 
CHEVROLET—'49 FL Deluxe sedan, $1,- 

900, $1,890; SL sedan, $1,745, "48 FM 

conv., $1,500, $1,350; FM sedan, $1,370, 

$1,340, $1,290, $1,250; FL sedan, $1,425, 
$1,360. '47 FM conv., $1,225; FM sedan, 
$1,225; SM sedan, $1,250, $1,150, $1,110, 
$1,100; SM business coupe, $940. °'46 
SD sedan, $1,070, $820, $935; SD conv., 


"48 


$1,000. '41 MD sedan, $420. 

CHRYSLER—’46 Windsor sedan, $1,230. 
‘40 Windsor sedan, $350. 

DeSOTO—’'39 sedan, $510. 

DODGE—’47 Custom conv., $1,185; Cus- 
tom sedan, $1,185. '41 coupe, $450. 

FORD—'49 (8) conv., $1,750; (8) club 
coupe, $1,600, $1,430. "46 (8) sedan, 
$885, $960, $980. ’41 (8) conv., $550. '37 
(8) sedan, $230. 

HUDSON—’46 Super 6 conv., $950. 

LINCOLN—'49 sedan, $1, -_ $1,800, $1,- 


710. *48 club coupe, $1,3 

MERCURY—'49 sedan, $1, 720, $1,750. 
conv., $980. 

NASH—’48 Ambassador club coupe, $1,250. 
*39 Special sedan, $220. 

OLDSMOBILE — ‘49 (98) sedan, $2,500, 
$2,275. ‘48 (98) sedan, $1,885; (66) 
sedan, $1,550. 

PACKARD—'48 sedan, $1,440. 
(8) sedan, $1,200; Clipper 
$935. 

PLYMOUTH—’'49 Deluxe sedan, 
sedan, $1,310, $1,150. '47 conv., 
sedan, $1,130. ’40 sedan, $530. 

PONTIAC—'49 Chieftain sedan, $2,200, 
150. '48 Torpedo (6) sedan, $1,520. 
(8) sedan, $1,250; (6) sedan, $1,150. 
(8) sedan, $430. 

STUDEBAKER—'49 Champion sedan, $1,- 
670, $1,550; Champion conv., $1,700. °48 
Commander conv., $1,500. ‘47 Com- 
mander club coupe, $1,170; Champion 
sedan, $1,150, $1,050. 

WILLYS—'49 Jeep, $1,070. 
$1,050. 

MISCELLANEOUS—'48 International pick- 
up canopy, $745. 


MANHEIM, PA. 


(Manheim Auto Sales & Auction, Inc. 
Sale every Friday. Prices are for sale of 
Aug. 12. 

(Market fair. 

offerings.) 
BUICK—'49 RM sedan, $2,130, $2,040. '47 

RM sedan, $1,190. '46 Super sedan, $1,- 


"46 


’47 Clipper 
(6) sedan, 


$1,660, '48 
$1,150; 


$2,- 


"46 
"41 


'48 stat, wag., 


Sold 65 out of 159 


035. °41 Special sedan, $670. 

CADILLAC—'49 (62) sedan, $3,175. °48 
(62) sedan, $2,670. 

CHEVROLET—’49 SL sedan, $1,740; FL 
sedan, $1,710; club coupe, $1,700. °48 
aerosedan, $1,400; FM sedan, $1,275; SM 
sedan, $1,200. '47 aerosedan, $1,330. '40 
sedan, $920. 

CHRYSLER—'’49 Windsor sedan, $2,260. 
‘46 Windsor sedan, $1,230. 

CROSLEY—’48 stat. wag., $400. 

DeSOTO—'49 Custom sedan, $2,180. 

DODGE—'49 Custom sedan, $2,110. °47 


Custom sedan, $1,275. '46 Custom club 
coupe, $1,230. '40 Custom sedan, $510. 
FORD—'49 Custom conv., $1,730; Custom 
club coupe, $1,455. ‘46 Custom sedan, 
$880. °41 Custom club coupe, $565, '39 

Custom sedan, $370. 


Commander’ sedan, 

mander sedan, $1,355. 
LINCOLN—'49 Custom sedan, $1,700. 
MERCURY—'49 sedan, $1,700. 
NASH—'49 Amebassador sedan, 
‘47 Ambassador sedan, $955. 


$1,500. ‘48 Com- 


$1,530. 





(6), $1,275; club coupe, $1,450. '48 2-dr. 
(8), $1,110, $1,065; 2-dr. (6), $1,095; '47 
2-dr, (8), $1,110, $920. '46 club coupe 
(8), $1,010; 2-dr. (6), $865. °41 2-dr., 
$570, '40 2-dr., $570; conv., $570; busi- 
ness coupe, $255. °'39 4-dr., $365, °38 
2-dr., $230. '36 2-dr., $260. 

HUDSON—’49 conv., $1,705. 

KAISER—'48 4-dr., $880. '47 4-dr., $625. 

MERCURY—’49 stat. wag., $1,710; 4-dr., 
$1,700. '41 2-dr., $335. 

NASH—’'46 4-dr., $840. 

PLYMOUTH—'49 4-dr., $1,725. °41 4-dr., 
$605; 2-dr., $370. ‘40 4-dr., $275. ‘39 
4-dr., $465, $295. ‘38 2-dr., $310. °37 
2-dr., $135. 

PONTIAC — ‘48 4-dr. (8), $1,590, °'47 
conv., $1,275. '41 2-dr., $510. 

STUDEBAKER—'49 Champion conv., §1,- 
630, '41 4-dr., $250. '40 4-dr., $220. '39 
4-dr., $350, 

WILLYS—'49 half-ton panel, $755. 

EBENSBURG, PA. 
(Ebensburg Auto Auction Co, Sale every 


Thursday. Prices are for sale of Aug. 18.) 
(Prices off 10 to 50 percent on nearly 
all models. Sold 61 out of 112 offer- 
ings.) 

BUICK—’48 Special 4-dr., 
per 2-dr., $1,285. 

CHEVROLET—'48 SM 2-dr., 


$1,540. '47 Su- 


OLDSMOBILE—’'48 (98) sedan, $1,770. '47 
Dynamic sedan, $1,280. °46 Dynamic 
sedan, $1,220. 

PLYMOUTH—'49 Special club coupe, §$1,- 
850. °'47 Special Deluxe sedan, $1,220; 
Special Deluxe club coupe, $1,155. °46 
Special sedan, $880. '41 Special Deluxe 
conv., $705. 

PONTIAO—'48 Torpedo conv., $1,825. °'47 


Torpedo sedan, $1,320. 
STUDEBAKER — °'49 Commander conv., 
$1,900. '48 Land Cruiser sedan, $1,460. 


DENVER 


(Denver Auto Auction, Inc. 





$1,215, °47 


SM 2-dr., $1,185; business coupe, $820; 





Average Used-Car Prices 


(Compiled by Automotive News) 





Sale every 


Tuesday at Englewood, Colo. Prices are 

















Model Aug. 1949 July June 

(to date) 1949 1949 
1949......... $1,883 $1,952 $1,960 , 
BS ictsscntenes 1,393 1,422 1,480 | 
1947... 1,147 1,175 1,227 | 
1946...... 986 1,035 1,065 . 
1942........ 576 569 625 | 
1941... 506 516 570 | 
1940........ 433 433 475 | 
Overall —— i 
Average... $ 989 $1,014 $1,057 | 


(The above figures are averages of used car auction prices, all 
makes and models, carried regularly in Automotive News.) 





for sale of Aug. 16.) 
(Market good, with prices steady. De- 
mand strong for clean units.) 

BUICK—'46 Super 2-dr., $1,180. ‘41 Spe 
cial 4-dr., $710. °40 Super 4-dr., $520. 

CADILLAC — "47 (6) 4-dr., $1,820. ‘41 
4-dr., $1,035. 

CHEVROLET—'49 half-ton pickup, $1,230 
"48 conv., $1,420; FM 2-dr., $1,395. °'47 
FM 2-dr., $1,200; half-ton pickup, $900. 
46 SM 4-dr., $1,025, $1,030. ‘'41 club 
coupe, $790; 2-dr., $430 

(Continued on Page 23, Col. 


$645, $610, $550, 
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DEPARTMENT STORE 
LINAGE 

UP 76% 

SINCE 1939* 





> @ The reasons which 
‘lead Buffalo’s department stores 
to spend an ever-increasing por- 
tion of their advertising budgets 
in the Courier-Express are good 
reasons why it’s also your best 
medium, 

Your dollar buys MORE space 
..- MORE insertions in the 
Courier-Express .. . MORE im- 
pact on the customers with the 
money to BUY your products. 


*Competition’s Gain 50% 
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Western New York's 
Only Morning and Sunday Oe atl tells 





JNAME PLATES 


© PRECISION CAST... 
ELIMINATING ALL DIE COSTS 
Quantities as low as 100 may be 
ordered with original design for every 
job! Proof of design submitted for 
approval. Heavily chrome plated. 
Write for details. 


oe. 
DECISION 
PR 502 Locust Street 


Phila. 6, Penna. 


Zipp-reme Spray 
Upholstery Cleaner 
is revolutionary. 
Fast, economical (84 
cents per car), safe. 
Cleans headliners 
without streaks or 
shrinkage. No odor. 
Non-inflammable. 
Dries in 20 min- 
utes. Even, uniform 
color. Moves used 
cars. Shipped 
OPEN account. 
Trial Size (15 cars) 
with gun, $23.00 
ZIPP-REME 


CHEMICAL CO. 
Greensburg, Pa. 
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Used-Car Auction Prices 


(Continued from Page 22) 


CHRYSLER—’47 Windsor club coupe, $1,- 
175. 

DeSOTO—'47 conv., $1,300. 

DODGE—'49 Coronet 4-dr., $1,995; station 
wagon, $1,325. 


FORD—’'49 Custom station wagon, $1,855. 


‘48 SD 2-dr., $1,105; station wagon, 
$1,035. "47 conv., $1,130. "46 4-dr., 
$800. ‘42 4-dr., $455. ‘40 2-dr., 2 at 
$455. 

HUDSON—’49 Super (6) 4-dr., $1,920. ‘47 
Super (6) 2-dr., $835. 

MERCURY—’'47 4-dr., $1,085, $945. ‘40 
4-dr., $510. 

OLDSMOBILE—’'49 (98) conv., $2,630. ‘47 
(98) 4-dr., $1,400. ‘41 (8) 4-dr., $735. 
"36 coupe, $60. 

PLYMOUTH—’48 4-dr., $1,305. ‘47 4-dr., 
$1,150; club coupe, $1,020. ‘'46 4-dr., 
$895. °42 4-dr., $660. 

PONTIAC—’49 conv., $2,030. ‘48 conv., 


$1,345. ‘47 2-dr., $1,200. 
$455. °40 4-dr., $605. 
STUDEBAKER—’'48 half-ton pickup, $770. 
WILLYS—'48 panel, $835. °47 Jeep, $705. 
'46 Jeep, $605. 
MISCELLANEOUS — 
pickup, $1,325. 


AUSTIN, TEX. 


(Capital City Automobile Auction, Sale 
every Tuesday. Prices are for sale of 
Aug. 9.) 

(Sold 81 out of 114 offerings.) 


’41 club coupe, 


‘49 GMC half-ton 


BUICK—'47 2-dr., $1,350. ‘46 4-dr., §$1,- 
090, ‘42 2-dr., $415, $360. 
CADILLAC—’48 (61) 4-dr., $2,350. 
CHEVROLET—'49 4-dr., $1,850. ‘48 FL 
2-dr., $1,475, $1,465, °47 conv., $1,250; 
2-dr., $1,350; 4-dr., $1,150; half-ton 
pickup, $875. ‘46 2-dr., $1,085. ‘42 
2-dr., $575. ‘41 2-dr., $620, $425. ‘40 
2-dr., $535. °'39 2-dr., $225. 
CHRYSLER—'40 4-dr., $455. 
DODGE — ’'49 Wayfarer roadster, $1,580; 
half-ton pickup, $1,310, $1,295. °'48 2-dr., 
$1,235, $1,220. °47 2-dr., $1,025. ‘46 
2-dr., $1,005, $1,075; coupe, $775; club 
coupe, $1,065. ‘41 2-dr., $705, $650, 
$530, $505. ‘40 conv., $510. ‘31 coupe, 


$195. 
MERCURY—'49 4-dr., $1,820; club coupe, 
$1,880. ‘47 club coupe, $1,160. 
NASH—'46 club coupe, $760. 
OLDSMOBILE—'48 (98) 4-dr., $1,665. 
conv., $1,200. 
PLYMOUTH—'49 Deluxe coupe, $1,580. '47 


"47 


4-dr., $925. °46 4-dr., $805. 
PONTIAC — '49 2-dr., $2,070. ‘47 4-dr., 
$1,490. 
STUDEBAKER—'49 conv., $1,850; Com- 


mander 4-dr., $2,145. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 

Friday. Prices are for sale of Aug. 19.) 
(Market good. Sold 164 out of 362 
offerings.) 


BUICK—’49 Super sedan, $2,125. °'47 Super 


conv., $1,410, $1,275; Super sedanette, 
$1,375. °46 Super sedanette, $1,120, §$1,- 
110. ‘41 Super sedan, $500. 


CHEVROLET—'49 SL Special sedan, $1,- 
675, $1,687; SL Deluxe conv., $1,900, 
$1,800; FL Deluxe sedan, $1,750, $1,715, 
$1,700, $1,730, $1,705. °48 FM sedan, 
$1,225, $1,300, $1,375; FL aerosedan, 
$1,350, $1,400; FM conv., $1,100; SM 
sport coupe, $1,250; half-ton pickup, 
$920. '47 FM sedan, $1,020, $980. °46 
FL aerosedan, $950; FM sedan, $825; 
SM sedan, $825. ‘41 SD sedan, $500, 
$525; SD club coupe, $550. ‘40 SD 
sedan, $590. 

CHRYSLER—'49 Windsor sedan, $2,150. 
'48 New Yorker sedan, $1,525. ‘46 Wind- 
sor sedan, $1,175, $875. 

DeSOTO—’'47 Custom club coupe, $1,200. 

DODGE—’48 Custom conv., $1,200. 

FORD — '49 Custom (6) sedan, $1,200; 
Custom (8) sedan, $1,400; Custom (8) 
conv., $1,675, $1,637; Custom (8) club 
coupe, 2 at $1,450, $1,350. °48 SD sedan, 
$1,175, $1,250. °47 SD conv., $1,125; 
Deluxe (6) sedan, $962. ‘46 SD (6) 
sedan, $730, $780; SD (8) sedan, $925; 
SD (6) club coupe, $650, ‘40 Deluxe 
conv., $400; Deluxe sedan, $568, $375. 
'38 Deluxe sedan, $475. ‘36 sedan, $340. 


’33 sedan, $250. 

HUDSON—’49 Commodore (6) club coupe, 
$1,525. 

MERCURY—’48 sedan, $950, $850. ‘39 
sedan, $300. 


NASH—’'46 (600) sedan, $700, $650; Am- 
bassador sedan, $800. 

OLDSMOBILE — ‘49 (98) sedan, $2,400; 
(88) sedan, $2,300. °48 (98) conv., §$1,- 
685; (68) sedanette, $1,600. ‘47 (78) 
sedan, $1,300. 

PLYMOUTH—'49 SD sedan, $1,765; SD 
club coupe, $1,600. ‘48 SD sedan, $1,100. 
‘47 SD sedan, $1,030, $900. 

PONTIAC—'49 SD (8) sedan coupe, §2,- 
130; (6) sedanette, $1,975. °46 (8) se- 
dan, $1,105. 

STUDEBAKER — 
coupe, $1,850; Champion sedan, 
‘48 Champion sedan, $1,125. 

WILLYS—'48 Jeep station wagon, 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. Sale every 
Friday. Prices are for sale of Aug. 19.) 
BUICK—’49 Super sedan, $2,010, '39 Super 

sedan, $265. 

CADILLAC—’'41 sedanette, $900. 
CHEVROLET—’'49 club coupe, $1,775, ‘48 
SM sedan, $770; club coupe, $1,440. ‘47 
sedan, $1,065, $1,125. ‘41 club coupe, 
$390, $670; sedan, $550, $575, $665; sta- 
tion wagon, $320. ‘40 club coupe, $420; 
sedan, $410. ‘39 sedan, $250, $370. 
DODGE—’49 roadster, $1,570. °'47 station 
wagon, $1,060. 
FORD—’49 sedan, $1,350. °'36 sedan, $50. 
MERCURY—’48 conv., $1,360. °46 conv., 


'49 Commander club 
$1,635. 


$1,175. 





$1,000. °42 sedan, $425. 

NASH—’'49 sedan, $1,730, '48 (600) sedan, 
$1,130. 

OLDSMOBILE—'40 sedan, $500. 

PLYMOUTH—’48 sedan, $1,175. ‘47 Deluxe 
sedan, $690. ‘46 sedan, $1,030. ‘41 
sedan, $310, $455. ‘39 sedan, $360. °36 
sedan, $35. 

PONTIAC—'49 sedan, $2,140, °42 sedan, 


$650. °35 sedan, $75. 


QUINCY, ILL. 


(Charlie Thale’s Quincy Auto Auction. 
Sale every Friday. Prices are for sale of 
Aug. 19.) 


(Buyers’ demand exceeded supply by 











75 cars. Sold 97 out of 119 offerings.) 

BUICK—'46 Super sedan, $1,195. ‘41 Spe- 
cial sedan, $650, $680, $605. ‘40 Special 
sedan, $395, $480. ‘39 Special 
$305, $285, $360. ‘37 sedan, $210, $180, 
$325. 


CHEVROLET—'49 SL sedan, $1,670. ‘47 
FM coupe, $1,100; FM sedan, $1,080, 
$1,170. '46 %-ton pickup, $520; FM 
sedan, $980, $1,005, $955; SM _ coupe, 
$855, $840. °42 sedan, $590, $710, $695. 
'41 sedan, $625, $590, $580, $430, $565. 
‘40 sedan, $470, $430, $350. ‘39 sedan, 


$230, $400. ‘38 sedan, $280, $390. ‘37 
sedan, $215, $235. 

DeSOTO—'42 sedan, $665. 

DODGE—’48 sedan, $1,160, $1,245. "40 


sedan, $325, $480. 


FORD—'49 sedan, $1,415. ‘47 sedan, $900, 


$1,070. °46 coupe, $965. ‘40 sedan, $215, 
$425; coupe, $260. ‘39 sedan, $235, 
at $220. 


HUDSON—’47 sedan, $815. 
MERCURY—’40 coupe, $515. 
OLDSMOBILE—'46 coupe, $1,005. ‘41 se- 





sedan, | 
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dan, $300, $390. ‘40 sedan, $450. ‘37 
sedan, $360. 

PLYMOUTH—'46 sedan, $720, $650, $940. 
‘42 sedan, $490, $520, $430. ‘41 sedan, 
$295, $435, $510. ‘39 sedan, $180, $110. 
'38 sedan, $230. ‘37 sedan, $165, $230. 

| PONTIAC — ‘41 sedan, $420, $325. ‘39 
sedan, $200, $165, $320. 

WILLYS—'47 Jeep pickup, $595. ‘45 Jeep, 
$215. 

(South Bend Auto Auction. Sale every 


CADILLAC- 





$360. 
NASH—’'48 (600) club coupe, $1,280. 


as 


PET REDE 


Wednesday. Prices are for sale of Aug. 17.) 
~49 (62) 2-dr., $3,150. 


CHEVROLET—.'49 SL 2-dr., $1,740, $1,680. 
"48 FL 2-dr., $1,405, $1,310. ‘47 FL 
2-dr., $1,280; SL 4-dr., $1,110. ‘38 4-dr., 
$120. 

CHRYSLER—'47 Windsor 4-dr., $1,105. °37 
4-dr., $180. 

CROSLEY—'47 2-dr., $120. 

DeSOTO—'40 2-dr., $300. 

DODGE—’49 Wayfarer 2-dr., $1,890, $1,- 
870. '46 Custom 4-dr., $900. 

FORD—'49 Custom 4-dr., $1,465, $1,390. 
'47 SD 2-dr., $935, $850. ‘46 SD (8) 
2-dr., $845. 

HUDSON—'42 4-dr., $285. 

MERCURY—’49 4-dr., $1,800. ‘41 4-dr., 
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TENNESSEE FORD DEALERS GIFT—Gov. Browning of Tennessee is shown presenting the 
keys for a 1949 Ford to Billy Pearson of Chattanooga, Tenn., winner of the state's teen-age 
safe driver contest. In addition to the car, given by the Ford dealers of Tennessee, the 
winner was also awarded an expense-paid tour to Ford's Greenfield Village and the Rouge 


plant in Dearborn. 





OLDSMOBILE—’'49 (88) 2-dr., $2,275. °41 | STUDEBAKER—’49 Regal Champion 2-dr., 
4-dr., $300, $290. ‘39 4-dr., $150. $1,705, $1,610. ‘48 Regal Commander 
PLYMOUTH—’'49 Deluxe 4-dr., $1,835, $1,- club coupe, $1,375. ‘47 Regal Com- 
795. mander 2-dr., $1,165, $1,105; Regal 


PONTIAC—'41 2-dr., $485. Champion 2-dr., $1,130. 
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REG. U.S. PAT. OFF. 


for the finest carburetion 


ECLIPSE-MACHINE DIVISION OF 


* Standard Equipment Sales: Elmira, N. Y. 
* Service Sales: South Bend, Ind. 
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Court 
Decisions 


By Leo T. Parker 


Attorney at Law 


A HIGHER courts agree that 
one who causes damage to an 
automobile by his negligence is 
personally liable to the owner of 
the car. Therefore, a garage em- 
ploye may be personally liable for 
damage or injury he does to an 
automobile which belongs to a cus- 
tomer of the garage. 

For example, in Shelby Mut. 
Cas. Co. v. George Byers Sons, 
Inc., 84 N. E. (2d) 112, it was 
disclosed that a repair foreman 
in a garage was permitted by the 
owner of an automobile to drive 
it for his own pleasure until he 
was ready to repair it. The fore- 
man wrecked the car. 

In subsequent litigation the 
higher court held that the foreman, 
not the garageman, was personally 
responsible for damages to the car. 
The court said: 

“From these findings of fact the 
conclusion follows that the con- 
tract of bailment between the in- 
sured and the defendant (garage 
man) terminated when the car was 
released to DeHayes (foreman) for 
his own personal use.” 

* * * 


Title Void 
CCORDING to a recent higher 
court one who holds a void cer- 
tificate of title to an automobile 
cannot give good title to a pur- 
chaser. Hence the true and legal 
owner can always recover posses- 






Just as Miss Liberty sym- 
bolizes a warmth of hos- 
pitality and friendliness 
to visitors arriving inside 
U.S.A., so does the Hotel 

Fort Shelby represent 

those cherished qualities 
to visitors in Detroit. 


















Conveniently located, 
The Fort Shelby is famed 
for the recognized value 
it offers in its 900 rooms 
with bath, chairside ra- 
dio, servidor, and circu- 
lating ice water; as well 
as its two excellent res- 
tavrants and attractive 
cocktail lounge. 


GARAGE AND PARKING FACILITIES 
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For Their New Car Advertising 
© Critical Craftsmanship from 
Designer to finished Product 
© Triple-plate Chrome Finish 
© Life-of-Car Durability 
©@ Customer Eye Appeal 
® New Low Prices... 


Write TODAY for beautiful full- 
size FREE SAMPLE . . . Yours to 
keep and compare! 


@ NO OBLIGATION @ 
Stemac.. 2409 157 sr. 
DENVER 11, COLORADO 
DISTRIBUTORS WANTED 












DEALER ERHART'S FAMILY—Three 
tions of the Erhart family inspected the new 
$250,000 home of Erhart Motor Car Co., Inc., 
Kaiser-Frazer western New York distributor, on 
its completion here early this month. Left to 


right are Harry J. Erhart, president and 
treasurer; his grandson, John jr., and son, 
John H. Erhart, vice-president and secretary. 
The 35,000 square-foot building has 160 feet 
of frontage at 1570 Main St. More than 
$20,000 in equipment was incorporated in the 
service department, which boasts six hydraulic 
lifts. The senior Erhart has been in the 
retail automobile business for 45 years. 








sion of the car from the purchaser. 

For illustration, in Pearl v. In- 
terstate Securities Co., 217 S. W. 
(2d) 302, the testimony showed 
facts as follows: The Economy 
Auto Sales purchased two automo- 
biles, paying the full purchase price 
to the seller and receiving uncon- 
ditional possession of the cars at 
the time. 

The company also received cer- 
tificates of title to the cars from 
the owners, but by reason of the 
fact that the assignments of the 
certificate did not comply with the 
state’s motor vehicle statute, the 
assignments were void and did not 
pass legal title or ownership to 
the cars to Economy Auto Sales. 
Later the latter sold these cars to 
a purchaser who paid by check. 

The Economy Auto Sales deliv- 
ered the cars and certificates of 
title to the purchaser, Securities 
Motor Co., who paid the amount 
due by personal check. 

The check was returned unpaid, 
but in the meantime the purchaser 
had been thrown into the hands of 
a receiver, and the cars were im- 
pounded under order of the court. 

In subsequent litigation the 
higher court held the Economy 
Auto Sales could recover posses- 
sion of the automobiles no mat- 
ter in whose hands they were 
and said: 

“The Security Motor Co. was not 
clothed with indicia of ownership 
for the reason that the assign- 
ments of the certificates of title 
on their face were void.” 

* + + 


In Good Faith 


ACCORDING to a recent higher 
court, one who in good faith 
purchases a mortgaged automobile 
may pay the balance due the seller 
and retain possession and legal 
ownership to the automobile. 

For illustration, in Guerin vy. 
Kirst, 202 Pac. (2d) 10, the testi- 
mony showed facts as follows: 
The purchaser of an automobile 
made a small down payment and 
signed a conditional contract 
which provided that the seller re- 
tained legal title to the automo- 

| bile until the purchaser com- 

| pleted making the agreed month- 
ly payments, One White had no 
knowledge of this conditional 
contract and purchased the auto- 
mobile from the purchaser, pay- 
ing cash. 

In subsequent litigation the 
| higher court held that White, be- 
jing an innocent purchaser, could 
| retain the automobile by paying 
|the balance due the conditional 
| Seller under the terms of the con- 
ditional sales contract, signed by 


the original purchaser. The court | 


| said: 


“The law has always endeavored | 
| president of Federal Motor Truck, points out features of Federal's new heavy-duty D45 


to protect the rights of the inno- 
|cent purchaser for value and such 
| protection should readily be ex- 
|tended to those cases where no 
injustice is done to others.” 


| 
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Emphasis Now on Organization ‘Quality’... 
Factories Set on Sales Staffs 


By Bob Gordon 
Associate Editor 

UCH has been said about pre- 

+ paring dealers for the com- 
petitive market, but little has been 
heard of the carmakers’ plans for 
their own sales forces. 

Just what have the manufact- 
urers done to make ready for 
competition ? 

An Automotive News survey of 
car factories reveals that most of 
the companies are confident that 
the field-sales staffs they have 
been building up since the war 
ended have now reached a point 
which will enable them to handle 
any competitive situation which 
may arise. 

Most of the firms pointed out 


enera- |that the buildup of company sales 


organizations has been a gradual 
process. 


* + + 

EARLY all of them said their 

sales staffs were at least at 
prewar strength, numerically, if 
not experience-wise. The majority 
claimed that present sales, parts 
and service staffs were adequate. 

This is not meant to indicate that 
sales forces will remain static. The 
makers expect the usual amount of 
turnover in personnel and there is 
a continuing drive for “quality” on 
the sales staffs. 

Perhaps the most active de- 
partments in the industry at this 
time are the used-car merchan- 
dizing sections of virtually all of 
the vehicle producers. 

Used-car reconditioning and mer- 
chandising have become prime 
targets with automakers, and they 
are pouring plenty of effort into 
the project. 


. oa 
Canam Corp., 
has trained 112 men 


Glidden Tour 
To Be Revived 
Starting Sept. 24 


WASHINGTON.—Homage will be 
paid Sept. 24 to those early auto 
enthusiasts who every year between 
1905 and 1914 devoted their ener- 
getic efforts to proving that the 
automobile was here to stay. 

On that date, the Glidden tour 
will be revived, Starting from Get- 
tysburg, Pa., a band of old-timers 
in ancient automobiles will tour 
through Pennsylvania, Maryland, 
Virginia and Delaware, completing 
650 miles in six days. 

Among the old cars in the 
journey will be a 1906 Cadillac, 
1910 Maxwell, 1911 Trombley, 1916 
Scripps-Booth, 1915 Locomobile and 
a 1911 Chalmers. 

One of the most well-known 
participants will be James Melton, 
singing star and avid collector of 
ancient automobiles. 

The tour is sponsored by the 
Antique Automobile Club of Amer- 
ica and the Veteran Motor Car 
Club of America. 

On the first tour in July, 1905, 
Charles J. Glidden, wealthy auto- 
mobile enthusiast, agreed to award 
a trophy to the winner of a motor 
run that would take 33 car owners 
from New York City across miles 
of deeply rutted roads to Bretton 
Woods, N. H., and back. Of the 
33, only 28 motorists completed the 
round trip. 


~ 
for instance, 
in 


its 












|central service force to present the 
used-car reconditioning program to 
dealers. 

DeSoto is leading off for the 
corporation with a series of meet- 
ings this month. Other divisions are 
expected to follow soon with simi- 
lar programs. 

Kaiser-Frazer has also sent out 
nine teams to instruct its dealers 
on the technique of selling used- 
cars, 

The new-car sales force at K-F 
has always been pretty  fully- 
manned, a company spokesman 
said, as a result of K-F’s relatively 
recent entry into the automotive 
industry. 

Makers’ sales staffs were at a 
low point immediately after the 
war ended. Most of the companies 
went to work to build these forces 
as soon as they could, even though 
they weren’t necessary in the 
sense that the factories could easily 
sell all the vehicles they could 
build, 

. + + 


AR-SEEING producers realized, 
however, that the day when a 
hard-hitting sales force would be a 
necessity was not too far distant. 
For this reason, the sales setups of 
many of them had reached the 
“normal” point as far back as two 
years ago. 

Dealers know better than any- 
one how concerned the factories 
have been with trying to get 
dealers to enlarge their sales 
staffs. Most makers have been 
advising dealers for months to 
build up sales forces, and this 
theory is still being carried to 
dealers. 

Nash reported that its own field 
sales personnel had been gradually 
strengthened since the war ended 
and pointed out that dealer sales 
personnel had been tripled in the 
past year. 

The company has an intensive 
training program for both dealer 
and factory salesmen. The dealer 
program involves sound slide-films 
on selling technique, and the com- 
pany reports over 98 percent of its 
dealers have 
feature. 





* * 


subscribed to the 


* 
ILLYS-OVERLAND admitted | 


it has expanded its sales force 
“considerably” and said the ulti- 
mate goal is to triple the number 
of men in the field. 

A company official said that the 
firm is now in the process of 
doubling the number of service 
representatives it has in the field. 

Willys-Overland sales setup has 
also been realigned and now 
comprises separate sales setups 
for cars, trucks and jeeps, Form- 
erly, jeeps were under the 
jurisdiction of the truck sales 
manager, 

Packard is concentrating on its 
“master salesmanship” program, 
which has been in effect since the 
beginning of 1948, It is an instruc- 
tional program, involving the use 
of films and records, and is con- 


ducted in dealerships to train 
retail salesmen. 

Studebaker reported its field 
organization as “set,” but added 


that additional personnel are being 
taken on “as the need arises.” 
+ . . 


ization had been considerably 





The company has also increased 










TAKING A LOOK AT FEDERAL'S NEW DIESEL—Roger Burley (right), assistant to the 


series Diesel engine to assistant general sales managers W. L. Hayes (left), eastern zone, 


and H. J. 


Hamernik, central zone. The engine, of Hercules design, developes 1/42 horse- 


power at 2,600 revolutions per minute and has a gross sanane output of 332 Ibs. ft. at 


1,700 r.p.m. Fuel savings up to 50 percent have been recor 
| with the unit, the company states. It weighs only 485 pounds more than a comparable 
| gasoline power plant, it adds. 


ed in operational road tests 


HUPSon declared its field organ- | 


;}expanded in the past six months. | 





| Rome, 


its sales training force, which is 
currently touring the country con 
ducting meetings. to sharpen th: 
ability of dealers’ salesmen. 
Adequate field staffs wer 
claimed by all of the GM division 
Here again, used-car merchandis 
ing seems to be coming in for 5 
large share of attention. 

Chevrolet has opened a cam- 
paign to reactivate the used-car 
operations of its dealers on a 
uniform basis. 


All remaining GM divisions re- 
port their field organizations have 
been rebuilt after the war and are 
now considered to be well prepared 
for any market condition. 

Lincoln-Mercury has adjusted its 
field organization, taking a major 
step by dividing its 21 sales dis- 
tricts into four regions. The com- 
pany only recently appointed man- 
agers for the four regions. 

* + e 
A SALES training program is also 
in operation for Lincoln-Mer- 
cury dealers, and the company’s 
first postwar sales contest ended 
recently. 

Ford is also conducting a sales- 
training program, which is being 
given to all dealers and sales 
managers in a series of meetings 
throughout the country. 

Ford’s field sales force has been 
at prewar strength for some time 
now, a company official said. 

Generally, the makers feel they 
are ready for any sales push that 
may be necessary. All of them 
admitted that their sales staffs are 
open now only to men who can 
| qualify as “quality” personnel. 


Well-Traveled 


Studebaker’s Smith to Fly 


Around World Again 


SOUTH BEND.—Studebaker Ex- 
port Corp.’s vice-president, Dewey 
W. Smith, the man who has trav- 
eled over 203,218 miles since the 
war's end, is off again on a round- 
the-world business flight. 

In the past four years he has 
visited such places as Buenos 
Aires, Lisbon, Rio de Janeiro, 
Istanbul, Kurachi, Delhi, 
Calcutta, Bangkok, Hong Kong, 
Manila, Honolulu, Brussels, Pan- 





ama, Singapore and Shanghai. 








Do you know that...now 
---every day...over 3000 
cars come off the assembly 
line standard equipped with 
the Scully Gas Tank Whistle. 


That means thousands of 
dollars saved through pre- 
vention of gas spillage. 


That means smooth filling 
for us and plenty of goodwill 
for those car manufacturers 
who make our job easier. 


Incidentally, a million sta- 
tion attendants can be help- 
ful. 


NEW AND USED CAR 
SALES AID! 


PLASTIKON SIGN-MAKER KIT to make 
your own displays quickly for windshields 
and showroom windows. BRILLIANT 
FLUORESCENT-GLOWING. 


Kit includes: Year model numbers, car 
name plates, body styles, pricing figures 
and alphabets—ranging in size from |” 
to 6”. Reuseable. 


Send for bulletin No. 20 for more 
information, 


Plastikon Display Signs 


45 North Division St., Buffalo 3, N. Y. 
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(Continued 


bracket stated that things are 100 
percent better than they were 90 
days ago, but that body leaks still 
plague him. 

Stressing that the condition is 
beyond their control, factories 


Pontiac Reports 
Dealer Shop High 
Fall Drive Set 


PONTIAC.—Citing an increasing 
tendency for car owners to take 
their cars back to dealerships for 
service, Pontiac reports that June 
showed the highest number of 
service orders in the division’s 
history. 

According to Hugh J. Hales, gen- 
eral service manager, over 793,000 
customers were served by Pontiac 
dealers during the month, Cus- 
tomer labor sales also showed an 
upturn over June of last year, al- 
though labor costs per car serviced 
were down 94 cents. 


9 


For the first six months of the 


year customer service orders were 
up 15.3 percent, with customer 
labor sales showing an increase of 
approximately 3 percent, he said. | 

Meanwhile, Pontiac announced a 
sales campaign for October and 
November aimed at further boost- 
ing volume in customer labor, parts | 
and accessories sales and improve- | 
ment in business management of 
dealerships. 

To be called the Redskin All 
American Parade, the contest offers 
honors and merchandise prizes for 
dealership employes. Pontiac deal- 
ers may enter as many of their 
employes in the campaign as they 
wish, with prizes awarded on points 
based on dollar volume of sales. 


Safety Rules OK’d 
For Steel Trucks 


WASHINGTON.—Minimum safe- 
ty specifications to be applied to 
vehicles used in the hauling of steel 
were agreed upon here last week 
at a meeting of representatives of | 
motor carriers of steel held in the 
Interstate Commerce Commission 
building. 

The maximum payload capacity 
of each motor vehicle to be used 
for transportation of iron and steel 
in the official territory will be 
painted on the vehicle. 

Vehicles must be so marked be- 
fore Nov. 1, 1949, or they will not 
be loaded by the major steel com- 
panies after that date. All such 
vehicles must also be equipped with 
bulkheads or their equivalent and 
with means for fastening lading on 
or before Jan. 1, 1950. 


| 





BUYING 


Burrrlap? 


| 





Monkeyshines Decline 


New Cars Coming Through in Better Shape, 
But ‘Leakers’ Still Plague Dealers 


this practice. 


from Page 1) 


point to the 
auto and sub-assembly construc- 
tion since the war to make the 
inspection task easier, and, it 
was hoped, much more fool-proof 
than before Pearl Harbor. 


Dealers strongly denounce the | belong any place, but they did raise 
because Stave doubts in the mind of the 


sloppy inspection jobs 
they feel that they consistently 
take the rap for such failures, al- 
though they are beyond their con- 
trol. This conclusion is based on 


the fact the dealer is the last and) 
| tically 


closest contact to the customer. 
* . * 

As WELL as being costly in 
+45 goodwill, dealers say the extra 
work not only absorbs the regular 
preparation charge but additional 
sums ranging from $10 to $25. The 
unprofitable procedure also hits the 
dealer in less definite terms. 

The most common complaint of 
all dealers in all price categories 
is “leakers.” As one pointed out, 
while the factory does make an 
| adjustment for this deficiency, he 
had so many cars in the shop for 
| repair at times that shop efficiency 
| was affected adversely. 

In one franchise, it was point- 
ed out that new trucks arrive at 
the dealers in much worse con- 
dition than the cars. 

Talking with dealers and factory 
people brings out the fact that, 
with one exception, inspection staffs 
are no respecters of the cost and 
quality of autos. 

The bigger and more costly jobs 
come off the lines with just as 
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simplification of | 


| Vice-president, announced that all 











amount allocated for this work, |" 


generally speaking. 
- + 


mension 
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L™= happy are those who see 
4 new owners come in with blood 
in their eye, telling the dealer that | 
| their car is falling apart because | 
|they found a couple of nuts on}! 
the floor under the dashboard. 
Thorough examination shows 
that through carelessness, or in- | 
tent, the extra nuts had been so} 
placed that they would not fall 
until the car had been driven a 
|few miles. The extra nuts did not 



































harassed owner of a shiny new 
auto. 

A dealer in a big city who 
sells one of the higher-priced 
cars says that he has “to prac- 
rebuild bodies.” Cars in 
his line frequently come to him 
with a window support screw 
loose. 

At the first attempt to lower the 
window it drops down. It doesn’t 
shatter, mind you, but the mishap 
is a “pane” to him, the customer 
and the factory. 


TOTAL CARS 
ON ROAD 
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Newspaper Ad Network 


To Dissolve Dec. 31 

NEW YORK. — Stockholders of 
the American Newspaper Advertis- 
ing Network voted to dissolve the 
network as of Dec. 31, 1949, in 
action taken at a special meeting 
last week. 

Edward D. Madden, 


CARS WITH 
AUTOMATIC TRANSMISSIONS 


48 49 32 63 ‘S4 62 


AUTOMATIC DRIVES ON 90 PCT. OF NEW CARS BY 1955?—That's the prediction of 
executive | Walter Hochuli, Texaco's general sales manager. As auto makers introduce the new trans- 
missions, they will devote 30 percent of their output to cars with this unit during the first 
year, but will step it up in the following years, he predicts. Hochuli stated that, excluding 
the Chrysler type of fluid drive, there are already 2,000,000 automatic transmissions on the 
| road, and this number will jump to 3,000,000 in the next 18 months. 
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existing contracts with the network 
will be fully honored. 





PRICES ARE SLASHED! 


Because of the large demand for this ornament we have been 





much added unnecessary work for 
the dealer’s shop as the smaller 
models. Examples in the former 
class of vehicles are standard mod- 
els arriving at the dealer’s plant 
with one door finished in deluxe 
trim. While the manufacturer rem- 
edies this and many other faults, 
the time required (sometimes as 
much as a month) doesn’t cool the 
temper of the exasperated cus- 
tomer. 
. * * 

iy’ ADDITION to leaks, many 

dealers find it necessary to give 
a car a thorough polish to cover 
finish blemishes that were un- 
known in the present volume dur- 
ing prewar years. 

Then there are the _ various 
schemes to make drivers wonder 
what is wrong with the car, when 
actually no mechanical or body 
trouble is present at all. 

Body assemblers with a per- 
verted sense of humor seem to 
get a kick out of thinking of the 
car buyer who will hear rattles 
that perplex the shop mechanics. 
When the buyer returns to the 
dealership complaining of the 
noise after a few miles, it is too 
frequently found that a plant 
worker has dropped a handful 
of nuts, bolts or washers between 
the door and the panel. The next 
step for the dealer is to remove 
the panel and throw away the 
noise makers. 

There are many variations of 
Probably the most 


"Each year Bemis de- 
| lermines the grading 
of burlap from Indian 
jute mills. Bemis- grad- 
ing is accepted by 
Producers and users 
glike as the standard 
for biniay» quality. 


difficult to trace is the suspended 
pop bottle between the door and 
panel which produces a noise only 
when the car turned a corner. 
. » * 

NOTHER new owner found a 

half-filled bottle of whiskey be- 
tween the door and panel when his 
dealer took off the latter to find 
the noise source. 

The remains of uneaten lunches 
in cushions, behind door panels or 
under trunk rugs are other banes 
to owners of new cars and the 
dealer. Solid front seats that won’t 
move forward in two-door models | 
also mean delay in delivery. 

Aside from the pseudo-humor 
in the above cases, there are the 
defects that endanger the driver 
and the car. 
car has spot welding, which 
breaks loose on body supports, 
cannot laugh it off like the one 
who found three extra clocks un- 
der his back seat. 

The dealers in only one franchise | |} 
surveyed are said to be still able to | 
keep their costs for getting the car | 
ready for the customer within the | 


Weel, it’s wise and 
thrifty to deal with 
folks who really know 
bur-r-rlap*...foiks you 
know you can depend 
on. So for whatever 
grade you 
need ...look 
to Bemis! 



























BEMIS 


Detroit » Chicago « St. Louis 
Cleveland « Indianapolis 
and other principal _ cities. 




























able to effect a saving in our production and distribution costs. 
This saving we wish to pass on to you and your customers. 
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1949 FORD... .. 1949 PONTIAC 
FENDER ORNAMENTS 


Highest Quality 
Triple 
Chrome-Plated 


Fender Ornaments 


t 





roa 


Styled by ‘'Stylecraft'’ 
. 


New List Price 


$9.95 


Per Set of 2 



















Easily and quickly installed by drilling only 4 holes and insert- 
ing self-tapping Phillips head-screws which are furnished with 
the ornaments. 


Universal “Roc-It” Trim Moulding 


Enhances the Beauty 
of All Cars 
from '29 to '49 


Pony... 91.39 


at Only. . 




























PONTIAC 








This triple chrome moulding can be readily sold to 


nearly everyone who sees it, because it has a way of 











| 
The owner whose | 
| 





blending in with the automobile. It can be used as illus- 
trated for the sides of fenders, tops of fenders, on the 
side of the door or to cover scratches in the fender and 
on the body. 










Also this very same “Roc-It'’ Trim Moulding can be 
used on seven different makes of automobiles, namely 
Chevrolet, Pontiac, Studebaker, Hudson, Buick, Oldsmobile 
and Lincoln as a protection for the fender area beneath 
the gas door opening. 











Very easily installed by drilling 2 holes and snapping 
into place (template furnished). 





FORD 
DENTON HASSELL, Factory Distributor 
195 W. 9-Mile Rd. Detroit 20, Mich. 





Handled by Jobbers 
Everywhere 


A 40% Profit Item 
for Dealers 
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First-Half Sales Breakdown 








Four Truck Makers Up Share 


By Tom Hewitt 
Staff Writer 


OMMERCIAL- VEHICLE sales | 

A took another tumble during this | 
year’s first six months. 

In the first-half of this year a 
total of 465,426 units were regis- 
tered, as compared to 534,517 a year 
ago, a drop of almost 13 percent. 

Only Chevrolet, Dodge, GMC 
and Studebaker managed to in- 
crease their percentages of 

first-half sales over the compar- 
able period of 1948, while the 


Total 
Sales 
Ist Half 

1949 
PFOA oi sccscccces 944 
BROCKWAY ......... 775 
CHEVROLET ......... 172,510 
MPD, eas cecesccee 584 
ih 2,949 
sed co ebce Nd e Ke 1,903 
in sobs vices eee 58,011 
ee 744 
SE: 658, sh cues 6s Rb 82,104 
CE i Vaecak ey ese eee’ 194 
cy bak Jed pik ace’ 39,528 
INTERNATIONAL 45,285 
KENWORTH ......... 209 


STERLING ........... 123 
STUDEBAKER ....... 28,232 
RMEEEED 650 60004 seu ness 4,196 
WILLYS-OVERLAND 20,041 
MISCELLANEOUS 1,665 


igetnewwen 465,426 


New-Truck Sales by Makes 
For °49-48 (First Half) 


Pet. Total Pet. 1949 

Share Sales Share Pet. 
of 1949 Ist Half of 1948 Gain or 

Sales 1948 Sales Loss 
-20 1,457 27 — 0 
17 1,680 31 — .14 
37.06 154,286 28.86 +8.20 
13 1,418 26 — .13 
63 5,573 1,04 — Al 
Al 3,243 61 — .20 
12.46 58,186 10.89 +1.57 
16 2,606 49 — 33 
17.64 118,852 22.24 —4.60 
04 431 -08 — .04 
8.49 34,522 6.46 2.03 
9.73 70,266 13,15 —3.42 

04 205 





other makes fell considerably. 
Chevrolet boosted its share of the 
| market from 28.66 percent to 37.06 
percent, a gain of 8.2 percent, while 
GMC moved up 2.03 percent, from | 
6.46 to 8.49. Studebaker, with 6.07 | 
percent of the market as compared 
to 4.4 last year, rose 1.67, and 
Dodge climbed from 10.89 percent | 
to 12.46, a boost of 1.57. 
* | 
ALTHOUGH odes rose in per-| 
centage of market, it dropped | 
in the numerical category, for in | 
1948’s first-half the firm sold 75 

















5,526 






6,285 















08 246 — 
6.07 23,584 894.40 41.67 
90 6339 861.20 — .30 
431 $8,166 7.14 —2.83 
36 1,646 30 + .08 









534,517 





Crosley Names MacDonald, 
Kess to Head Sales 


CINCINNATI. — Appointment of 
H. M. (Scotty) MacDonald as sales 
director for Crosley Motors, Inc., 
has been announced by Powel 
Crosley jr., president of the com- 
pany. At the same time Stanley E. 
Kess was named sales vice-presi- 
dent in charge of sales. 

MacDonald, a native of Spokane 
and veteran of 30 years in the 
automotive industry, began his ca- 
reer with Logan and Grant, Max- 


Midstate Dealers 


Unite in Oregon 


REDMOND, Ore. — The Central 
Oregon Automobile Dealers Assn. 
has been formed here, representing 
19 out of 23 dealers from three 
surrounding counties. Newly ap- 
pointed directors elected P. M. 
Houk president, B. A. Scott vice- 
president and Robert Thomas sec- 
retary. 

Purpose of the association, of- 
ficers said, is to “facilitate the 
exchange of ideas among its mem- 
bers, encourage sound business 
policies, foster constructive and 
progressive legislation, discourage 
destructive and retrogressive legis- 
lation, cooperate with other vehicle 
trade associations and promote con- 
fidence, respect and good-fellowship 
among all who directly or indi- 





rectly engage in the motor vehicle 
industry.” 





a quality 


is covered 


AUTOMOTIVE NEWS 


BINDER for 
Automotive News 


ANSWERING many requests from our 

readers for a semi-permanent binder to 
retain this publication for ready--reference. 
Only recently have we been able to secure 


and which we can recommend. This binder 
stiff sides, holds 26 issues of Automotive 


News in removable metal blades. Price $7.50 
postpaid to our subscribers. 


| well-Chalmers distributors in Se- 
attle. In 1928 he resigned as gen- 
eral manager of that firm to be- 
come associated with DeSoto as 
regional manager. 

Prior to joining Crosley last May 





Stanley E, Kess 


H. M. MacDonald 


as sales supervisor in Minnesota, 
Wisconsin and the Dakotas, Mac- 
Donald had served as regional and 
divisional manager for Kaiser- 
Frazer Corp. 

Kess has been associated with 
Crosley Motors since its founding 
in 1945, and for the past year has 
been sales manager. In his new 
post he will coordinate a sales pro- 
gram which includes expansion of 
the company’s distributor-dealer 
organization and field staff. 


Packard Moves Zone HQ 


From Buffalo to Syracuse 
SYRACUSE, — The Buffalo zone 
office of Packard Motor Car Co. has 
moved its quarters to 604 Syracuse 
Kemper building. 
The office will now be called the 
Syracuse zone. 











binder which will stand the gaff 






with black Levant leather cloth, 
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|more vehicles than this year. | 
|was due to the drop in 1949 first- | 


half registrations. 

On the right-hand side of the 
“gain-loss record,” Ford showed 
the largest drop in market share, 
falling 4.6 percent, Other declines 
were noted by International, 3.42; 
Willys-Overland, 2.83; Reo, .71; 
Diamond T, .41; Mack, .38 and 
Federal, .33, 

Others to recede were White, .30; 
Diveo, .20; Brockway, .14; Crosley, 
13; Autocar, .07; FWD, .04, and 
Sterling, .02. 

For the most part, the number 
of sales of each firm’s product also 
decreased, with only three compan- 

ies showing gains over 10 percent 
in total number of registrations. 
* + + 


Penge — ae led this depart- 
ment with a rise of 19.96 per- 
cent, followed by GMC’s 14.5 per- 
cent, and Chevrolet’s 11.81 percent. 

On the other hand, big drops of 
30 percent or more were noted by 
13 firms, topped by Federal, whose 
sales fell from 2,606 in 1948 to 744 
this year, a drop of 71.45 percent. 

Reo followed closely with a 
decline of 65.49 percent. Other 
drops were recorded by Crosley, 
58.82; FWD, 54.99; Brockway, 
53.87; Sterling, 50, and Willys- 
Overland, 47.49. 

Others were Diamond T, 47.08; 
Mack, 44.91; International, 35.55; 
Autocar, 35,20; White, 34.32; Ford, 
30,92; GMC, 14.5, and Dodge, 


NADA Chooses 
Clinic Subjects 
For 1950 Parley 


WASHINGTON.—The convention 
program committee for the 1950 
parley of the National Automobile 
Dealers Assn. met here last week 
and discussed program features. 

Fred L. Haller, NADA first vice- 
president and program committee 
chairman, said subjects had been 
selected for the 1950 convention on 
the basis of information compiled 
in a survey recently completed by 
state associations. 

He said that a prominent and 
representative dealer had been se- 
lected to conduct each of the fol- 
lowing clinic subjects: employer- 
employe relations, used cars, retail 
sales management and service. 

NADA’s convention will be held 
Feb. 5-8, 1950, in Atlantic City. 


Gas-Station Curb 


Enacted in Conn. 


HARTFORD, Conn.—A Connecti- 
cut law which makes it illegal for 
gasoline stations to repair or sell 


cars unless licensed to do so has} 


been signed by Gov. Bowles. 

This ruling provides that the 
commissioner of motor vehicles 
may suspend or revoke the station 
license of any person violating this 
law. The bill was backed by the 
Connecticut Automotive Trades 
Assn. 


350 Attend Feast 


By Md. Dealers 


TAWSON, Md.—The annual crab 
feast of the Automobile Trade Assn. 
of Maryland was held here recently. 
More than 350 Maryland dealers 
and friends were on hand, Seventy- 


five golfers took part in a tourna-| 
ment which was won by Mickey | 
Brothers | 


Behrend 
Over 


Behrend 
(Ford), 


of 


Baltimore. $1,000 


worth of door prizes were awarded | 
| to lucky winners. 


The committee which handled ar- | 


rangements consisted of Bill Ren- 
nix, Glendale Motors, Baltimore; 
Harry Thompson, Curtis Motors, 


Baltimore; Bill Jones, of Brooks 
Price Co.; Mickey Behrend, Beh- 
rend Bros.; Frank Marsden, Motor 
Sales Co.; Walter Wood, Govans 
Motor Co.; Joe Rochlitz, Mid-City 
Sales Co.; Howard W. Ford, of 


Howard W. Ford Co.; Ridgeley | 
Waltz, Krause and Waltz; Tom 
Cowley, Feihe Motor Co.; Bud Hos- 
ford, City Oldsmobile, Inc.; Harry | 
French, Webster Motor Car Co.; | 
Ralph Smith, General Pontiac Co., 
and others. 


.30. | 
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CHICAGO.—If any further evi- 
dence were needed to prove that 
Ruby Chevrolet, Inc., hasn’t be- 
come the world’s largest Chevrolet 
dealer by accident, it was furnished 
anew in connection with the firm’s 
new service center at Racine Ave. 
and Adams St., observers said. 

A heavy newspaper campaign 
and direct mail drive to all Chev- 
rolet owners was conducted. Com- 
pany and other cars were also 
brought into the picture via 
streamers on the bumpers announc- 
ing the opening. 

The newspaper drive started 
with a full page advertisement, 
followed by a two-thirds page 
ad, and then two-column copy 
telling how the inaugural clicked. 

All Chicago metropolitan dailies 
carried the campaign. 

Perhaps the most sensational fea- 
ture of opening week was a free 
offer of six monthly lubrications, 
plus front wheel repack, 





|}all Chevrolet owners during the 
| week. 
| Other offers included $18 valve 





‘Hudson Names 


Portland Head 


DETROIT.—Hudson has appoint- 
ed Luther T. Mortensen zone man- 
ager of its Portland (Ore.) 
it is 
by N. K. VanDer- 
zee, sales vice- 
president. He suc- 
ceeds E. A. Jac- 
quemart, now 


Los Angeles. 
The zone is dis- | 
tributor of Hud-| 





L. T. Mortensen 


|ern, southern and western Oregon, 
the northern half of Idaho, the en- | 
| tire state of Washington and Alas- | |money you have to spend money 
ka. Mortensen joined Hudson a} j}and by expending it wisely, the 





| year ago as division parts super- | 
| visor of the Pacific division with 
headquarters in Los Angeles. 





7 


zone, | ; 
| Using a _ slogan, 
announced | & sros: 


* 


| 


listed as | 
being worth $11 and available to) 


zone manager at)! 





OPENED WITH BIG MERCHANDISING CAMPAIGN—The corner entrance of the new Ruby 
Chevrolet service center at Racine and Adams Ave. in Chicago. 





A CORNER OF RUBY'S $1,000,000 SERVICE SETUP—Cars here are being checked on the 
| floor and twin-posts in the new service building of Ruby Chevrolet, Chicago, self-termed the 
"World's Largest Chevrolet Dealer." 


* 


Huge Ad Drive Announces 
Ruby’s New Shop Center 


grinding jobs for $9.95; $3 motor 
tuneups for 95 cents; $3.60 major 
brake adjustments for $1.49, and 
$5.10 steering and front-end checks 
and adjustments for $2.50. 

As S. D. Ruby, chairman, put it, 
“we decided to merchandise our 
new center through these offers as 
well as proudly to proclaim its 
complete facilities, size and the 
opening itself.” 

Irving R. Ruby, president, added 
that the turnout of Chevrolet car 
and truck owners surpassed expec- 
tations, even though anticipation 
had run high. 

Of the 72,000 square feet of floor 
space in the $1,000,000 project, 36,- 
000 are devoted to passenger car 
service, 16,000 to truck service and 
20,000 to parts. 

Customer conveniences are not 
overlooked. For instance, a 
budget financing department is 
provided, along with a rent-a- 
car department for use of cus- 
tomers while their Chevrolets are 
being serviced, and a_ shuttle 
service to the downtown section 
of the city, with frequent pickup 
and delivery schedules main- 
tained. 

Stress is placed on the fact that 
|the Ruby mechanics are expert 
and made so by factory training. 
“No waiting, no 
wasted motion, no guesswork,” the 
company emphasized that these ad- 
vantages of “modern, almost un- 
believable speed and efficiency of 
operation” mean money saved to 
owners on repairs. 

For those wanting to utilize the 
|firm’s budget plan, it was stated 
|that, with few exceptions, Chevro- 


son cars, parts| let owners are eligible to have 
and accessories in | their repair needs taken care of 
the Portland sales | without a down payment and with 
territory in north-| small monthly payments. 


The three Ruby brothers—S. D., 
Irving and Henry—said: “To make 


| rewards will return to you. In this 
business it’s well to think and act 
in terms of bigness.” 
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ieel Pay Report Awaited .. . 


| CIO Again Warns 


ion Strikes 


(Continued from Page 1) 


to effectuate formal termination 
of negotiations and cancellation 
of the contract, which is being 
extended on a daily basis. 
Murray’s statement before the 
factfinding board followed conclu- 
sion of the steel industry’s pre- 
sentation against the union’s de- 
mands. One by one, the steel 
makers had warned of the infla- 
tionery effect they said higher labor 
costs and prices would exercise on 
the nation’s economy at this time. 
+ + + 


began taking preparatory strike 

votes. Chrysler- UAW negotia- 

tions, involving wage matters 
solely, were resumed Wednesday. 

Week-end negotiating sessions 
were reported on tap in the Ford 
negotiations, with a Michigan state 
strike deadline of Sept. 13 staring 
the union in the face. 

aa * > 
a 60-day truce imposed on the | 

. steel dispute by appointment of 
the Presidential factfinding board 
expires on Sept. 14. 

It appeared that there would be 
no rest for the weary Ford negotia- 
tors come Labor Day. Bargaining 
teams of the company and union 
had their Memorial Day weekend| Jealousy among powerful union 
spoiled three months ago when | leaders and a consequent “insuffer- 
they met until far into Sunday | able race for position” is at the root 
morning in terminating the Rouge |of the CIO’s fourth round of de- 
plant speedup strike. mands, he asserted. ' 

Although any strike against Ford Voorhees noted that the leaders 


CO= of the more startling com- 
pany charges came from E. M. 
Voorhees, finance committee chair- 
man of U. S. Steel. 


must get under way by Sept. 13 in|of the United Steelworkers had 
order to gain legal recognition | been confronted by the fact that 
from the Michigan state labor |John L. Lewis’ United Mine Work- 


ers had won a series of pensions 
and special benefits. 

“The immediately relevant 
| fact,” he continued, “is that 
leaders of other unions are com- 
petitively compelled to seek simi- 


Save Costly Repairs with “E 
GE DE LUXE GUARDS ! A 


Absolute protection for grille 
and trunk. Beautifully cus- 
tom styled. Guaranteed 
chrome. 5 to 8 minutes in- 
stallation. At leading dealers 
coast to coast. List prices: 
front $19.95; rear $22.50. 
Protection! 


INTERCHANGEABLE FORD m 


Cello Ford Fender Guard has : 


FENDER GUARDS : 
exclusive bracing which takes 2 


sc 


mediation board, a UAW decision 
to close the company would have 
to be made at least five days’ be- 
fore that date. 

A company-union agreement 
requires at least five days’ notice 













FRONT OR REAR 



















vibration and flutter out of FOR 
ends of the bumper bar. FRONT 
Gives needed protection to OR 

| exposed areas of front and REAR 





rear fenders. List price: 
$12.50 pr. (front or rear) 










Patented spring clips permit 
speedy mounting and detach- 
ing. Hold plate securely, pre- 
vent rattling. Holds the 
frame without use of screws. 
List price: $2.25 pr. 











CELLO TRUCK GUARDS 


America’s sturdiest protection for 
grilles, fenders and lights. Custom 
styled. Chrome. List prices: single 
uprights $8.75; dual rail $22.00. 

















5 to 8 minute 
installation! 


ete ee oe 
East Boston 28,Mass. 








FOR AUGUST AND SEPTEMBER 


CANFIELD 
JUNIOR 
MANUAL 
WRECKER 
for Jeeps $ 149.50 


Will Handle Any Passenger Car 
Also Available for ALL OTHER TRUCKS $169.50 


Helper Springs Optional 


BUY DIRECT FROM MANUFACTURER 


Canfield Tow-Bar Co., Inc. 
6033 E. McNichols Road Detroit 12, Mich. 





lar or better results for their 
members, regardless of what 
other part of the public must be 
| drained to make this possible.” 


| Voorhees predicted that 


| wage increase to customers 
| higher prices. 

Reuther declared that the UAW 
was in its best position in history 
as to morale and finances for a 
| possible strike. 

“We pray to God we can settle 
our dispute over the bargaining 
table,” he said, “but if a strike re- 
sults, the company will have to 
assume full moral _ responsibility 
for it.” 

Both the auto and steel unions 
have demanded $100 monthly pen- 
sions for workers who have 


years’ of service, The UAW esti- 
mates that 12,000 of the 75,000 Ford 
employes in the Detroit area are 
60 or older. 


Obituaries — 





Arthur Krueger, 59, Dies; 


Served Dodge, Graham 
DETROIT.—A veteran of more 
than 30 years in the auto industry 
and for the last 14 a district man- 
ager for Dodge, Arthur Krueger, 


at his home here. 

Mr. Krueger came to Detroit in 
1914 as a Hupmobile sales execu- 
tive. Later he joined Paige, which 





|dent of Timken Roller Bearing Co., 
|Canton, O., died here Aug. 23 after 


1938. 


subsequently became Graham- 
Paige. There he served for many 
years as assistant sales manager, 
sales manager and finally as man- 
aging director of its Canadian fac- 


tory. 
* 


Harry J. Porter, 75, 


Former Timken Officer 
FORT MYERS, Fla.—Harry J. 
Porter, 75, former sales vice-presi- 


a short illness. 

Mr. Porter joined Timken Roller 
Jan. 1, 1911, rose to vice-president 
in June, 1925, and retired Dec. 31, 


* * * 


Harry W. Stacy 

SPRINGFIELD, Mass.—Harry W. Stacy, 
75, for many years secretary and show 
manager of the Springfield Automotive 
Dealers Assn., and a Hampden county 
deputy sheriff since 1919, died Aug. 14 
after a long illness. Associated with E. 8S. 
Stacy Machine Co., for 28 years, until the 
business was sold in 1920, he was secretary 
of the Springfield Automotive Dealers Assn. 
from 1918 to 1938. He staged the first 
automobile show in Springfield in 1915, and 
also managed shows for local dealers the 
three following years, until the Springfield 
association was organized. 

* * 


* 
Edmund P, Horton 
GREENWICH, Conn.—Edmund P. Hor- 
ton, 86, who owned what is generally be- 
lieved to have been the first retail car firm 
in Westchester county, N. Y., died Aug. 15 
at his home here. Horton's company sold 
Stanley Steamers. Later Horton received a 
Maxwell franchise for the entire south, 
with headquarters in Atlanta. 
about 25 years ago. 
* 


He retired 


* * 


Virgil A. Davison 
SAN ANTONIO.—Virgil A. Davison, 55, 
owner of the Davis Pontiac Co, here, died 
at a local hospital Aug. 21. He was asso- 
ciated with General Motors for 20 years, 








and came here in 1945 as a partner in 

Mission City Pontiac Co. In 1947 he pur- 

chased the company and renamed it the 
Davison Pontiac Co. 

* * * 

Art Dawson 

LOS ANGELES.—Art Dawson, an indus- | 

try old-timer and former regional manager 


most | 
steel companies would pass on any | 
in | 


reached the age of 60 after 25) 


Pricing Is Simplified 
By Michigan Abrasive 


| priced with a series of chain dis- 
59, died of a heart attack Aug. 18) 





of Cadillac, died at his home here re- | 
cently 


Sales 


(Continued from Page 1) 


compared with 1,669,528 for 
initial six months of last year. 

Total sales during record 1929 
comprised 3,880,206 cars, with 1941 
next at 3,731,166 and 1948 third at 
3,490,952. 

July and August sales spurts 
portend not only a record-smash- 
ing year but also the first delivery 
in a calendar year of 4,000,000 
new cars, An unexpectedly severe 
sales slump in the last quarter, of 
course, could rule away both 
these forecasts, 

New-truck sales appeared to be 
on a declining curve in July. Polk 
calculated a final month’s total of 
70,388, basing its estimate on re- 
ports from 30 states. 

June sales for new trucks to- 
taled 79,069, down from 86,375 in 
May. The 1949 high month so far 
was March, with 87,165 truck de- 
liveries. | 

New-truck registrations passed | 
the 500,000 mark for the year in| 
July, but were running about 80,000 
units behind last year’s rate. 

—Mac Gorvon | 


the 





GRAMPP AND OLD-TIMERS—A total of 159 service years with Grampp Motor Sales (Stu- 
debaker), Davenport, la., is shown in this picture. Studebaker awarded gold pins to each 
for long service and a certificate of merif was awarded the dealership. Left to right: 
William Grampp, dealer, 36 years; Herb Vyverberg, salesman, 30 years; H. A. Wiedenhoeft, 
auditor, 20 years; Carl Meumann, mechanic, 29 years; Frank Grau, parts a") 21 years; 
Leo Peterschmidt, service manager, 23 years, and Studebaker district manager P. C. Gibson, 
who made the awards. 





counts; a method now abandoned 
by Michigan Abrasive. The new 
set-up calls for a single discount 
which makes the figuring of costs 
and resale prices much easier. This 
change is brought about in order 
to cooperate with the trade, vhich 
has wanted simplified pricing for 
some time. 


DETROIT. — Max Jones, presi- 
dent of Michigan Abrasive Co., an- 
nounces the “streamlining” of the 
company’s abrasive prices. 

For years abrasives have been 


elirei at ay 


PRODUCTION 


oi 
IRON CASTINGS 


GREY 


ONE OF THE NATION'S 


LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


" 
34 


ESTABLISHED 1866 


THE WHELAND COMPANY 


FOUNDRY DIVISION 


MAIN OFFICE AND MANUFACTURING PLANTS 


CHATTANOOGA 2, TENNESSEE 








ORDER PADS 


FOR RETAIL SELLING 
Auto Dealers’ Most Complete Order Forms 


NEW CAR PREFERRED ORDERS 


$4.45 


USED CARS “AS IS” ORDERS 


$2.95 


Provides for all necessary information and encourages 


more accessory sales. 
6 pads—25 orders each in duplicate 


Sell your rough cars with a signed agreement stating 
sold ‘‘as is."" Absolutely no guarantee. 
6 pads—25 orders each in duplicate 


50-50” WARRANTEE USED CAR ORDERS 
Dealers seldom lose when selling good cars on a “50-50” 
basis and certainly enjoy buyer confidence. 


6 pads—25 orders each in duplicate $2.95 


FREE SAMPLES ON REQUEST - - - ALL PRICES F.0.B. LOUISVILLE, KY. 


MODERN SELLING METHODS, Inc. 


P. O. BOX 666 LOUISVILLE 1, KY. 
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Tax Relations Study Urged vee 


States Boosting Revenue Load 





/ 
NEW YORK.—A survey reveal-| posed constitutional amendment jincrease), action still awaite 
ing a continuing sharp uptrend in| to forbid an income tax, formal adjournment as of the da‘ N 
state taxes throughout the country! “Connecticut, (1 percent in-|0°f the survey. In California, wit not 
is published by Tax Foundation, | crease); Georgia, (2% percent in- | 4djournment pending, a proposal ‘> tax 
Inc., in an issue of its Tax Outlook, | crease); Massachusetts, (3% per-|™ake permanent increased pe-- seek 
with the assertion that it “graphic-|cent ); Missouri, (2 percent); and | Sonal exemptions and reduce taxrs by ¢ 
ally illustrates the need for a perm- | Wisconsin, (1% percent plus a sur- |@#Waited action. In North Dakota, taxe 
anent commission to study federal- | tax); had taken no action on these |# 10 percent surtax proposal fell the 
state-local tax relations, as sug-| propositions up to the time of the|through when the legislature ad- lishe 
gested by the Hoover commission.” | survey. a eee taking eee indu 
“Although the projected $4 | Twenty-three states entertained | ¥20% Geteated a proposed constitii- can 
billion federal tax hike has been individual income tax proposals, ac- | #0nal amendment to forbid an in- Tr 
shunted aside—a move with loud | cording to the report, which adds: | °°Me t@x. eral 
huzzas on all sides—there is no |“Six of them, Connecticut, Maine, eitien — to bring in — or was 
Ba tional. ting of the Society of | Similar reason for hat-tossing | Nebraska, New Hampshire, Penn- | @dditional monies, were considered pora 
Acromition te oe aiees Ge ans a cies feneporiod from the Union Station among the incipient taxpayers of |sylvania and Washington, entered|in 21 states. Such measures were bala 
to Multnomah Tote! (convention headquarters) in this 1913 Cadillac. Kenneth Mutch of the| the states whose legislatures this area for the first time this approved in four: Arkansas, (2 state 
Historical Club of Oregon and chairman of the Portland SAE committee on arrangements have devoted many months to The Nebraska proposition, percent increase, new use tax): In- certe 


is at the wheel. Others, from left, A. T. Colwell, Cleveland; Z. C. R. 
chairman of the meeting, and Edward W. Rentz jr., Los Angeles, 


That Personal Touch 


Philadelphia Oldsmobile-Cadillac Dealer Stresses 
Customer Contacts in Sales, Service 






postpaid. oe Ret 
AUTOMOTIVE MECHANICS. Wm. E 
Crouse. A comprehensive and basic course 
on the subject of fundamental automotive 
mechanics, Cloth binding. $5.00 postpaid 
DEALER BUSINESS COUNSEL. Business 
guidance for automobile dealers. Bv J. B 
Van Tassel, Dealer Business Consultant 
Three books—Book No. 1. $2.00. Books 
2 and 3, $3.00 each postpaid a 
DETROIT IS MY OWN HOME TOWN. 
Malcolm Bingay. A story of Detroit and 
sidelight history of the fabulous motor 
car business. $3.75 postpaid , 
FARULOUS HOOSIER. By Jane Fisher 
A story of Carl Fisher, early pioneer of 
the automotive industry. $3 postpaid 


FASTEST ON EARTH. By Cart. aonree 
ane 


° Hansen, general 
West Coast SAE manager. 







people bringing in 140 to 180 cars a 
day for servicing. 

The company maintains a com- 
plete accessory department in its 
repair shop, This provision saves 
time and is an added service to 
customers, 

Seasonal mailing campaigns are 
conducted by the firm. It also fol- 
lows-up all purchases with a tele- 
phone call after a 30-day period. 
This is repeated every five or six 
months. 

R. Scott Smith has been in the 
automobile business for 30 years. | 


considering ways and means of 
improving their tax-hike poten- 
tials,” the Foundation declares. 

“Understandably obscured by 
concern over further federal taxa- 
tion,” it points out, “are the moves 
that have—and are—being made by 
the states toward hoisting their tax 


posed 2 percent increase; Maryland 
downed a proposal to slash its rate 
by 2% percent, and Oregon voted 
down a 2 percent slash. 

“However, Colorado approved 
continuing its 4 percent corporate 
income tax rate; Minnesota passed 
a 5 percent surtax; while Pennsyl- 
vania and Rhode Island each ap- 
proved continuing a 4 percent rate; 
and New York passed a 1 percent 
increase. 

“North Dakota failed to act by 
adjournment time on a proposal 
to increase the surtax by 10 per- 


year. 
(graduated, 1 percent on first $5,- 
000 to 4 percent on all above 
$10,000), and that in Washington (2 
percent) were defeated. 

The new proposals in Connecticut 
(graduated 2 percent on the first 
$1,000, to 7 percent on all above 
$9,000), and New Hampshire (1 per- 


Richardson, director of the motor 
vehicle division. 

The new ruling also has a section 
revising the registration and title 
laws. 

This measure, among other 
things, permits use of dealer plates 
for demonstration purposes, makes 
mandatory the endorsement and 
return to the vehicle department of 
the registration certificate when a 
vehicle is sold or otherwise disposed 
of, and allows registration of ve- 
hicles by use of a vehicle number 
in lieu of an engine or serial 


Eyston. Complete history of every 
speed record from 1898 to the prevent A. G. Eckenhoff, vice-president | cent and Alabama had not acted | number 
Paper-bound, $2; cloth-bound, $3. . L ; 

of the company, and George D.| ona 2 percent increase, Arkansas In the changes in traffic laws, 





MOTOR SCRAP- 

2. 3 or 4 in 
Deluxe cloth- 
$2 or 


FLOVD CLYMER’S 
BOOKS. Order Edition No. 1 
paper cover. $1.50 each 


MacCool, sales manager, help Smith | 
run the concern efficiently. 


withdrew federal income tax 


| credits. Nevada defeated a pro- 





|section 711 says that safety glass 


must be used in all car windows, 


1 


diana, (increase ranging from ‘'« 
to % of 1 percent); North Dakota, 
(continuing 2 percent tax, includ- 
ing use tax); and South Dakota, 
(increase of 1 percent, including 
use tax). 

“Defeated was a 1 percent slash 
in Iowa (use tax included) and 





| where the legislatures had not ad- 
journed to the time of the survey, 
|no action had been taken. 


demands. Pressed by their subordi- | cent) still awaited action. Proposi-| ® similar increase in Utah. CE 
PHILADELPHIA. — Scott Smith | building with the flow pattern de-|nate entities for more money, their|tions in Maine (3 percent) and| “Meanwhile, in Florida, (new tax. load 
Cadillac and Oldsmobile, Inc., Phil- | signed downward. There are two|wartime surpluses vanishing like a|Pennsylvania (4 percent of invest-|3 percent); Illinois, (1 percent in- last 
adelphia outlet for both cars, is a|large elevators and a ramp in the |proverbial snowball, and with the/ment income) went by the boards | crease); Maine, (a new 2% percent Frei 
large dealer with acres of floor | building to facilitate operations, federal government in many in-/|when their legislatures adjourned |use tax included, subject to refer- the 
space who still provides personal-| On the sixth floor, in separate |Stances moving in on their tax|without taking action. endum); Michigan, (slash of 2 per- ated 
ized selling and service. quarters, new-car storage and re-|Preserves, the states have been “Six states approved measures | cent, use tax included); Nebraska, bers 
The firm is a four-building opera- | pair-storage departments are lo- |driven to consider how they might] calling for increased income tax | (new 2 percent, use tax included): wae 
tion; Broad and Ridge Aves., Ger-|cated. There is also a sheet-metal |improve their lot taxwise.” rates or maintenance of present | Oklahoma, (increase, 1 percent use Ch 
mantown, Ardmore and Camden. |repair shop on this floor. The firm| The survey shows that various| ones. They included: Colorado | tax included); Pennsylvania, (new, aoe 
The Camden showroom sells only|does all repair work under one |legislatures have generally turned| (continuing graduated 1 percent | 2 percent, use tax included); South ing 
Cadillacs. roof, and it has departmentalized|to one of the following fields of | on first $2,000, to 6 percent on all |Carolina, (new, 3 percent); and adva 
The main building at Broad | even different kinds of repair jobs.|taxation: Individual income tax,| above $10,000); Delaware (% of | West Virginia, (slash of 2 percent) me 
and Ridge was built 20 years ago The Cadillac repair shop and an corporation income tax, general 1 percent to 3% percent in | was unacted upon as of the time of for 
by General Motors. It is a fire- | ,,holstery and trim section are set | Sales tax, tobacco tax, and gasoline | range); Iowa (continued 75 per- | adjournment. a 
proof structure of concrete and | |), the fifth floor. tax, with by far the greater num-| cent of computed rate); Minne- “The states which passed such Mc 
steel, and the company utilizes Th t A d has the |e looking to the latter source of| sota (5 percent surtax); New | legislation and/or the rates of in- TP 
six of its eight floors. The struc- | The = oor — as 4. |2dditional revenue. York (30 percent); and Vermont | crease were: Delaware (1 cent): re 
ture can accommodate from 750 pone a og ond . a Sree Covering the period from the| (% of 1 percent to 1% percent in | Maine (continued 6 cents); Minne- state 
to 1,000 cars. Each floor is 50 | & fecee a ete oe . ft “the latter beginning of the 149 legislative| range). Maryland however, ap- |sota (1 cent); Montana, (1 cent): loade 
feet by 160 feet, and the show- aoe rt a pms it. e tn : sessions through July 1, the survey| Proved a % of 1 percent slash in | Nebraska, (1 cent); Nevada, (con- the 
room is 3,500 square feet. P (Sm scifi as emeo. fees | discloses: non-investment income. Arkansas | tinued 51 cents); North Carolina legis 
The company employs about 250 ae igen ~ ie 7 cheats toni a “New corporation income taxes | Withdrew its federal income tax | (1 cent); North Dakota, (2 cents In 
employes in its entire operation, 125 cuitemner Gian iis one a © | or increases in existing rates | credit. ‘ subject to referendum); Oklahoma, Moo! 
of which work in the main building | © , . were considered by legislatures of | “Montana, meanwhile, defeated | (1 cent); Oregon, (1 cent); Penn- point 
There is a vertical set-up in the} The repair work on the cars is| 95 states, Such a tax was pro- |4 proposal for an increase of from |sylvania, (1 cent); Vermont (% of pon 
—_———_ —_____ | sompleted on the third floor. The posed for the first time in seven |1 to 4 percent, while Oregon put/|1 cent); Washington, (1% cents); and | 
B () () K \ second floor contains the executive | states: Hlinois (1 percent); Maine | down a bill slashing 1 percent from|West Virginia (continued 5 cents in th 

offices and a parts department. The! (4 percent); Michigan (4 per- | each tax bracket. |rate); and New Mexico (2 cents). 1. 
: firm is the parts distributor for! cent); Nebraska (2 percent); “In Georgia (% of 1 percent to| “In the following states, the fol- high’ 

That Should Be in Every General Motors in the Philadeiphia| new Hampshire (1 percent); |1 percent increase range), Massa-| lowing rate changes were defeated: and 
Dealer’s Lib : area. It stocks 15,000 items and has! New Jersey (4 percent); and |chusetts (1% percent increase),| Michigan, (up 1 cent); New York, force 
ealer’s Library about 30 men working in this de-| Washington (2 percent). Missouri (additional tax bracket |(up 1 cent); South Dakota, (up 1 laws. 

These books should be in the Warary partment servicing customers,| These new proposals were de-| added), and Wisconsin (1% percent|cent); Utah, (up 2 cents); and = 
4 every TS aan She ©4«| dealers and its own repair depart-|feated in Washington and Ne-|———— sl sac eae Wyoming (up 2 cents). = 
_aietes thay eontain wil be valu. | Ments. braska, while those in Illinois, ° “In the following states consider- —s 
able when the “chips are down” and On the first floor are located the |Maine, Michigan and New Jersey New Mich. Code ation of increasing rates was laid inclu 
real competition arrives. N¥ALS—Rv |Showroom, quick lubrication de- | went by default when no action was over without action on adjourn- wens 
AUTOMOTIVE = FUNDAMENTALS. vic |partment and service salesmen’s|taken on them, New Hampshire Let St t Ch k |ment of the legislatures: Arkansas, é. 
Irving Frazee and Earl L. Bedell. C ‘ : Pp Ss ate ec ( 2 : . repre 
I rete ris teens” | are snevten anienmann’ ing SS Se Ott on ie peepee , |cents-a-gallon); ‘linols, (2 cents) | W8Y 

tenance and o . $4.90 postpaid. : e service salesmen keep an eye states in which an increase “a- ; IS, cents); ; 
TA LAST BILLIONAIRE — HENRY | oy cars brought in until er aoe (0g Geceehne Gh enittiog satan was Dealers’ Books and Indiana, (2 cents). In Cali- with 
Semmes perrait of an industrial genius whe |Serviced and repaired. These men | under consideration saw the follow-| LANSING, Mich.—Under Michi-|fornia (*% cent); Connecticut, (1 — 
was also a most unpredictable human be- | write up the orders for work to be |ing action: Iowa defeated a pro-|gan’s 1949 Uniform Vehicle Code,|Ccent); Georgia, (1 cent); Massa- sa 
ing.” $3.75 postpaid. == =. _____|done and keep in touch with the|posed graduated tax and voted to|authority to examine books and|Chusetts, (1 cent); Missouri, (2 indus 
KNUDSEN. A BIOGRAPHY. Rv Nomen shop until it is completed. This|retain its present 2 percent flat| records of auto dealers is granted|cents); New Hampshire, (1 cent); — 
Beaslev. 397 pages, clo ; kind of attention is responsible for |rate; Montana voted down a pro-|to the state, according to Lee C.| Texas, (2/5 of 1 cent); Wisconsin, “en 
|(2 cents), and Alabama, (1 cent), respo 








a, Le See. _ _ _ not just the windshield, Replace- 
HENRY FORD—HAIS LIFE, HIS WORK, ment glass must also be safety- AUT 
HIS GENIUS. By Wm. A. Simonds. Re- type, thus prohibiting the use of been 1 
somes Se Pier Clymer, Deluxe edition, cardboard in a window that would metho¢ 
$4 postpaid. =F ieipeieiaaame obstruct the driver’s view. what 

. 1K HISTORY — 15 : | 
ia tale, GUE seers. L008 ‘iiinetretions, Other chapters in the new law = = 
Deluxe edition, $5 postraid, Paper-bound, pertain to operator’s and chauf- 
$3.50. Pe x feur’s licenses, civil liability, finan- mt 

A saga of whirling we 


MOTOR MEMORIES. 
gears by Eugene W. 
paid, aaa 

FLOYD CLYMER’S INDEPENDENT TEST 
REPORT OF KAISER-FRAZER CARS. 
Deluxe edition, $2.50 each Paper-bound. 
$1.50 postpaid. ata ; 
FLOYD CLYMER’S INDEPENDENT TEST 
REPORT OF POST-WAR STUDEBAKER 
CARS. Deluxe edition, $2.50 each. Paper- 
bound. $1.50 postpaid / = 
FLOVD CLYMER’S INDEPENDENT TEST 
REPORT OF POST-WAR MERCURY 
CARS, Deluxe edition, $2.50 each. Paper- 
bound. $1.50 postpaid. % Ls 
FLOYD CLYMER’S INDEPENDENT TEST 


Lewis. $3.50 post- 











cial responsibility, fees and penal- 
ties. 


Capital Distributors Assn. 


To Meet on Sept. 16 

WASHINGTON.—The Greater 
Washington Automotive Distribu- 
tors Assn. will hold a_ general 
meeting of the trade Sept. 16 at 
8 p.m. in the D. C. National Guard 
armory. 

C. C. Tapscott, advertising man- 











: SARS, $1.50 
a oo | ager of McQuay-Norris Mfg. Co.,| MUNROE STARTS NEW HOME—Stewart W. s 
COMPLETE 1948 INDIANAPOLIS na | will speak on moving merchandise | Munroe, former vice-president and general oa 
MILE RACE SUPPLEMENT, By Floyd | off the retailers’ shelves. The FC- |r oliywsed fer the decent . 





Clymer, $1.50 postpaid. : < DEALER'S POPULAR PUNCH WITH KIDS—Yale Simons and Louis Grand, co-owners of sults of a Crowell-Colliers Publish- quarters at 2900 Crenshaw Bivd. The present PON 
BOOK DEPARTMENT Pappy s Motor Seles on Uvernele fn Dotrelt, fered over their entire feciiities te a neighbor- | ing Co. survey on the Washington | location, 3029 W. 48th St., will be retained |)  Chroni 

(ood group for the staging o e finals of a xing tournament for kids. In addition to ‘ Pw) 5 or paint and body work when the structure © 5 
AUTOMOTIVE NEWS | constructing the ring on their used-car lot, setting up the chairs and furnishing refreshments, | service market will be delivered by is finished. Bert Carter, Dodge regional man- = Ward, 
DETROIT 26, MICH. | Simons and Grand donated 16 trophies for winners and losers alike. | Fred Maxted. ager, is at the left. which’ 
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NEW YORK.— Congress should 
not overlook the federal gasoline 
tax and automotive levies when it 
seeks to revise the tax structure 
by eliminating “burdensome excise 
taxes,” warns the current issue of 
the Tax Economics Bulletin, pub- 
lished by the American petroleum 
industries committee of the Ameri- 
can Petroleum Institute. 

Tracing the history of the fed- 
eral gasoline tax from the time it 
was first imposed in 1932 as a tem- 
porary, emergency measure to help 
balance the budget, the bulletin 
states that in recent years “con- 
certed efforts have been made by 


Central Freight 
Opens War on 
Overloaders 


CHICAGO. — War upon over- 
loaded motor trucks was declared 
last week by the Central Motor 
Freight Assn., a leading group in 
the “for hire” and privately-oper- 
ated truck industry, with 700 mem- 
bers in Illinois and other midwest- 
ern states. 

Chester G. Moore, chairman, 
explained the campaign by declar- 
ing that offenders take “unfair 
advantage,” of competitors by pay- 
ing a lower license fee than called 
for by the weights their trucks 
carry. 

Moore accordingly pledged his 
support to Gov. Stevenson of IIli- 
nois, the highway department and 
state police in efforts to drive over- 
loaded vehicles from the road and 
thereby forestall “destructive” 
legislation in the future. 

In his letter to the governor, 
Moore proposed the following four- 
point plan to prevent further de- 
preciation of streets and highways 
and to raise the standards of ethics 
in the industry: 

1. Immediate joint action by the 
highway department, state police 
and the trucking industry to en- 
force highway and truck weight 
laws. 

2. Initiation within the trucking 
industry of an educational and 
self-policing program which would 
include the signing of pledges to 
conform with state statutes. 

3. Formation of a committee 
representative of commercial high- 
way and street users to cooperate 
with the state on all matters per- 
taining to trucks. 

4. Employment by the trucking 
industry of a qualified highway 
engineer to conduct a program of 
research and surveys to determine 
responsibility for road damages. 





Clarksburg Set to Invoke 


Municipal Sales Levy 
CLARKSBURG, W, Va.—City of- 
ficials said last week that a muni- 
cipal gross sales tax, patterned 
after that of the state, will become 


effective here as soon as it has 
been legally advertised. 
The new levy, varying from 


3-40ths of 1 percent to % percent, 
was adopted by the city council 
Aug. 16. It will be retroactive to 
the beginning of the current fiscal 
year, July 1, and will continue} 
through June 30, 1951. The levy is 
expected to raise $221,000 annually. 





AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. 








Asks End of U. S. Gas Tax 


Petroleum Institute Says All Should Pay for Roads, 
Not Just Motor-V ehicle Owners 








certain groups and interests to re- 
late the federal gasoline tax to a 
high level of federal highway-aid 
grants. 

“The objective of this type of 
activity, of course, is the perma- 
nent retention of the motor fuel 
levy in the federal tax structure,” 
the publication said. 

“Representatives of the highway 
users, however, point out that there 

is no logical basis for considering 
that a connection exists between 


the federal automotive excises and | 


federal highway aid.” 

“In support of this position, at- 
tention is called to the fact that 
establishment of the federal-aid 
principle for highways in 1916 pre- 
dated the initial imposition of the 
federal gasoline tax by 16 years. 
Moreover, the federal gasoline tax 
came more than 125 years after 
the federal government first as- 
sisted the states financially in 1806 
for the purpose of building high- 
ways.” 

The article cited the constitu- 
tional responsibility of the na- 
tional defense, for fostering inter- 
state commerce and for promot- 
ing the general welfare as rea- 
sons why the cost of federal road 
grants should properly be charged 
to the taxpaying public as a 
whole and not merely to the 
motor-vehicle owners. 


It was also asserted that if fed- 
eral automotive excises were to be 
made the basis for distributing 
highway grants, the whole purpose 
of federal aid would be defeated 
since the wealthier and more popu- 
lous states would receive the lion’s 
share, 

“The idea behind federal aid has 
always been,” it was said, “to pro- 
vide more financial help propor- 
tionately to the _ sparsely-settled 
states with large areas which 
otherwise would find it difficult or 
impossible to build adequate roads.” 

The bulletin listed the widespread 
opposition to federal taxation of 
gasoline, emanating from state gov- 
ernors, state legislatures and from 
national, state and regional high- 
way user groups. 


Ohio Dealers Get 
Truck Tag Advice 


COLUMBUS, O.—The bureau of 
motor vehicles has directed the at- 
tention of Ohio dealers to the use 
of dealer tags on commercial ve- 
hicles, concerning which there 
seems to be much confusion. 


It is pointed out that dealer li- 
cense plates may be displayed on 
commercial cars only when such 
cars are in transit from manufac- 
turer to dealer, from dealer to pur- 


chaser, or when the cars are being | 
demonstrated for sale or lease, but | 
not when the cars are being used | 


for delivery, hauling, transporting 
or other commercial purposes. 
Recently several dealers have 
been apprehended hauling mer- 
chandise, parts and supplies on 
trucks displaying dealer plates. 
The department warned that vio- 
lations will result in prosecutions. 


Phoenix Outlet 


CLEVELAND.—Phoenix Oil Co., 
Cleveland 5, announces appoint- 
ment of Lubricants, Inc., Fisher 





Bldg., Detroit, as Michigan sales | 


and service agents for its line of 


metal drawing compounds and spe- | 


cial lubricants. 


ES 
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PONTIAC HONORS 'PINK'—Leon J. Pinkson (center), auto editor of the San Francisco 
Chronicle and a member of that paper's staff for 56 years, was guest of honor at a luncheon 


sponsored by the division. Pictured with him in Detroit's Recess club are L. W. 
Ward, Pontiac sales manager (left), and Pete Wemhoff, editor of Automotive News, for | 
which Pinkson is San Francisco correspondent. 
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DEALER PRESENTS PRIZE — William 
| Krebbs of Mann Motors (Oldsmobile), Silver 
| Spring, Md., recently presented Genevieve 
Miller of Washington with $1,000, a prize 
| awarded by Liquid Glaze, Inc. 
| happy school teacher, “It was a lucky day 
when | decided to have my Oldsmobile pro- 
tected with a Liquid Glaze treatment.'' Miss 
Miller's prize was for a five-word addition 
to a slogan line. 


Nearly 32 Pct. 
Of College Men 


Are Car Owners 


NEW YORK.—Nearly 32 percent 
of America’s male college students 
have automobiles with them on 
campus, with 1948, 1947 and pre- 
1940 models predominating. These 
facts are revealed in a new study 
of the college market conducted for 
| Hsquire magazine by Crossley, Inc. 

Two thousand and seventy-two 
personal interviews were conducted 
among male students on 38 college 
campuses in the continental United 
|States during the periods Nov. 
22-29, 1948, and March 21-29, 1949. 


The survey sample was based 
upon a geographical cross-section 
of the country. Small colleges and 
large universities, co-ed colleges 
and all-male institutions, state uni- 
versities and private schools were 
represented. All respondents were 
interviewed in person in dormitor- 
ies, fraternity houses, libraries and 
|on college campuses. 


The largest percentage of the 
|cars were pre-1940 models. How- 
ever, 10.3 percent of them were 
1948, 13.2 percent were 1947 and 
11.8 percent were 1941. The pre- 
1940 figure was 35.5 percent. New 
1949 models accounted for 5.9 per- 
cent. 





Rubber Stocking 
Continues by U.S. | 


| the 1939 term when Thornhill ver- 


L |sus Alabama, protecting picketing 


Said the| 


|their activities as against federal 





AUTOMOTIVE NEWS, AUGUST 29, 1949 


AFL Cites Significance 
Of ’49 Labor Rulings 


New YORK.—Far-reaching sig- 
4+‘ nificance of the labor cases de- | 
cided by the U. S. Supreme Court | 
during its last term is stressed by 
J. Albert Woll, James A. Glenn 
and Herbert S. Thatcher, legal 
counsel for the American Federa- 
tion of Labor, in an article ap- 
pearing in the current issue of The 
American Federationist, official 
AFL publication. 

“Indeed,” they point out, “the 
labor cases decided have a sig- 
nificance greater than any since 


as an aspect of free speech, was 
decided. 

“The decisions of the recent term 
served to delineate and mark off 
the limits to which the present 
court will go in extending consti- 
tutional protections to unions and 





and state laws directed against or- 
ganized labor. 

“More specifically, the extent to 
which the Supreme Court will per- 
mit the state to restrict the right 
to strike and the right to picket, 
to regulate the internal affairs of 
unions or to curb labor activity in 
particular industries or under par- 
ticular conditions is fairly well in- 
dicated in the labor decisions of 
the last term and in the language 
used in these decisions.” 

* * 2 
—. the authors regarded as 
“the most important” of the 
labor cases handed down by the 
U. S. Supreme Court in its last 
term are listed as follows: 

1. A group of three cases involv- 
ing state anti-closed shop laws. In 
those cases it was decided that the 
state may outlaw all types of union 
security agreements and may pre- 
vent any form of employer dis- 
crimination in favor of union mem- 
bers and against non-union em- 
ployes. 

2. The Giboney case. In that case 
it was held that the state can pre- 
vent even peaceful picketing if the 
purpose of such picketing is to 
require an employer to perform an 
act made unlawful under a valid 
state law. 

3. The UAW-AFL case. There 
the Supreme Court held that in- 
termittent and unannounced 
work stoppages were not protect- 
ed as concerted activities or as 
strike action under the National 
Labor Relations Act and could 
be outlawed by the state. 

4. Algoma Plywood Co. case. In 
that case the court held that a 
state 





WASHINGTON.—Additional pur- | law requiring a two-thirds 


chases of natural crude rubber to-| VOt€ as a condition precedent to 
taling approximately 21,000 long|emtering into a union security 
tons for U. S. stockpiling were an- agreement was not in conflict with 
|nounced here and in London last cither the Wagner act or the Taft- 
week by the Economic Cooperation | Hartley act and thus could not be 
Administration. | held invalid on that ground. 

The purchases were made. 5. A group of two cases involv- 
through the London rubber mar- | 28 Labor Board decisions. The 
| ket at a cost of approximately $8,- first of these cases affirmed a La- 
| 463,000. Payment will be made bor Board ruling that it was an 
'from ECA counterpart sterling unfair practice for an employer to 
|funds, which are accumulated in| Tefuse to afford meeting facilities 
|the United Kingdom as British aa ; ok : i) 
firms or individuals pay for com- 





|modities supplied under the Mar- 
| Shall Plan. Some months ago ECA 
| purchased 26,000 long tons of rub- 
|ber through the London market 
for U. S. stockpiling, making the 


Texas Jobbers 


Name Speaker 
For October Meet 


_| GM Safety Award Fete 


| total purchased to date 47,000 long 
| tons. DALLAS. — The Automotive 
Wholesalers of Texas have engaged 
|Dr. Arthur A. Smith, professor of 
Hufstader Will Address |economics at Southern Methodist 
university, to speak at its annual 
meeting, Oct, 21-22, in the 
hotel. 
Representatives of Motor Equip- 
ment Wholesalers Assn. and the 
| National Standard Parts Assn. have 





CHICAGO. — For the second 
consecutive year, General Mo- 
tors will sponsor the victory 
luncheon for winners in the Na- 
tional Fleet Safety Contest, con- | been invited to make reports. 
ducted annually by the National | A dinner-dance will be held on 
Safety Council. The 1949 lunch- | Oct. 21. 
eon will be held here Oct. 27 in | 
the Palmer House, in conjunc- 





* * * | 


Elmer Miller, Straus-Frank Co., | 








tion with the 37th National |San Antonio, has been named 
Safety Congress and Exposition. |chairman of the 1950 Southwest 

William F. Hufstader, GM dis- | Automotive Show, which will be 
tribution vice-president, will be | held next March 23-26. 
the main speaker at the award Other appointed members are} 


luncheon, which will honor the |Sam Brown, Ammco Tools, Inc., | 


|man Co., Houston, and Ed Shipp, 
| manufacturers’ representative, of 


| Dallas. 


has become the largest competi- 
tion of its kind in the country. 











Plaza | FY fe 





to a union during an organizing 
campaign when the employes lived 
in a company town and all avail- 
able facilities were owned or con- 
trolled by the company. 


The second of these decisions 
affirmed a Labor Board ruling that 
it was an unfair practice for an 
employer, after wage discussions 
had broken down, unilaterally to 
grant a larger wage increase than 
it had offered during the negotia- 
tions. 





NOW READY! 


Floyd Clymer’s 


CATALOG OF 1949 
AUTOMOBILES 
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120 Photos—Charts, 72 Large Pages. 
Between the pages of ONE BOOK you can 
compare specifications, photos and other 
data on all U. 8.-built cars. 

See and read about every G.M., Ford, 
Chrysler and all independent makes .. . 
including unusual Del Mar, Tucker, Play- 
boy, Keller, Hoppenstand, Gregory, Davis 
3-wheeler, and the NEW Kurtis Sports Car, 
ALL WITH SPECIFICATIONS. 

IT’S READY NOW .. . THIS GREAT 

NEW CATALOG OF 1949 CARS... 

POSTPAID, $2.00 


Ford Owner’s 
Complete HANDBOOK 


of Repair and 
Maintenance 


144 Pages. . . 140 
Photos, Drawings, 
Tables, and Diagrams, 


TON at) 
PUD Lele) 


Covers ALL Fords from 
1932 to the new 1949 
models, including the 
V-8 ‘60°’ and the SIX! 


A book for every 
Ford owner! 


Postpaid, $1.50 





The Life of TED 
HORN, American 
Racing Champion 


A new book on the 
life and career of 
Ted Horn, 3-time 
U. 8. Auto Racing 
Champion. 


224 Pages 
95 Illustrations 
Horn’s letters, 
wires, records and 
tributes are in 
this book. 


Postpaid, $2.00 


Deluxe 
Edition, $3.50 


Floyd Clymer’s 
ALBUM OF 
HISTORICAL STEAM 
TRACTION ENGINES 
470 Photos, Charts, 
Drawings and Repro- 
ductions of Early Ads. 
105 Different Makes 
Illustrated. 
U. 8S. and Foreign 
Makes from 1855 
to 1929 
A wealth of threshing 
engines and farm 
equipment 
Postpaid, $2.50 
Deluxe Cloth-Bound 
Edition, $3.50 
MODEL A FORD SERVICE 
MANUAL ......... ee 








MODEL T FORD MANUAL. $1.50 


HOT ROD PICTORIAL............ $1.50 


- ORDER BLANK — DETACH HERE 


Floyd Clymer, Publisher, Dept. DAN-8 
1268 South Alvarado St., 
Los Angeles 6, California. 
Enclosed find @............... : (Send COD [)) 
Please send .. suvisnbauiahadtel 


Name ....... 
Address 
City..... 
State 


winning fleets in 25 divisions of |Dallas; Wayne Bull, Wayne Bull 
the contest, embracing all phases {Auto Parts, San Antonio; Bob| 
of motor transportation. During |Flato, Motor Supply, Corpus|, 
its 18-year history, the contest (Christi; John McKinney, Van Nor- | 














Jars and Trucks 
U. 8S. and Canada .. 


Drive, Sterling, Nash, Diamond T 


August output in U. S. plants 
through last week totaled 480,- 
845 cars and 88,246 trucks—569,- 
091 vehicles, or only about 7,000 
less than were built during all of 
duly. 

When final tabulations are in, 
total August production in U. S. 
plants should reach a grand total 
of 652,000 units, including 548,000 
cars and 104,000 trucks, This would 
by more than 30,000 vehicles sur- 
pass the previous alltime high pro- 
duction mark racked up in April, 
1929. 

That 20-year-old record of 621,910 
vehicles included 537,564 cars and 
84,346 trucks. It seems certain to be 
topped this month, but whatever 
new mark replaces it may stand 
longer than 20 years. 

* * * 


ENERAL industry opinion is 

that both car and truck output 
will show definite signs of leveling 
off about the middle of September. 
Such signs are already apparent in 
respect to trucks. 


However, if car output is cur- 
tailed around the 15th of next 
month the decline will come when 
dealers have had something like 
700,000 passenger vehicles shipped 
to them in the preceding six weeks. 


As of July 31, 1949, dealers had 
an estimated 480,000 cars in stock 
or in transit to them, 


It appears likely that by Sept. 15, 
dealers’ stocks, except for a few of 
the lower and medium priced lines, 
will be ample enough so that only 
moderate production will be neces- 
sary to sustain them throughout 
the winter. 





* * * 


XCEPT in a_ few instances, 
dealer field stocks at present 
are nowhere 2 near the bulging point. 


ss FTC 


(Continued from Page 2) 


the total size of General Motors, 
it is believed that the amount of 
General Motors assets engaged in 
outside fields is relatively minor; 
(2) Many of the facilities so en- 
gaged are readily convertible to 
the production of motor vehicles; 
and (3) Significant proportions of 
the assets of the industry’s smaller 
companies, particularly the parts 
makers, also are engaged in pro- 
ducing items in “outside” fields. 


There are five smaller indepen- 
dents in the automobile assembling 
business—the makers of Hudson, 
Packard, Nash, Studebaker and 
Kaiser automobiles. The combined 
net capital assets of these inde- 
pendents represent less than 10 
percent of the net capital assets 
of the industry. 


That this proportion is somewhat 
less than their percentage of the 
production of automobiles and 
trucks is again due to the inclu- 
sion of the parts manufacturers 
in the industry group. 





-150,117 104,994 


Truck Production Estimates 
By Automotive News 


(U. 8. PRODUCTION ONLY) 





Car output table on + Page 1 


Aug. Output Due to Top 
Best Month in History 


(Continued from Page 1) 


In fact, in most cases they are well 
below prewar all over the country 
and even meagre in some sections. 


But unless sales keep pace, 
continued production at the rate 
being achieved in August might 
soon result in such stocks reach- 
ing a critical level. 


It seems likely that plants will 
within the next few weeks start 
revising production plans down- 


ward. 


That they will act seems likely 
in the light of what has been done 
late 
there has been little demand for 


about truck production. Of 
heavy commercial vehicles. 

Because of that lack of de- 
mand, more than 80 percent of 
current truck production is being 
devoted to the assembly of light 
units, and total truck production 
this year is running more than 
100,000 behind 1948. 

So far this year U. S. plants have 
built an estimated 3,344,557 cars 
and 813,566 trucks for a total of 
4,158,123 vehicles. 

At the same point last year, out- 
put included 2,463,337 cars and 930,- 
459 trucks—a total of 3,393,796 units. 


Tax Issue Taken 
To High Court 
By Mass. Dealers 


BOSTON.—The Massachusetts 
State Automobile Dealer Assn. has 
asked the state supreme court to 
rule on the right of Henry Long, 
commissioner of corporations and 
taxation, to tax all motor vehicles 
bearing dealers’ plates, and then 
hold such tax in escrow until the 
end of the year when the tax on 
cars not sold is refunded. 

As much as $1,500,000 is said to 
be involved. 

The association claims that the 
commissioner has no right to as- 
sess taxes and hold the money in 
escrow, and that assessors are the 
only persons authorized by law to 
assess taxes. 

The dealers point out that now 
when the taxes are not paid, regis- 
trations will be revoked and their 


business stopped or  interferred 
with. 
They have asked the court to 


| Stop the state registrar of motor 


vehicles from revoking registra- 
tions for non-payment of the tax. 








Auto Stocks 

Aug. 22 Aug. 15 
Ohrysler ......... 51% 5034 
a 3% 3% 
General Motors 62 61% 

PE cre ts 5s 12% 12 
Kaiser-Frazer . 8% 4% 
Nash-Kelvinator | 18% 18% 

Packard ......... 3% 4 
Studebaker ...... 23 22% 
UO A ee 40 % 
Willys-Overland 4% 41% 
Average for — 
10 Stocks ...... 17.52 17.97 





147,785 597,002 3,554,109 4,353,001 
*Revised, Miscellaneous includes —— Cwm Marmon H., Brockway, Four-Wheel 
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Week Week dan, 1 Jan. 1 
Ended Same Ended Aug., to to 
Aug. 27, Week, Aug. 20, 1949 Aug. 28, Aug. 27, 
1949 1948 1949* to Date 1948" 1949* 

CHEVROLET ......... 6,714 8,289 6,629 26,602 261,272 276,587 

DDE, Jccvecres ese 5 31 6ee 19 2,078 247 

ere 91 61 76 288 4,619 2,412 

DODGE 2,620 3,364 2,614 10,307 106,380 106,305 

FEDERAL ..........- 55 60 52 156 3,194 1,044 

CT Vas bec cade ee ve 6,301 5,529 6,229 24,652 223,923 157,220 

Pe visineeRiees sees 1,267 2,720 1,232 5,674 59,090 61,463 

INTERNATIONAL 2,260 cone 2,872 10,317 114,871 97,990 

PE erdevdesvecests 144 205 125 535 8,786 4,518 HELP WANTED 

tds 6 edu '.o% ¢6 0000: 73 26 68 $11 8,177 2,440 SALES SUPERVISOR f P . sabenentd ti 

STUDEBAKER il — = garage and service department "equip. 

EE o66cevese eevee y ment. Largest manufacturer in its fie 
is ki th ight to fill i- 

ee 2,178 1,141 2,889 74,180 36,415 lon a gveuiee, sapertins to eu aeetatar 

MISCELLANEOUS . “412 607 412 1,648 14,335 14,294 of sales, covering activities of mid- 
western region between Rockies and 









Total Trucks, U. S. 21,198 25,176 22,224 88,246 930,459 813,566 Mississippi River. Candidate will be asked 
oman — oe — to take up residence at centrally located 
Total Cars, Trucks city in territory. Must be over 32 and 
MeN 6 vies 6cceseeeues.s 148,463 99,663 140,952 569,091 3,393,796 4,158,123 less than 42 with at least ten years’ 
————— experience in automotive after market 

Total Cars, Trucks 8 onan product sales, part of which should be 
‘anada 654 1 6,833 27,911 160. 1 8 equipment sales. Availability require 
Canada ......... 6, 5,381 9 8 aan October first. Salary in proportion to 
Grand Total, capacity and experience, In replying give 





education, personal details and experi- 
ence with anticipated compensation de- 
sired. Lucky candidates will be inter- 
viewed personally early September. Box 
3340, c/o Automotive News, Detroit 26. 










TOP WAGES PLUS BONUS PAID for 
auto mechanic and shop foreman for 
DeSoto-Plymouth agency. Desire man 
with several years’ experience. Give his- 
tory of places worked in past 5 years. 
Town of 10,000 population. Only DeSoto 
dealer within radius of 100 miles. Harsin 
Motor Company, Box 474, Lasunta, Colo. 






SERVICE ” MANAGER. We want a top- 
notch, aggressive executive between 35 
and 45 to manage a GM service depart- 
ment doing $240,000 volume per year. 
One of the oldest and largest GM dealers 
in Milwaukee. Should be experienced 
with Buick or Chevrolet, married, sales- 
minded and above all, with top executive 
ability to properly manage all phases of 
the service department, Excellent salary 
for the right man. Reply in your own 
handwriting and enclose picture and ref- 
erences, Replies strictly confidential. Do 
not reply unless you fit requirements. 
Box 3364, c/o Automotive News, De- 
troit 26. 











POSITION WA NTED 


MANAGER for Packard ‘agency | 
with privilege of buying into 
Age 40, seventeen years with 
Can show excellent volume and 
of reference in every way. Box 
Automotive News, Detroit 26. 











































GENERAL 
in south 
business. 
Packard. 
give best 
3369, c/o 


YOUNG MAN, college engineering gradu- 
ate, 4 years’ automotive engineering and 
field sales promotion experience with fac- 
tory, desires connection with GM fran- 
chised dealer in Washington, Oregon or 
Northern California, Cash available for 


buying part interest. Excellent refer- 
ences. Box 3366, c/o Automotive News, 
Detroit 26. 








I WANT TO LOCATE PERMANENTLY 
in Florida, (prefer West Coast) as man- 
ager for a dealer (Dodge, Chrysler, De- 
Soto preferred). Management experience, 
20 years service and parts. Ten years 
new and used car sales. Married, family, 
best of reference. Box 3342, c/o Auto- 
motive News, Detroit 26. 


WANTED—A GOOD SALES JOB. Have 
successful record in advertising and sales. 
Thoroughly acquainted with automotive, 
tire, implement, electrical appliance, 
home heating and general accounts 
throughout the Midwest, Have sold in- 
tangibles and hard-to-sell products. Best 
of personal and financial references. 
Want permanent position with salary or 
draw. Write or wire and will see at your 
convenience, Box 3302, c/o Automotive 
News, Detroit 26. 


SALES MANAGER DESIRES to become 
associated with truck dealer. Would pre- 
fer GMC trucks. Operated own business 
successfully for a number of years, Pre- 
vious to that was employed by large 
truck manufacturer. Excellent references. 
Go anywhere. Box 3378, c/o Automotive 
News, Detroit 26. 








CAR "SALES" MANAGER with "executive 
ability to take over full responsibilities 
and organize a sales organization for one 
of the outstanding Big ‘‘3’’ dealerships 
including trucks, located East Central 
Illinois city, population 45,000. Write, 
stating experiences and qualifications to 

















Box 3365, c/o Automotive News, De- 
troit 26. 
Manager, capable of operating new and 






used car department. 250 car dealership in 
Florida. Recently lost active partner. Oppor- 
tunity to buy interest in business and live 
in Florida. Please direct replies to Box 3376, 
c/o Automotive News, Detroit 26. 
















FORD TRUCK SALES MANAGER 
WANTED by expanding Central Ohio 
dealer. Must be 40 years or younger and 
capable of supervising a sales crew to 
sell 400 to 500 trucks per year. Send 
photo, experience and references to Box 
3349, c/o Automotive News, Detroit 26. 










SERVICE MANAGER. Montana—employ- 
ing seven mechanics, $40,000 labor an- 
nually, well equipped shop, Prefer mar- 
ried man—between 35 and 40 years old, 
high school education, furnish past ten 
years’ experience. Handling one of ‘‘big 
three’’ truck and car lines, Must be all 
around mechanic and manager. Box 3377, 
c/o Automotive News, Detroit 26, 







WANTED. | Truck division sales manager 
for large automobile dealer in Philadel- 
phia area. Do not apply unless your 
claims are backed by current perform- 
ances in this field. State age, experience 
and send non-returnable photograph. Box 
3351, c/o Automotive News, Detroit 26. 

















SALES MANAGER WANTED 


Nationally-known automotive equipment man- 
ufacturer wants experienced man to take 
charge of sales for a division with 2,000 job- 
bers and 30 field men. Position permanent. 
Travel necessary. Salary open. All replies 
will be held in strict confidence. All mem- 
bers of our organization know of this open- 
~. a 3345, c/o Automotive News, De- 
roi 

















OFFICE MANAGER, Small dealer Oldsmo- 
bile-Chevrolet, Southern Florida, Desire 
semi-retired or settled person for perma- 
nent residence. Reply Box 3350, c/o 
Automotive News, Detroit 26. 













PARTS MANAGER — large metropolitan 
New York Ford agency, Excellent op- 
portunity and assured future for mature 
responsible merchant, Send complete 
history with recent photograph. Box 3352, 
c/o Automotive News, Detroit 26, 















WANTED. Good small 






town Ford me- 
chanic. Family man preferred. Steady. 
Give oe in letter to Harden 
Motor Co., Tolono, mM. 































POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 7'/. cents per word for one 
insertion or two insertions of the same 
copy at 12'/, cents per word. Cash in 
advance. 




























OPPORTUNITY sought 
capable man. 17 years’ experience auto- 
motive wholesale field, cars, trucks and 
buses, Both sales and office, good execu- 
tive. Highest references, Box 3370, ¢/o 
Automotive News, Detroit 26. 


by middle-aged 




























SALES MANAGER OR GENERAL MAN- 
AGER, automobile dealership, Formerly 
connected with Chevrolet division zone 
organization. Other experience includes 
GMAC and sales manager large automo- 
bile dealership. Aggressive executive, ex- 
cellent personal and business reputation. 
Age 45, married. Prefer south or middle 
west. Box 3354, c/o Automotive News, 
Detroit 26. 


REGIONAL OR BRANCH MANAGER. 
Twenty-five years’ experience in truck 
field. Eighteen years with one factory as 
regional and branch manager. Excellent 
references. Married, own my home, Pre- 
fer eastern territory. Box 3355, c/o 
Automotive News, Detroit 26. 


DEALERSHIP WANTED 


DEALERSHIP WANTED in Pacific Coast 
area, General Motors account. Will con- 
sider purchase of majority interest with 
dealer desiring retirement. Have out- 
standing record of successful manage- 
ment in prewar period. Box 3367, c/o 
Automotive News, Detroit 26. 


WILL PURCHASE, whole or part of ‘‘Big 
Three’’ dealership, or will consider man- 
aging dealership. Twenty years’ experi- 
ence as successful dealer, Can qualify 
with factory. Location eastern U. S. 
preferred. Replies held in strict confi- 
dence. Box 3359, c/o Automotive News, 
Detroit 26. 


DEALER EXECUTIVE, volume operator, 
age 37, good organizer with successful 
buyers’ market record managing large 
General Motors dealership, Will pay cash 
for dealership or buy part interest. Ex- 
cellent references and factory approval 
assured. Please reply in confidence, Box 
3358, c/o Automotive News, Detroit 26. 


GM DEALERSHIP WANTED in general 
midwest area. 150 cars up. Can qualify 
with all GM divisions. Replies strictly 
confidential, Write Box 3357, c/o Auto- 
motive News, Detroit 26. 


GMC DEALERSHIP WANTED in Great 
Lakes region or midwest. 150 to 350 car 
deal preferred. Have ample funds and 
can qualify with factory. All replies held 
in strict confidence. Box 3356, c/o Auto- 
motive News, Detroit 26. 


WANTED. Chrysler dealership, Will pay 
cash for actual value. All correspondence 
will be answered and held strictly confi- 
dential. Box 3344, c/o Automotive News, 
Detroit 26. 


DEALERSHIP AV AILABLE _ 


KANSAS DEALERSHIP, one of “Big 
Three’’ also major implement line. Town 
of 20,000. Diversified area, Finest auto 
building in town with sales lot across 
street. Building on long time lease at 
6% of value, Stocks and equipment at 
inventory less depreciation, $35,000 will 
handle and must qualify with factory. 
Illness Newae sale, Box 3374, c/o Auto- 


























OLD ESTABLISHED DEALERSHIP, now 
handling Dodge-Plymouth, with 276-car 
contract. Located along Pennsylvania 
Turnpike and Lincoln Highway in Cen- 
tral Pennsylvania. Gross sales over 
$500,000 annually and net profit $48,000 


in 1948. $30,000 will handle. Will sell 
for nominal down payment and liberal 
terms to right party or will consider 


renting building. Write Box 3368, 
Automotive News, Detroit 26. 


ESTABLISHED NASH AGENCY AVAIL- 
ABLE, 75 to 125 cars per year. Located 
in Michigan, large territory, good sized 
town, A good money-making contract. 
Six months’ gross profit $29,000. Inven- 
tory of parts, accessories, equipment, 
signs, etc. about $25,000. Owner has 
other interests to look after, will sacri- 
fice. Must have factory approval. Box 
3371, c/o Automotive News, Detroit 26. 


c/o 

















| DEALERSHIP AVAILABLE 


DEALERSHIP now handling Dodge-Plym- 
outh, 150 car franchise, Center Texa 
Gulf Coast oil field and rice farming sore 

| ritory. 85 miles Houston. City of 12,000 
100,000 trade territory. Oil field, cattle 
ranching and rice farming provide year 
around business. No dead merchandise 
Equipment and building new. Lease on 
building arranged suit purchaser. Doing 
good business, stand rigid investigation 
Owner ordered by doctor to get out with 
in 30 days or endanger chance of regain 
ing health. Inventory around $40,000 
Purchaser arrange factory approval. Box 
3373, c/o Automotive I News, _Detroit 26. 


FORD. Now have 60-car franchise South- 
ern Oklahoma town of 3,000 people, 
county seat town, doing quarter million 
gross per year. Stock sold on inventory 
basis, approximately $11,000, equipment 
at approximately $10,000. Large rich 
rural area, crops best in state, 75 new 
units delivered this year, plus large used 
volume. Factory approval required. Will 
sell building on long terms or lease same 
way. Box 3361, c/o Automotive News, 
_ Detroit 26. 26. 


BUFF BRICK BUILDING « on main street, 








alley side. Excellent living quarters at- 
tached. Parts and equipment all for 
$25,000 in Western Pennsylvania town 


of 12,000. Box 3372, c/o Automotive 


News, Detroit 26. 


WISCONSIN GARAGES 


GARAGE, now sells Chrysler-Plymouth, 
$63,000, near Milwaukee. 
GARAGE, selling Fords, Western part, gross- 


es $400,000. 
~~ selling Chevrolets, sold 100 
| 
EDWARD IHLENFELDT 


Milwaukee 8, Wis. 
Hopkins 2-6150 


nets 


in 
3314 Lisbon 


NEW CAR DEALERSHIP—Now handling 
leading independent in large Pennsylvania 
city. Modern building and adjoining used 
car lot with excellent lease. Gross sales, 
$400,000 first seven months of 1949. 
Parts inventory at cost; equipment, fur- 
niture and fixtures at cost, less deprecia- 
tion—total, approximately $20,000. Deal- 
ership has fine record of sales and profits 
and excellent personnel, Present owner 
buying into larger deal in west. Box 3360, 

e/o Automotive News, Detroit 26. 


DEALERSHIP. Central Western Kansas 
county seat town, now handling Oldsmo- 
bile, Massey-Harris Agency. Very pros- 
perous location. First eight months of 
1949 fiscal year grossed $200,000, Handi- 
cap forces sale under inventory cost. Box 
607, Great Bend, Kansas. 


BUSINESS FOR SALE 








FOR SALE OR LEASE 


Two valuable pieces of property in the 
heart of Automobile District, consisting 
of corner lot, 38,000 square feet with 
entrances on two streets, one building 
is 108’ deep, 66’ wide, 7,128 square 
feet floor space; other building is 77’ 
deep, 50’ wide, 3,850 square feet floor 
space; two showrooms, service station, 
body shop with modern spray room, 
rear, on the main 
Medford Square. 


large lot of land in 


street just outside 
May be purchased or leased separ- 
ately. Until recently this property has 
been used for automobile sales and 
service. 


Must be seen to be appreciated. 


J. A. HARRAGHY, INC. 


127 Main Street, Medford 55, Mass. 





BUSINESS OPPORTUNITIES 2 
DEALERSHIP, now handling Lincoln-Mer- 





cury. Located in Indiana, Fine brick 
building, beautiful showroom and parts 
department; long term lease on building. 


All modern equipment in service depart- 
ment. Price $30,000 includes around $45,- 
000 in parts, stock and equipment, all 
new. Midwest Business Exchange, 204 
Standard Building, Fort Wayne, Indiana. 


FARM IMPLEMENT BUSINESS for sale. 
Owing to other business interests, offer- 
ing well established farm implement 
store for sale. Located in one of Indi- 
ana’s best farming communities, Netted 
$20,000 in 1948, High class line of im- 
plements and popular truck franchise. 
Will need approximately $25,000 to pur- 
chase, Box 3363, c/o Automotive News, 
Detroit 26. 


OLD ESTABLISHED, eastern Washington 
State, small city auto business, modern 
25,000 foot building and equipment would 
cost $250,000 to replace—full price $160,- 
000, Stock at inventory. Sales for six 
months 1949 are $278,000—profit $27,000. 
Owners wish to devote time to other 
interests. Want cash. All correspondence 
confidential. If financially able to handle 
write Box 3337, c/o Automotive News, 
Detroit 26. 


PARTNER for new radio and television 








station, Will net $75,000 up per year. 
Box 3362, c/o Automotive News, De- 
troit 26. 
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USED CARS FOR SALE 


AUTO 
AUCTION 


oxijan 


DEALER SERVICES 


NVENTORY SPECIALISTS: Parts and 
accessories inventories taken accurately, 
% economically and quickly in Michigan, 
: Illinois, Indiana, Ohio, Pennsylvania and 

New York. Automobile Dealers Inven- 
tory Service, 4690 Newport, Detroit 15, 
Mich. Phone VAlley 2-9377. | 





NEW CARS WANTED _ 





WANTED 


NEW 1949 CARS 
ALL MAKES 


Phone or Wire 


ANDERSON AUTO CO. 


PEORIA, ILL. 


HORSEHEADS, NEW YORK 


EVERY FRIDAY 








DANVILLE, PENNA. 


USED CARS WANTED EVERY WEDNESDAY 








WILL BUY NEW OR USED AUTOMOBILES 
Will Buy One or Your Entire Stock 


You will always find real action at 
both these auctions. 


R. D. WEST, Prop. 


Jos. E. Johnson Tex Rickard 
Auctioneers 


Jess Hunter Motor Company | 
1ith and Santa Fe 

PUEBLO, COLORADO 

Phone 6237 | 





USED CARS FOR SALE 
AUTO AUCTION. Every Wednesday, 1 
P.M. D.S.T. Dealers only. Ohio Valley 
Auto Auction, West 8th St., East Liver- 
pool, Ohio. Phone 6396. Plenty of buyers 
and sellers. Weekly prices mailed on 
request. 


CHICAGO'S LARGEST AND BEST 


Auto Auction Every Thursday 


12:00 NOON. — RAIN OR SHINE. 
In the Heart of Chicago 
Bring or Send Cars as Early as Monday 
PLENTY SPACE — INDOOR ARENA 
Plenty of Cars and Buyers 
Get Lucky — Bring Titles — Take Home Cash 
Call Early and Reserve Numbers 


DEALER AUTO AUCTION 


5353 SO. HALSTED ST., CHICAGO, ILL. 
Ph: Livingston 8-8400 Dealers Only 
Auctioneer: John Corrigan 





ATTENTION DEALERSIII 


1947 PACKARD CLIPPER 6-CYL. 5400 
4-DOOR SEDANS, for only....---- 


Also...AT GREATLY REDUCED PRICES 


1947 CHEVROLET - FORD - PLYMOUTH 
4 DOOR SEDANS 


Excellent Bodies Good Motors 


All Cars Formerly Used for 
Cab Service in Phila. 


Phone or Write: 


THE R. A. COMPANY 
4038 CHESTNUT ST. ° PHILA., PENNA 
SHerwood 7-1700 — Morris Freedman 
EVergreen 2-0400 — Herbert Cole 





-t 





AUTO AUCTION 


TIM ANSPACH 


Albany, N. Y. 


(For Dealers Only) 
EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A 








Meet Your Friends at the 
NATION'S CAPITAL | 


AUTO AUCTION 


SALE EVERY FRIDAY 


12:00 NOON 
The Largest Sale in the Washington, D. C. 
Area. Call Us for Hotel Reservations. 
Phone SLigo 8200-8201-8202-8203 


Owned and Operated by 


COLIE MOTOR AND TRAILER CO. 
Red Mendenhall, Auctioneer 


8200 Georgia Ave. Silver Spring, Md. 





ATTENTION DEALERS 


WE WHOLESALE ALL 
MAKES AND MODELS 


CALL, WRITE OR WIRE 


Joe Szopinski 
Used Car Manager 


Connell Cadillac Co. 


Michigan's Largest Independent 
Cadillac Dealer 


Dick Connell Chevrolet 


Wayne County's Oldest Chevrolet Dealer 


12330 Jos. Campau 
Detroit 12, Mich. Tel: TWinbrook 10603 














LARGEST PENNSYLVANIA 


AUTO AUCTION 


EVERY FRIDAY NOON 


la the Heart of Lancaster County 
LOW MILEAGE, CLEAN CARS 


FOR DEALERS ONLY 
Located 6 miles North of Lancaster, Pa. 
MANHEIM AUTO SALES 
& AUCTION, INC. 

Phone 202-W4 


KEN SCHAEFER'S 
The Only Indiana 


AUTO AUCTION 
In Continuous Operation Since 1943 
EVERY THURSDAY 
Dealers Meet at the Cross-Roads of America 
INDIANAPOLIS, INDIANA 
Col. R. V. Martin, Auctioneer 
915 N. Illinois St. Phone Lincoln 5383 


Philadelphia's 
DEALER AUCTION 
EVERY TUESDAY ... 11 A.M. 


Harry D. Gilbert 


Automobile Auctioneers 


6600 N. Broad St. Phila., Pa. 














AUTOMOBILE 
AUCTION 


28 MILES FROM CHICAGO LOOP 
Y_ Mile East ef Illinois State Line 
On Route 30 


EVERY FRIDAY... 11 A.M. 
175-Car Average 
Year's Percentage Sold Above 63% 
Dealers Buy - - - Dealers Sell 


GEO. LAWSON—Owners—BUD FENNEMA 
DUTCH STUART, Auctioneer 


Dyer Auto Auction 
Phone 4111-4051 DYER, IND. 


Res.: Lansing, lll. 730 and 
Lansing, Ili. 107R 


= 
PLENTY OF CARS AND BUYERS 
WEEKLY PRICES MAILED ON REQUEST 
s 


Tel. Livingstone 8-3000 








TRUCKS WANTED : = 
AUTOMOBILE TRANSPORT TRAILERS 
WANTED. Please state make, price and 
model, Stookey & McRoberts, 723 In- | 
dianapolis Avenue, Lebanon, Ind. 
GOOD USED WRECKER WANTED. | 
Please state model age, make, condition 
and price in letter to Harden Motor Co., 

Tolono, Ill, mee Od oe ee 
~ &RUCKS FOR SALE 
1936 A 8 INTERNATIONAL TRUCK with | 
Meade Morrison winch and auxiliary | 
transmission, In good condition, Lane | 
Equipment Co., 508 South Tejon oe 

















CARS ° TRUCKS 
PICKUPS 


WHOLESALE 


1949's and sli Models 


Come to us for fast-selling units at 
low prices that guarantee you 
bigger profits. 


Colorado Springs, Colorado. 
LATEST MODEL Holmes duty | 
wrecker, complete with body mounted on 
1948 2 ton Studebaker. Two speed axle. 
| 

| 


Used very little. Guaranteed perfect. | 
Henry Curtright, Paris, Mo. 


BIG SAVINGS 


on new pick-up, panels, chassis and 
cab. All makes and models. 
Susk Motor Company | 


6647 S. Western Avenue 
Chicago, Illinois 








Dealers’ Auto Company 
3626 N. CICERO AVE. CHICAGO, ILL. 


Phone: Kildare 5-6741 
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a TRUCKS FOR SALE 


ATTENTION 
| SOUTHERN TRUCK DEALERS 


chassis and standard cabs; have not been 
titled, in perfect condition. $150 less than 


8:25 duals. 
Box 3347 
c/o Automotive News 
Detroit 26 








__BUSES FOR GALE 


NEW 1949 DODGE 
SCHOOL BUSES 


SUPERIOR BODIES 


37 passenger and 43 passenger 
For Immediate Delivery 


MEMOLY MOTORS, INC. 


1893 Richmond Terrace 
STATEN ISLAND 2, N. Y. 











PARTS WANTED 





URGENTLY 
sembly, good condition, for 1940 Packard 
six cylinder model 1800. Box 3375, c/o 
Automotive News, Detroit 26. 
__PARTS FOR SALE 


~ OLDSMOBILE 


AND ALL GENERAL MOTORS 
PARTS AT WHOLESALE 
$100,000 INVENTORY 
LIBERAL DISCOUNTS 


Hoods Core Supports 
Grilles Hydramatic Parts 
Hub Caps Shock Absorbers 
Fenders Distributors 
Gas Tanks Carburetors 
Trunk Lids Steering Wheels 
Fuel Pumps Clutch Parts 
And Many Other Items 
Orders Filled Same Day Received 


SELMI MOTORS, INC. 
LARGEST OLDSMOBILE PARTS 
DEPOT IN EAST 


3431 N. 15th St. Philadelphia, Pa. 


Tel. Baldwin 9-0352 and 9- 





BUICK SHORT BLOCKS, brand new from 
factory, standard throughout, includes 
fitted pistons, pin, rings, wrist pins, main 
and camshaft bearings. List price $173,25 





—price to retailers $79.50 f.0.b. Des 
Moines. For Buick Special and Super, 
1936 to 1947 inclusive. Why overhaul? 
Howard Sole, Inc., 401 Grand, Des 
Moines, Iowa, 
WHOLESALE PONTIAC PARTS, large 
stocks of hard-to-get parts, body and 


fender parts for all models, Fast serv- 
ice, liberal discount. Walter H, Schultz 
Pontiac, 16-20 Passaic St., Trenton 8, 
New Jersey. 
AUTO PARTS. 
Auto Parts Service, 
Fairfield, Conn, 


BUICK PARTS _ 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS" 





New-used, for all cars. 
111 Sunset Avenue, 





New Chevrolet and Ford 1948 models; 


current dealer cost; two ton, two speed, 


WANTED—Engine hood as- | 





} 





Wholesalers: We Are Quantity | 
Shippers . . . Same Day Service 
On Mail Orders and 


All Shipments on C.O.D. Basis 


ROBERTSON BUICK CO. | 


“EDGE OF THE LOOP" 
1000 S. Wabash Phone WAbash 1030 
CHICAGO §, ILL. | 


Inquiries. 








SHOP EQUIPMENT FOR SALE 
BEAR MACHINE, heavy duty No. 900-830. 
Complete, cost new $3,465; bargain, $1,- 
500, 
Miss. 


Reliable Chevrolet Co., Meridian, 









SPECIAL SALE 
AUTOMOTIVE 
EQUIPMENT 


Each of these items is brand new. Have 

been used only for window and floor dis- 
play. We'll pay the freight on these bar- 
gains to all points within 300 miles of 
Milwaukee. 
1017 WEIDENHOFF MOTOR TESTER. List 
price $544. Our special price $399. Con- 
sists of five testing units in one cabinet. 
SPARTON RETRIEVER. List price $495. Our 
special price $395. Wrecker service added 
to your services. 

UICK STEAM CLEANER. List price $517. 

ur special price $395. Completely port- 

able. Steam in two minutes. 
BAY LIFT. List price $285. Our special 
rice $225. Takes the place of a hoist. 
deal for undercoating, body work, etc. 
1131 BEAR LIFT ALIGNER. List price $611. 
Our special price $499. Makes front end 
work possible in smallest of garages. 


Order Today While Supply Lasts! 
EDWARDS EQUIPMENT AND 
SUPPLY COMPANY 


Division of Edwards Motor Company 
MILWAUKEE, WISCONSIN 


Division 2-1000 36th and Michigan 












































SHOP EQUIPMENT FOR SALE 


ae s3 ___ MISCELLANEOUS 
WEIDENHOFF MOTOR ANALYZER. Cost| FOR SALE. Brand new tan Bedford cloth 





$780. Hardly used, Sacrifice $250. Ar- No. 134-T-142, 100% wool. In uncut rolls 
lington Motor Sales, 874 Mass. Ave., 54” wide. 2,800 yards. Price, all or part, 
Arlington, Mass. AR. 5-7426. $3.05 per linear yard, f.o.b. Grand 

NRC Tag oo age eee Rapids, Michigan, Subject to prior sale. 





FOR SALE CHEAP. 1 two Post Globe 
Hoist, complete like new, ready for in- 
stallation,. Fort Pontiac Sales, Inc., 6375 
West Fort Street, Detroit, Michigan, 


Contact K, J, Barclay, American Seating 
Company, Grand Rapids. 


HOT ROD. The only monthly magazine 





nc about building roadsters, streamliners, 
FOR SALE. 35 slightly used Lyons table etc. Sample copy 25c. $3 yearly. Hot 
top bins, complete with risers and Rod, 7164 Melrose, Hollywood, California, 
dividers. $75 each, Southern Chevrolet, Dept. AN. 
Inc., 243 W. Ponce de Leon Ave.,|§50 REWARD for recovery of Packard, 


four door sedan, 1951 series, golden 
brown, motor No, D-411068C, license 244- 
662 Ark. Call or phone collect, Packard 
Fort Smith Co., Phone 8250, Fort Smith, 


Decature, Ga. 


___ TRUCK EPUIPMENT FOR SALE 
SLIGHTLY USED MUSTANG TRAILER, 





complete with hand control valve. A real Ark. 

bargain at $395. One new Ford truck — a 

cab, complete with cushions, glass, etc. ENGINE REBUILDING — Crankshaft 
Fits all conventional Ford truck models. grinding and metalizing. John P. 


Inc., 300 Commerce 


Lynchburg, Virginia, 


Hughes Motor Co., 


F-1 through F-8, $250. Hamilton Bros., St 


Inc., Ford Dealer, 56 Jersey Ave., Port 
Jervis, N. Y¥., Phone: Port Jervis 4-5144. 


Tow Bar Sales Company 


___ ANTIQUE CARS FOR SALE 
1916 CHEVROLET “Baby Grand.’’ Last 
licensed 1924, near perfect condition, 
original top, leather, paint—-$450. Nichols 
Motor Co., Kittanning, Pa. 


OLDSMOBILE PARTS 


We Carry the Largest Stock of Slow-Moving 
Parts in the U.S.A. 


UP TO 40% DISCOUNT 


FAST OR SLOW MOVING, WE HAVE THEM IN STOCK. 
ORDER TODAY BY WIRE, PHONE OR MAIL 


Direct Factory Distributors 
100 So. CLINTON ST. CHICAGO 6, ILL. 
DE 2-0700 - AN 3-8888 - DO 3-8373 











TREVELLYAN OLDSMOBILE, INC. 


315 South Capitol Phone 2-1127 
LANSING 25, MICHIGAN 





OLDSMOBILE HYDRA-MATIC 
TRANSMISSION EXCHANGE 


Any Model, $95.00 


IMMEDIATE SHIPMENT GUARANTEED PERFORMANCE 


: A completely reconditioned, run-in and block-tested Hydra-Matic unit will be 
shipped you the same day your faulty transmission is received—all worn or damaged 
oe coneans with new GM _ parts—performance guaranteed for 90 days or 
, miles. 

_ FOR EXTRA RUSH JOBS. If you wish a rebuilt Oldsmobile Hydra-Matic Trans- 
mission shipped before your old one is received, a deposit of $65 will be added to 
pow invoice. Upon receipt of your unit the deposit will be refunded immediately. 
- eS - charges, send your complete remittance, ($160) in advance. Freight, 
.0.b. icago. 


Write, Wire or Phone Today for Complete Details 


Hollingshead Motors Co. 


2550 S. Michigan Ave. Telephone: CAlumet 5-2000 Chicago 16, Ill. 
AUTHORIZED OLDSMOBILE DEALER 


Maney Motor Co. Auto Auction 


DEALERS ONLY 
Sales Start at 12:00 Noon (C.S.T.) 
Weekly Prices Mailed When Requested on Your Letterhead 
Every Thursday Every Friday 
MURFREESBORO, TENN. HUNTSVILLE, ALA. 
Phone 111 Phone 3188XJ 
Member: NATIONAL AUTO AUCTION PROTECTIVE ASSOCIATION, INC. 
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Car Dealer [) 
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NEW SUBSCRIPTION ORDER 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [] 
for which check is attached [] or send bill [_] 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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TRADE CONNECTION: 


Truck Dealer ([) 
Financial [) 


Manufacturer [] 


| 

| 

! 

Insurance [] Supplier [] 
| 


Jobber [] 





" Through this 
plan we have made 


| 


Sale after sale 


“Now that the boom days are over and we’re actually selling new 


cars, I’d like to express our satisfaction with the results we’ve had from 


this radio program. It has paid off handsomely. Through this plan, we have 


made sale after sale of items which we did not advertise anywhere else. 


New method of local radio adver- 
tising does more than its 


share of selling for local dealers. 


Read how it can boost your sales 


LOCAL dealers all across the country are cashing in on 
this unique new advertising method. The American 
Broadcasting Company offers big-time network radio 
programs to local advertisers, to be sponsored locally. 
Each sponsor pays only for his own area... his own small 
share of the total cost of producing this big coast-to-coast 
show. Yet in each area, the local sponsor gets full credit 
for the program. In your area, for instance, your audience 
would hear your local announcer give your commercials 
—on a top talent network show! 


The cost to you? Only a few dollars per week. Don’t 
delay; get the full details about the popular ABC ‘‘local- 
network” programs available in your area. Call your local 
ABC station today, or write direct to ABC, 7 West 66th 
Street, New York City. 


iM 


“LOCAL-NETWORK” sHows ceT RESULTS* 


“SPLENDID RESULTS” 


“It has been our desire to find a medium of advertising 
that would cause people to act on suggestions made in 
advertising. We believe that radio is the answer. We 
have had splendid results.” 


““SALE AFTER SALE”’ 

*“‘We have made sale after sale of items that we did not 
advertise except on the program.” 

“ADDITIONAL CUSTOMERS” 


“My first month with the program brought in enough 
additional customers so that I was obliged to hire two 


more men full-time.” 
*Names on request 


PICK YOUR POPULAR PROGRAM 


*‘local-network”’ shows of all types are 


available for sponsorship over your local ABC 
station: news, forum,drama, music. Among them: 


ACE SPORTSCASTER —HARRY WISMER, (right)... Martin 
Agronsky, Piano Playhouse, Mr. President, Breakfast in 
Hollywood, Elmer Davis, Irene and Allan Jones, Headline 
Edition, George Sokolsky, Nancy Craig, Baukhage, Pauline 
Frederick, America’s Town Meeting and Bert Andrews. 


COOPERATIVE PROGRAM SALES DEPARTMENT, 7 West 66th Street, New York City 


American Broadcasting Company 








